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The color test devised by Dr. 
Shinobu Ishihara, from which 
these plates were adapted, helps 
determine the one man out of 12 
and the one woman out of 100 who 
suffer from color blindness. 


Whats your color i6o@)o? 


ANYONE with a good eye for color can 
J pick out the letters E-A-K. But go to 
the head of the class if you know how EAK 
ethyl amyl ketone) and the rest of the 
ketone family of Shell solvents bring more 
color into your everyday life. 


Because of their tremendous appetite for 
nitrocellulose and other resins, Shell ketones 
work more effectively than most other sol- 


vents. They make possible more and better 
colored finishes for today’s autcmobiles and 
furniture 


The continuing search for better sol- 
vents in Shell Chemical laboratories has 
led to improved quality and lower 
cost in a wide variety of coat- 
ings for industrial and consumer 
products. 


Shell Chemical Corporation 


Chemical Partner of Industry and Agriculture 


NEW YORK 
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You can tell 


the SUGiF man 
by the length of his product line! 


The SF man offers you all four of the basic enced engineer with a record of solving all kinds 
types of ball and roller bearings in many thou- of bearing problems. Also, he’s backed by versa- 
sands of sizes—the most complete line of bear- tile application engineers and bearing design- 
ings made today! He's quick on delivery—no ers. Why not simplify bearing purchases for your 
matter where you're located, and he’s an experi- plant by calling the SS office nearest you? 


EVERY TYPE-—EVERY USE 


oKF. 


é S&F INDUSTRIES. INC.. PHILADELPHIA 32. PA 
Spherical, Cylindneal, Ball. and 


Tyson Tapered Roller Bearings 


eeeretereereeeeeee 
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What are your Rollpin’ requirements... 


Corrosion-resistant steel, beryllium copper, or car- 
bon steel? An “available” fastener with better than 
90% of the catalogued size and length combinations 
obtainable from stock? A fastener with consistent 
dimensional quality control and fully dependable 
strength and vibration performance? A fastener 
that costs less than most of the pin type fasteners it 
replaces ... and cuts assembly costs too? 

Slotted, chamfered, cylindrical Rollpin spring-pins meet 
these requirements and many others. Available Rollpin 
nventory stands at tens of millions of pieces. Rollpin 


a clevis 


pin 


TRADEMARK 


™s 


replace tapered pins @ set screw 


For More Information Write No. 


4 


performance is consistently high because uniform shear 
strength, dimensions and hardness are guaranteed by high 
ESNA quality control standards. Investigate installed Roll- 
pin costs as compared to grooved-type pins, taper pins, 
precision dowels and many types of rivets. 

Standard Rollpins are made from carbon steel and Type 
420 corrosion-resistant steel in stock sizes from .062” di- 
ameter to .500”. Cadmium, zinc or phosphate finishes may 
be specified. They’re also available in beryllium copper for 
applications requiring exceptional resistance to corrosion, 
and anti-magnetic and non-sparking properties—in diam- 
eters from .062” to .250”. 

Why not simplify and speed up your orders by sending 
for data on all the Rollpin sizes and materials today? 
Elastic Stop Nut Corporation of America, Dept. R46-715, 
2330 Vauxhall Road, Union, New Jersey. 


ELASTIC STOP NUT ee OF AMERICA | 
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=! 8B.F.Goodrich distributors 
helped these companies cut costs 





Saves $3,500 in two years. That sand has just been shaken from red 
hot castings. It’s scorching hot—so hot that it ruined conveyor belts in 
3 months. Then a B.F.Goodrich distributor recommended a B.F.Good- 
rich Solarflex belt. It has already lasted 2 years—8 times longer than 
previous belts. Maintenance Supervisor estimates savings of $3,500 in 
belt replacement costs alone and expects belt to last 2 more years. 


4 Stops sliding boxes. Boxes riding up that belt used to slip 
and slide, sometimes fell off. One crash ruined a $150 elec- 
trical fixture. The B.F.Goodrich distributor suggested a 
new belt called Griptite, specially designed to «carry both 
light and heavy boxes. Now that the new belt is on the job, 
all sorts of packages—big and little, heavy and light— 
march up the incline with no slips or slides, no breakage. 


a 

Takes roughest treatment. Bang! And two more 
sharp, oily steel parts are thrown on the belt by a 
punch press operator. Service was so rough that 
the woven cotton belt that came on the conveyor 
lasted only two weeks. Other belts wore out in 
three or four months. Then a B.F.Goodrich dis- 
tributor suggested the B.F.Goodrich belt, made 
of Koroseal flexible material: The Koroseal belt 
has outlasted them all, still looks good as new. 


B.F.Goodrich distributors are specialists in rub- 
ber, ready to put their training and experience to 
work for you. These examples show some of the 
different ways B.F.Goodrich distributors find to 
make rubber save money for users—either by 
doing a job other rubber can’t do—or by lasting 
longer—or by replacing other, more expensive 
materials. 

By making your B. F.Goodrich distributor your 
chief supplier for rubber products, you'll benefit 
by getting top quality, and you'll save buying 
time, have a dependable source of supply, and get 
fast delivery on most items from local stocks 
B.F.Goodrich Industrial Products Co.., Dept M-391. 
Akron 18, Ohio. 


B.E b 00 d ric h industrial products 
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Use quality (iss) Sheet and Strip 
... available at your steel service center 


When you order USS Sheet and Strip from a steel service center, 
you're combining the fine, quality-controlled products of 

United States Steel with the time-saving advantages of a 

steel service center. The wide distribution of USS Sheet and 

Strip is your guarantee of prompt, efficient delivery when you order 
USS Sheet and Strip from a steel service center. 


Steel service centers stock USS Hot-Rolled, Cold-Rolled, Galvanized, 
Galvannealed and Paintbond Sheets, and USS Hot-Rolled Strip. 


Remember, as a part of the American Steel Warehouse Association, 
your steel service center has been set up specifically to 

handle your immediate steel demands. So the next time you order 
steel sheet and strip from your steel service center, be sure to 
specify USS Sheet and Strip. USS is a registered trademark 


United States Steel 
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Why 


ee - 


\- Belts 


with the 
Green Seal 


meet every test 





Dimensional stability! Belts are even test-run in closed, 
high-temperature ovens—to verify that their 3-T 
(Triple-Tempered) construction remains dimensionally 
stable under extreme operating conditions. 


Perfectly matched sets! Belts are carefully measured 
on ultra-precision machines — then carefully coded to 
guard against “loafers” —or belts that overwork. 


High strength, low stretch! Belts are subjected to 
“breaking point” tensile-strength tests in the Goodyear 
laboratories — to insure long, trouble-free service on 
your drives. 

Maximum resistance to shock-loads! Belts are “tor- 
tured” on special machines that simulate the severest 
service — your protection against early belt failure. 


Clean, smooth-running operation! Special nondusting 
rubber cover compounds are continually tested for fric- 
tion balance—to give you freedom from sticking or 
grabbing in the grooves. 


Nearly one-third of all electric power used at the Goodyear 
V-Belt plant goes into testing, checking and development 
operations. These giant dynamometers, for example, test 
larger belts in all speed ranges and with various pulley 
diameters—with belt loads from zero to 100 h.p. The effects 
of reverse bending, various placements of idlers and high 
or low tension are also checked. 


_ ever 120” in length. 


To pay off in— 
Maximum trouble-free horsepower hours at minimum 
cost. That makes it a real gamble to settle for anything 
less than V-Belts with the Green Seal. See your Goodyear 
Distributor — or write Goodyear, Industrial Products 
Division, Lincoln 2, Nebraska, or Akron 16, Ohio. 


DIMENSIONALLY STABLE V-BELTS with the GREEN @ SEAL by 


GOODFYEA 


THE GREATEST NAME IN RUBBER 


Green Seal, E-C Cord, Hy-T —T. M.'s The Goodyear Tire & Rubber Company, Akron, Ohio 
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> ROUTING THE RECESSION—A dramatic 
move to restore full employment in Ridge- 
field, N.J., has been conceived by the president 
of Farberge Perfumes. Businessmen and civic 
leaders are backing his proposals to spend five 
percent more money on industrial and home re- 
pairs and improvements. Retailers and service 
dealers are being asked to reduce prices by 
five percent, while consumers are requested to 
spend five percent of their wages on durable 
goods. The five percent plan is designed to get 
more money into circulation by encouraging the 
spending of accumulated savings. 


> ALUMINUM ENGINES—Aluminum in au- 
tomobile engine blocks appears to be out of the 
dream stage and one step closer to reality. The 
engineering vice president of General Motors 
says his company has developed three success- 
ful aluminum V-8 engines that passed crucial 
tests in the laboratories and on the road. 


® PROBLEMS OF THE BOSS—Think the 
president of your company sits around all day 
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For the P.A.'s Hot File . . . 


Keep your eye on reinforced plastics 
for hundreds of new production and 
MRO uses. Purchasing agents through- 
out the country are finding that these 
plastics are easily adaptable to many 
industrial specifications. Sales this year 
are expected to run more than 10 per- 
cent ahead of the 168 million pounds 
sold in 1957, but sufficient capacity 
exists to handle the anticipated demands 
of industry in the coming years. 
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doing nothing? At a recent meeting of the 
National Screw Machine Products Association, 
some of the more important problems faced by 
chief executives were defined. They include 
working long hours, attending to difficulties 
that arise without advance knowledge, handling 
financial matters, deciding questions that have 


In an anti-recession move, top 
officials of the Maytag Com- 
pany manned telephones at head- 
quarters for 72 consecutive hours 
to record orders from dealers. 
With more than $17 million worth 
of home laundry equipment sold 
during its “Operation 72,” the 
company said “this is not a re- 
cession—people are just tired of 
not being sold.” 
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COURTESY ERNST NORMAN LABORATORIES 
AND BODINE ELECTRIC COMPANY 


This micro-clock mechanism drives a 6-inch 
dial at one rev./second, giving time deter- 
minations more accurate than 0.001 second. 
New Departure precision ball bearings 
were specified for the electric motor. 





Keeping track of our speedy space travelers takes highly sensi- 
tive precision instruments . . . the kind in which New Departure 
precision ball bearings are right at home. 


At present, Frequency-Time Standard instruments selected by 
the Smithsonian Institution are “clocking” satellites from 
twelve locations around the globe. Much of this precision tim- 
ing is done by a micro-clock by which time is read to the 1 
milli-second. 


And ultra-precise New Departure ball bearings were specified 
in the Bodine electric motor within this sensitive instrament— 
timely testimony to their low friction loss, extremely low start- 
ing torque and minimum maintenance. 


If you are a manufacturer of electric motors or precision instru- 
ments, call on New Departure’s engineering service for help 
with the latest ideas in precision ball bearings. 


1908-1958 


FORWARD FROM FIFTY 


EPARTURE 


DIVISION OF GENERAL/MOTORS, BRISTOL, CONN. 


NOTHING ROLLS L/KE A BALL 
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Straws in the Trade Wind 


been “bucked up” to him, checking on opera- 
tions, maintaining morale, and making policy 
decisions. 


®& RENTING AN AUTO FLEET—Purchasing 
agents for companies pondering the lease of 
an automobile fleet to replace individual or 
company ownership might ponder this: average 
mileage payments to salesmen driving their 
own cars on company business is now at an 
all-time high of 8.84 cents a mile. Due to re- 
gional differences, payments range from a low 
of 6.5 cents a mile to a high of 11 cents a mile. 


& SPEEDING THE UPTURN—Purchasing’s 
role in speeding the economic upturn was out- 
lined at a symposium on the recession held re- 
cently by the Chamber of Commerce of the 
United States. Among the suggestions offered 
that affect P.A.’s were: replacing old and worn- 
out equipment, reducing the cost of operations 
and using value analysis. 


> CONSUMER PRICES LEVELING? — The 
twenty-five month rise in retail prices was vir- 
tually halted in May, according to the National 
Industrial Conference Board. Its consumer price 
index showed a slight rise of 0.1 percent, the 
smallest increase of 1958. The index stands at 
the 107.3 mark (1953=100), 3.1 percent above 
the same period last year. The government’s 


QUOTE! SOSCOOSOSOHSOOHSSHSOSSOSESEEOHEEOOHSE 


The importance of the purchasing agent and his 


Bureau of Labor Statistics cOmsumer index 
showed exactly the same scanty increase over 
the previous month, bringing its mark to 123.6 
(1947-49—100). 


> BUSINESS FAILURES DOWN — Fewer 
business failures for the second consecutive 
month are reported by Dun & Bradstreet. Fail- 
ures dipped a moderate eight percent to 1341. 
However, dollar liabilities dropped a sharp 33 
percent to $56 million—the lowest volume so 
far this year. 


& REVERSE TWIST—With a number of 
plants closing and furloughing workers because 
of poor business conditions, here’s a company 
that’s not even taking its normal July vaca- 
tion shutdown. Highway Trailer Co. says a 100 
percent increase in its backlog requires con- 
tinued operation of the plant throughout the 
summer. Employees are more than happy, how- 
ever, to stagger their vacations rather than 
take an enforced one without pay. 


> SMALLER PREDICTIONS—Look for less 
exuberant predictions of 1959 sales from the 
automakers. They’ve overestimated for the last 
few years, so this year their guesses are likely 
to be a little closer to the actual volume. At 
this point, indications point to a five million 
car year in ’59, up a half million from this year. 
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ability to deal with new selling techniques in today’s 
economy has been underlined by Thomas B. McCabe, 
president of the Scott Paper Company. “The broader 
perspective of the sales function . . . calls for a more 
careful look from the point of view of the customer 
and the ultimate consumer,” he says. “One of the 
greatest pitfalls in selling is an attempt to decide, 
on your own, what the other fellow’s problem is.” 
Noting that production has temporarily caught up 
with demand, he asserts “no longer can the salesman 
be simply an order taker. We are now in a new era. 
We are now in the process of developing not salesmen 
but marketing men, who understand and employ all 
the factors of the marketing mix.” 
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LABORATORY TESTS PROVE NEW 


el 


“MIGHTY- 
GRIP” 


How Oliver Corporation Saves 
$35.00 per man with... 


iegel 
WELDERS 
GLOVES 








OUTWEARS FIVE 8-oz. GLOVES... OUTGRIPS ‘EM 4 TO 1 


Even outlasts, outgrips other “long-wearing safety- 
grip” gloves, yet costs 17 to 41 cents less per pair! 
That's Riegel’s new feather-light, “Mighty-Grip” in- 
dustrial glove. Every square inch contains 300 tough, 
non-skid plastic dots permanently molded into the 
fabric. The dots take all the wear . . . and the fabric 
“breathes” for day-long hand comfort. 


MIGHTY- |eRano uy | STD. 8 OZ. 


“The Riegel No. 99 Heavy Welder lasts six weeks 
against two weeks for the glove we used formerly. The 
men tell us it’s more comfortable and cooler.” 

So reports Mr. Richard Thornell, whose switch to 
Riegel now saves $35.00 yearly per man at Oliver Cor- 
poration, Springfield, Ohio. 

No. 99 facts: Heavy but flexible “flextan” welders’ 
leather, gunn cut, wing thumb. Extra roomy, extra 
long. One-piece back, wool-insulated . . . all exposed 
seams welted .. . full protection against heat and 
sparks. 

Riegel has the service you want, too. . . industrial 
specialists to help select the right style . . . eight ware- 
houses to speed delivery. Write or phone today. 


OUR LAB TESTS PROVE: GRIP FLANNEL 


Flat Abrasion Resistance 2540 cycles | 1690 cycles | 490 cycles 
Grip-Ability . 380 grams | 190 grams 90 grams 


Perspiration Evaporation Rate.. 4.7 grams 1.2 grams | 4.4 grams 
(Through Fabric) 


NOW HAVE YOUR LAB CHECK THE FACTS! 
Write or phone today for trial pair. 





Write today for free catalog 
— 


- Band-top ‘Mighty ¢ 


Service Welder No. 199 Welder’s Mitten No. 3 


se - 
INDUSTRIAL GLOVE SALES 


RIEGEL TEXTILE CORPORATION 


CONOVER, N. C. 


INDUSTRIAL GLOVE SALES 


RIEGEL TEXTILE CORPORATION 


CONOVER, N. C. 


Warehouses: Sales Offices: Warehouses: 
Birmingham ° Chicago Chicago * Conover, N. C. 
Detroit © Los Angeles Detroit ¢ Greenville, Ala. 
‘ Los Angeles 
New York City New York (Paterson, N. J.) 
Oklahoma City 
Portiend, Ore. 


Chicago « C 
Detroit ¢ Greeny 
lac 


New York (Paterson, I 


mo Cit 
Portland, Ore. 
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Regional Roundup 


Some Firming Noted 


The overall business situation hereabouts: New England industrial pro- 
duction off 15 percent from the peak of early 1957, but department store 
sales in the Boston area about even with a year ago. Some firming of de- 
mand for consumer durable goods has been noted, while soft goods are NEW 
moving relatively well. Although automobile buying continues unsatis- ENGLAND 
factory, talk in textile circles is a bit more cheerful. 
Several companies handling military contracts seem to be in clover. 
For example, Raytheon, at Waltham, Mass., has boosted its personnel 
3000 since the outset of the year to 31,000, a record peak. With more than 
$150 million worth of new orders booked since January 1, the elec- 
tronic company parceled out orders to 1300 subcontractors in Massa- 
chusetts alone. 


Business At Best Levels 


Business in Pittsburgh, the heart of this area, held around its best 

levels of the year during June. In fact, throughout the early part of the 

month, business in all lines except auto sales set a new 1958 record, ac- MIDDLE 

cording to the University of Pittsburgh Bureau of Business Research. ATLANTIC 
While industrial leaders are hesitant to predict when the actual upturn 

will get underway, they are confident that a seasonal recovery is now 

taking place. Both bituminous coal production and electric power output 

are up decidedly, while freight carloadings and river traffic are also higher. 

In addition, department store sales rose substantially over the comparable 

period last year. 


Employment Situation Improving 


The general employment situation in the Southeast is improving from 
month te month. The 6.7 percent unemployed figure here recently was the 
lowest rate of unemployment in the nation. Sharp gains in the number 
of jobs open in agriculture have accounted for the uptrend, despite the 
fact that employment oppor*unities declined somewhat in nonfarm areas. 

Good mid-June showers in many sections means more dollars in the 
pockets of farmers. Crops generally look far better than at this time last 
year, with considerable moisture remaining in the ground from a wet 
spring. If Mother Nature doesn’t come up with some disastrous weather, 
the farmers should have a bright summer and fall. 
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FORG) INSET 
Hash Butt-Welded Into a Stainless Ring 


SAVES MATERIAL, TIME, 
and MONEY 
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3 By welding a forging into a circled section of an extruded 

S shape, American. Welding saved one jet engine manu- 

ae facturer over 200 Ibs. of AMS-5613 stainless steel per 
ring. Hours of machining time were also eliminated. 
The finished ring met both government and prime con- 
tractor’s specifications: sage! ok per ring were very 
substantial. 


aa This is a typical example of how American Weiding’s 

: experience in forming and welding of stainless, alumi- 
num, titanium and heat-resistant alloys has helped 
others cut production costs — and = be able to 
help you. 


a \f your problem is circular and of metal.— call American 
ooo Welding first. ¢ 


ait - BS 


i NEW PRODUCTS 

CATALOG AVAILABLE 
Write today for 20-page catalog 
iNtustrating the many types of 
circular products American 


Welding can form, weld and 
machine for you. 


ANERICAN WELDING 


THE AMERICAN WELDING & MANUFACTURING CO. 


460 DIETZ ROAD . WARREN, OHIO 
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Regional Roundup 


Farm Equipment, Steel, Construction Up 


The Midwest area is experiencing soaring sales of farm equipment, re- 
covery in steel production, and a sharp upturn in construction. For in- 
stance, Jones & Loughlin has reopened its Cleveland works after a three- 
month shutdown. 

At Hammond, Ind., American Can Co. recently opened a new steel and 
tinplate processing plant. Intended to reduce operating costs, the plant 
will handle chemical treatment of steel plate and coil shearing of plate 
and tinplate into sheets for can production. The steel companies that 
formerly supplied this processing for American Can are now in the market 
for new customers to make use of their open capacity. 


Oil Improvement In Sight 


Plus signs push the Southwest economic barometer upward, but the 
question asked is this—how soon to fair business weather? The oil in- 
dustry, this area’s stumbling giant since the end of the Suez crisis, points 
to an increase in the Texas allowable oil well production. But retail gaso- 
line price wars have flared up in Dallas, Forth Worth, Houston, and Tulsa 
in spite of dwindling surplus stocks that led to firming of wholesale 
prices. Consensus of oil executives: improvement in sight, but convales- 
cence still arduous. 

Perhaps the brightest spot is agriculture. Wheat farmers pay up long 
standing debts and go on buying sprees with the harvest of a bumper 
crop after seven years of drought. Grain storage space builders report 
record sales. 


Still Awaiting The Major Upswing 


Southern California’s economy, which revolves around the aircraft and 
missile industry, has not had the major upswing predicted when military 
contracts were announced in the first quarter of the year. Although these 
contracts have filtered down even to the sub-sub-contractors, unemploy- 
ment is still a problem in the area. Major airframe manufacturers are 
tightening up their labor forces and layoffs are still the order of the day. 
Some of these layoffs are holdovers from the earlier months of the reees- 
sion; management waited to see the extent of new business before drop- 
ping hard-to-replace skilled labor. With the major contracts awarded, firms 
are now paring the fat from both production and overhead forces. 

The nationwide housing upturn, on the other hand, has beneficially af- 
fected the economy in the Northwest, where lumber is a major influence. 
At least one Oregon plywood mil! reopened, after a month’s shutdown 
because of low prices for fir plywood. Lumber prices have started up again, 
from a low at the end of April. 
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HUSSMANN FREEZES QUALITY 
with Wolverine Long Length Coils 


There's a sign in the plant of Hussmann Refrigerator Co., products, as well as storage refrigerators and refrigerating 
St. Louis, Missouri, that says “This business was built machines for the back room. 


Sie aie e_ : ; 
on quality—keep the quality up! Wolverine copper refrigeration tube is used in the very 


Pretty good slogan! It is typical of Hussmann—the way heart of the refrigeration equipment—the evaporator 
the company operates and the way the Hussmann units units. It is picked because of the product and service 
perform. Typical of Hussmann, too, is the fact that one dependability built into every foot of Wolverine tube. 
of its top suppliers is Wolverine Tube. Hussmann is 
internationally known for its extensive line of super 
market equipment for displaying and self-service selling 
of frozen food, meats, vegetables, ice cream and dairy 


To help Hussmann—and the other manufacturers it 
serves maintain the desired level of product quality 
Wolverine copper and aluminum refrigeration tube is 
rigidly quality controlled. In addition Wolverine’s con- 
tinuous Tubemanship program is founded on such quality 
building features as years of tube-making experience, 
constant research and sound engineering. 


Wolverine supplies refrigeration tubing in long length 
coils so Hussmann can: (1) continuously feed automatic 
equipment and (2) achieve maximum inventory flexibility. 


If like Hussmann, your company requires tubing in long 
length coils—or in short lengths—you can maintain top 
product quality by specifying the products of Wolverine 
Tube. For more complete information write for your copy 
of our new booklet ‘“Wolverine Serves The Refrigeration 
Industry.” 


CALUMET &® HECLA. Inc 


ewe pe TLOEVERINE TUBE 
oe ocean @ CALuuat © HEtEA. Inc. 


17250 Southfield Road 
Allen Park, Michigan 
y trolie mg end Extruded Auminum Shape> 





7O% PLANTS IN DETROIT, MICHIGAN AND DECATUR, ALA, 


WADE IN USA 
0 ie SLA 


Long-length coils of copper and aluminum Ed SALES OFFICES IN PRINCIPAL CITIES 
tube are available from Wolverine in both exp 
bunch and level wound form. EXPORT DEPT. 13 E. 40TH ST. NEW YORK 16, N.Y. 
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PURCHASING OPINION 





What Is Purchasing Doing to 
Beat the Recession ? 


Today hardly anyone denies that a strong purchasing department can be in- 
valuable in times of shortage. But there are still a few who regard purchasing 
as just so much excess overhead when business is bad and materials are in 
super abundance. The truth is purchasing in both good and bad times can be 
an effective profit-making arm of management. To find out specifically what 
purchasing is doing to help management cope with the current recession, we 


surveyed a representative group of purchasing exec. ‘ves. Their combined 
answers follow. 





1. Has your comparty felt the im- 
pact of the current business re- 
cession? 








2. Has your management devel- 
oped an anti-recession program in 
which purchasing plays a part? 








intensified 
cost reduction 
programs 


Cuts in 
purchasing 
personnel 


3. What forms has the anti-reces- 
siom program taken in your de- 
partment? 





Reduced office 
expenses 





Salary cuts 


Organization es 
changes 
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7” \t'S REALLY EASY TO INSTALL 
ROME'S INTERLOCKED ARMORED 
CABLE... EVEN BENDING 
PRESENTS NO PROBLEM a 
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A matter of FACT 





Three 500 MCM rubber /¢ S00 MC 











Reduced space requirements Less space is 
needed for Rome Cable’s interlocked armored cable 
—almost one inch less width for each three-conductor 
500 MCM interlocked cable than for cable-in-conduit 
type installations. 


FREE BULLETIN describes all the benefits of Rome’s 
Interlocked Armored Cable. 

ROME CABLE CORPORATION 
Department 731, Rome, New York 


Please sead me a copy of the new Rome Cable 
Bulletin RCP-730. 


For 600- to 15,000-volt service Rome's inter- 
locked armored cable is available in three-conductor 
construction with Rozone A (butyl) insulation. It of- 
fers many more benefits than described here. For 
complete information, contact your nearest Rome 
Cable representative and ask for your free copy of 
Bulletin RCP-730. Or mail the coupon today. 


ROME CABLE 
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Purchasing Opinion 


4. If volume of purchases is oil 
20%, how big a personnel cut do 
you think a well-managed pur- 
chasing department can absorb 
without impairing its efficiency? 


No cut at all 


Less than 5% 


5 to 10% 


10 to 20% 





5. Do you feel that your depart- 
ment could effectively fight the 
recession with more personnel 
which could achieve added cost 
reductions that more than offset 
its cost? 





6. Do you feel combining related 
materials function (purchasing, 
production and inventory cortrol, 
traffic, etc.) into a single depart- 
ment would materially boost effi- 
ciency? 





7. What has been the effect of 
the recession on your supplier re- 
latiomships? 
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More salesmen 
making calls 


Better quality 
and service 


More help on 
cost reduction 


Other 
(including 
increased 
pressure for 
reciprecity) 



































Helding parts in place is a snap 
wth quality EATON-RELIANCE rings 


We 


BEST 
INDUSTRIAL 
FASTENERS 
FOR THE 
MONEY 


© 


For faster, more secure assembly of your products 

-with savings that will help you hold the line 
against rising costs—use quality snap, bearing, 
lock and retainer rings by Eaton-Reliance. You'll 
cut the cost of fabricating the parts of your prod- 
uct, too, because these versatile rings of a million 
uses reduce machining costs and simplify the de- 
sign of individual parts. You cari use Eaton- 
Reliance Rings as heat-treated shoulders on shafts 
and in counterbores to support bearings and other 
parts—with substantial savings in machining time, 
dead metal and final assembly. 


Eaton-Reliance Rings, manufactured on precision 
machines, are made of spring-quality steel, cold 


drawn in our own plant, and heat treated for the 

.right measure of tension. End cuts and cross- 
sections are made to your exact requirements. 
From start to finish, we control every detail to 
assure you the highest quality rings which can 
literally hold your products together. 


Without obligation to you an Eaton- 
Reliance fastener engineer will glad- 
ly study your product to show you 
how these versatile rings can cut 

its cost. Write for the name of 

the nearest representative, or 
send for Engineering Bulletin 

No. 55. 


RELIANCE DIVISION 


MANUFACTURING COMPANY 


EATON 


SALES OFFICES: 


513 CHARLES AVENUE # 


Detroit °* 


MASSILLON, OHIO 


New York °* Cleveland °* Chicago * St. Lovis * San Francisco ° 


Los Angeles 
) PRODUCTS: Sodium Cooled, Poppet, and Free Valves * Tappets « Hydraulic Valve Lifters* Valve Seat Insertse Jet 
Engine Parts * Rotor Pumps * Motor Truck Axles * Permanent Mold Gray Iron Castings Heater-Defroster Unitse Snap Rings 
Springtites * Spring Washers * Cold Drawn Steel * Stampings « Leaf and Coil Springs « Dynamatic Drives, Brakes, Dynamometers 
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Purchasing Previews 





Revenues Expected to Plummet 
iRe 


'$12.5 Bill 


— 


ion US Defic 


cred ther um 


Special Industry Report: 


it Sighte 


provement in te first 


Leane 

-« : 

ie ne Stockpile, 
J TOducers Say 


CCESsion I ny. 
Cut. Ttrcne 





Warmes'*" 





How Purchasing Is 
Fighting the Recession 











a ere 


Many Dixie Farme 


| . . 

| Some Quit, Wind Up on 
Relief Rolls; Others 

Costs Pinch Profits Ha 


Purchasing departments of re- 
cession-hit companies are help- 
ing preserve profits through 
cost reduction programs, sup- 
plier cooperation, and organ- 
ization changes. 


“M ANAGEMENT REALIZ- 
ES for the first time that pur- 
chasing is more than just a serv- 
ice function. It now realizes that 
purchasing can more than pay 
its way in periods of depressed 
business when there are no prob- 
blems of shortages to cope 
with.” That’s what one purchas- 
ing executive wrote on his Pur- 
chasing Opinion ballot. (The re- 
sults of this survey “What Is 
Purchasing Doing to Beat the 
Recession?” start on page 15 of 
this issue.) 

PURCHASING’s survey revealed 
that now, more than ever be- 
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fore, purchasing is being recog- 
nized as a profit-making adjunct 
of top management. Nearly 
three-quarters of the respond- 
ents to the survey are playing a 
major role in helping their com- 
panies fight the recession. 


A Few Pink Slips 


An even better indication of 
purchasings’ growing stature is 
that its budgets don’t necessari- 
ly get the ax when business 
drops off. Although 83% of the 
respondents felt the effect of the 
recession, only 28% had made 
personnel cuts in purchasing. 
And only 6% had made salary 
cuts. The old idea that if you 
cut production 10%, you could 
cut the size of the purchasing 
department by the same amount, 
seems to be passing away. It 
usually takes just as much 
work to issue an order for 90 
items as it does to buy 100. 

Of course, practically all of 
the respondents have made a 


Aluminum Price Outlook © oudy 





close study of their procedures 
and organization. And many of 
them have been able to make im- 
provements. As a result, they’ve 
been able to make personnel 
cuts. One purchasing manager 
took over the production control 
and traffic departments. He 
merged them with purchasing 
into a single department. Proce- 
dures and work flow were com- 
pletely reorganized. As a result, 
he was able to wield the ax with 
relative abandon. Total person- 
nel was cut from 54 to 28. “And 
we're doing a better job than 
ever before,” the new production 
control, purchasing, and traffic 
manager claimed. 
Unfortunately, all purchasing 
personnel cuts haven’t brought 
net gains in efficiency. In fact, 
one-third of the respondents feel 
that, if they had more personnel, 
the added savings that could be 
made would more than offset the 
added salary overhead. Occa- 
sionally personnel cuts have 
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Cast chains including de achable, pintle, 

se conveyor, mill, t ansfer, log-haul, 
combination-Durobec: cast roller, ley 
bushed, and drag. Steel chains including 
detacheble, Chabe'co, drop forged, 
block ond dor 3-pitch leaf, and 


ROLLE® CHAINS 
Complete line cf oller chains, including 
ASA single onc multiple strand, AS A 
double pitch riculttural, replocement, 
ond PloteTop, olock ond lecf chains; 
STOCK and special types. 


CAST SPROCKETS 
Including STOCK ond order sizes, arm- 
body plote-body, solid and split, 
flanged om and drum flanged, traction 
whee d idlers. Mode of grcy cast 
' perim or cost steel, 


CUT SPROCKETS 
ng single and multiple strand, with 
without hubs, in STOCK sizes of 
hoft-Ready, Taper-iock, and stock-bore 
pes for roller chain; also made-to-order 
res. Mode of steel or semi-steel, de- 
ending on type. 


BEARINGS AND TAKE-UPS 
ncluding the Shofer Self-Aligning Roller 
Becring line of pillow blocks, flonge 
nits, cartridge units, flonge-cortridge 
nits, duplex units, take-up units, and 
toke-up ond frome units. Also bobbitted 
ond bronze-bushed types. 


including roller chain flexible couplings, 
squore-jow ond spiral-jaw clutches, solid 
and split set collors of malleable iron or 
steel, chain slock adjusters, and lubricat- 


ng fittings. 


ELEVATOR BUCKETS 
Cost types made of malleable iron or 
Z-metal, and fobricoted types made of 
weided steel. STOCK and order types. 
From the smallest to the lorgest commer- 
sizes for handling all closses of 
bulk moteriols. 


CONVEYOR PRODUCTS 
Complete line of belt conveyor idlers— 
reguler and training, in troughing, flat, 

nd return types; welded steel pulleys; 
belt conveyor trippers ond toke-vps; 
belt cleaners; bockstops; steel beaded 
slats; leakproof aprons and self-con- 
tained feeders. 


ACCESSORY PRODUCTS 
Bin gates of undercut type or rack and 
pinion type—plain ond dust-tight Spray 
nozzles in co complete range of sizes 
and moterials. Choin vises and cases, 


what values 


DO YOU BUY FROM THIS CATALOG? 


What do you buy from CHAIN Belt in addition to the prod- 
ucts listed in the new Standard Merchandise Catalog 610? 


You buy the assurance of a quality product—of value re- 
ceived for your dollar. You buy fast shipment of standard 
items from distributor and warehouse stocks across the nation. 

You buy prompt factory attention to emergencies and spe- 
cials. You buy engineering assistance—if you need it—from 
your nearby CHAIN Belt sales office or distributor. 


Write for your 610 Catalog today—and consider these extra 
values which CHAIN Belt offers you toward a sound and 
mutually profitable business relationship. CHAIN Belt 


Company, 4670 West Greenfield Avenue, Milwaukee 1, Wis. 
In Canada, write CHAIN Belt (Canada) Ltd., 1181 Sheppard 
Ave., East, Toronto, Ontario. 


CHAI ™! BELT 
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Special Industry Report: 


gone to extremes. One Ohio P. A. 
reports that by ukase from the 
New York office, his department 
was cut from 8 people to just 3. 
“Now I’m lucky if I get home 
from work before 8 pm,” this 
P. A. lamented. He admitted, 
however, that he was still bet- 
ter off than the buyers he had 
to let go. 


Positive Approach Normal 


Most purchasing departments 
have been able to cope with the 
recession with more positive 
measures than personnel cuts. 
Most popular  anti-recession 
medicine has been cost reduction 
programs. Over three-fourths of 
the respondents report success- 
ful programs. Second most pop- 
ular has been drives to cut ex- 
penses; nearly all the respond- 
ents have them. Also reported 
are organization changes to 
boost efficiency (15%). A hand- 
ful of ballots indicate successful 
cost cutting by “stimulating ven- 
dor thinking,” “better coopera- 
tion from engineering,” and 
“having vendors carry inven- 
tory for us.” 

Value Analysis Pays Off. 
Since this is a recession where 
basic costs of labor and most ma- 
terials have changed but little, 
it’s often been hard to get the 
prices of many items down. The 
only solution, many P. A.’s re- 
port, is value analysis. One P. 
A. reported $70,000 savings 
through value analysis. 

“We've been able to make sub- 
stantial gains by substituting 
materials that weren’t even 
available a few years ago, such 
as high temperature polyethy- 
lene,” he wrote. 

Competition Getting Stiffer. 
Sometimes old-fashioned reme- 
dies bring remarkable results. 
“Let’s face it,” wrote the P. A. 
of a big southeastern com- 
pany, “many suppliers have be- 
come complacent. What they 
need is a little competitive pres- 
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sure. We've been able to make 
25 separate cost reductions last 
month alone just by getting 
more competitive quotations 
than usual.” 

Beating the Bushes. Many re- 
spondents reported that they 
had “never seen so many sales- 
men out making calls.” “Full 
lobbies and fewer buyers on 
hand to talk to the salesmen,” 
griped one P.A. “But,” he added, 
“we are seeing companies that 
never used to bother calling on 
us and they’re giving us a lot of 
good ideas.” A few respondents 
reported increased mailings of 
advertising material and cata- 
logs. 

Others report reciprocity deals 
are on the rise. “It’s getting 
tougher and tougher to fight re- 
ciprocity. Companies we’ve never 
dealt with are sending out sales- 
men armed with lists of pur- 
chases made from us,” com- 
plained one purchasing execu- 
tive. “When your own plant is 
working at a fraction of ca- 
pacity, it’s awfully hard to re- 
sist reciprocal deals even though 
you know they’ll be millstones 
around your neck later on.” 

Watch That ’Phone Bill. 
“There’s no more idle chit-chat 
at the long distance rate of 50¢ 
a minute between our expediters 
and suppliers. Now each call is 
held to three minutes or less and 
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we’re making fewer of them,” ™° 


says one steel company director 
of purchases. 
Another company 


reported | 


cutting its long distance tele- : 


phone bill in half with a three 
point program. Reports of each 
call are checked out by the di- 
rector of purchases. Suppliers 
now send in written status re- 
ports monthly which eliminates 
a lot of expediting. And, third, 
buyers now pool any necessary 
calls to the same supplier. Total 
savings: $1200 per month. 
Despite economy drives, how- 
ever, the long distance ’phone is 
still one of the buyer’s most use- 
ful tools. And, of course, it can 
be a real money-saver if it can 
help keep inventory at a mini- 


mum by tighter scheduling of | 


deliveries. 


Materials Management Concept 


Organization changes 


are @& 
sometimes an easy out when the | 
heat is on to cut costs. Two- }j 
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thirds of the respondents believe © 
cost can be cut by “combining | 
related materials functions into | 
a single department.” With an | 


integrated approach to materials 


management it’s possible to: (1) | 
operate with fewer people; (2) | 
achieve better control of ma- | 
terial froin tighter organization; | 
and (3) better develop the abili- | 


ties of high calibre people. 
Nearly a_ sixth 
spondents 


of the re- | 
report organization | 


changes. A number report traf- |; 
fic, production control, or inven- | 
tory control merged with pur- | 
chasing. But only a few have | 
completely integrated materials | 


management activities. Perhaps 


when the majority reach this | 
stage, management will be bet- | 


ter able to prevent the effect of 
recessions from being felt at all. 
After all, good inventory control 
is basic to sound materials man- 
agement. And the current 
cession, like many 
mostly an inventory adjustment. 
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What you should know about 


aat should a box 


The “creases”, or scores, On cor- 
rugated boxes facilitate folding. When 
straight, and properly formed, they make 
your packing job easier and faster, assure 
maximum strength and serviceability of 
the box. 

But just being straight isn’t enough. 
Too narrow or too shallow a score sets up 
internal stresses, makes the box hard to 
fold. Too deep, weakens the board, makes 
the fold easy to tear and come apart during 
shipment. 


What makes a perfect score? 


It depends large- 

ly on the thick- 

ness and type of 

board, the scor- 

ing process, : . Bf? 

what you are ‘ss. Ss 

shipping, and Scoring the sheet 

how it is shipped. First, the score must 

fold without cracking the board. It must 

also fold straight, regardless of the direc- 
A. Scored and slotted sheet tion of the corrugations. It must not cramp 
B. Folded and taped the inner liners too much when folded at 
C. Assembled box 180°. And it must, under test, withstand 
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scoring and slotting of Union Boxes 


combined tearing, bending and tension 
forces simulating those it will meet in 
actual service. 


The different kinds of scores 


There are four basic methods of scoring cor- 
rugated board. 1. The “Single V”’ crease— 
most commonly used when the direction 
of the score is parallel to the corrugations. 
2. The “Double V’’—generally used across 
the corrugations and where a clean, good- 
looking fold is essential. 3. The ““Three- 
Point’’ crease — good both “with” and 
“across” corrugations. Used where high 


fit 
fees 


“crease” be...besides straight? 


tearing strength is paramount. And 4., the 
“Five-Point” crease. This, too, scores both 
ways. It is used almost exclusively for 
double wall board. 


The importance of slotting 


Slots, cut by razor-sharp knives, form the 
top and bottom flaps of your corrugated 
box. Each slot must cut to an exact width, 
and at right angles to the flap scores s 
that the folded flaps 
will be perfectly par- 
allel where they come 
together. The knives 
must cut a clean slot, 
without ragged edges 
or “lint”. Improper 
slotting can seriously impair the appear- 
ance and protective qualities of your fin- 
ished box. 

At Union, slotting and scoring of corru- 
gated containers is an exact science. It’s 
one small part of Union’s complete struc- 
tural design service to assure you maximum 
product protection. It’s one of the reasons 
why Union-engineered boxes are used con- 
sistently by shippers in every industry. 


Slots form the flaps 


Write for Union's free, informative booklet ‘Manufacturing Sheets for Corrugated Boxes.” 


UNION BOXES 


UNION BAG-CAMP PAPER Corporation 


233 BROADWAY, NEW YORK 7, N.Y. 


Factories: Savannah, Ga.; Trenton, N.J.; Chicago, Ill.; Lakeland, Fla. 


Sales Offices: Eastern Division—1400 E. State Street, Trenton, N.J. 
Southern Division—P.O. Box 570, Savannah, Ga.; P.O. Box 454, Lakeland, Fla. 
Western Division—4545 W. Palmer, Chicago, Ill. 
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You get the most from ...} Monsanto 
M_ 


LEADER in BIGGEST in 
PHOSPHATES BENEFITS 


You get WHAT YOU WANT ON TIME 
Monsanto offers you the broadest line of quality 
phosphates—shipped by people who are proud 
of their prompt service. These products are pro- 
duced at several plants, protecting you against 
costly shipping delays. 


You get LOWER HANDLING COSTS 


You can reduce unloading and handling costs 
with unitized loads and such features as color- 
coded bags—available at no charge. 


You get PROFIT FROM NEW PRODUCTS 


Monsanto laboratories assure you a steady flow 
of new and improved chemicals and ideas to 
help you develop new, profitable products. 


You get SAVINGS FROM TECHNICAL HELP 
Monsanto specialists, with experience in your 
field, are ready to “‘join your staff”’ to help you 
save money, gain extra profit. 


You get MARKETING HELP AT NO COST 


As supplier to every major industry, Monsanto 
can give you impartial help with every phase of 
product planning, production and distribution. 


Monsanto’s Sroad Phosphates Line Includes: 
Sodium Phosphates Ammonium Phosphates 
Calcium Phosphates Potassium Phosphates 
Phosphoric Acid Special Phosphorus Compounds 





Bag, drum, tankear or carload, Monsanto sup- 
plies phosphates in any quantity from a conven- 
iently located plant, warehouse, or through a 
national network of service-minded distribu- 
tors. Phone Monsanto: 

Atlanta, Trinity 6-0777 + Boston, Everett 7-5010 
Chicago, Whitehall 4-6750 - Cincinnati, Woodburn 1-3677 
Cleveland, Superior 1-3830 + Detroit, Broadway 3-7090 
Houston, Jackson 6-2551 + Los Angeles, Raymond 3-2492 
New York, Plaza 9-8200 + St. Louis, Wydown 3-1000 

San Francisco, Yukon 6-6232 


Monsanto CHEemicaL CoMPANY 
Inorganic Chemicals Division 
St. Louis 24, Mo. 


YOUR “BIG BENEFIT” SOURCE FOR PHOSPHATES, 
DETERGENT RAW MATERIALS, SILICAS, ACIDS AND 
HEAVY CHEMICALS 


a 
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Report From Europe 





German Economy Holds Firm, 
Despite Recession In U.S. 


Ed. Note: This is another special 
report on European political and 
industrial developments of interest 
to purchasing agents by PurcHas- 
ING Magazine’s veteran Washing- 
ton correspondent, A. N. Wecks- 
ler. Mr. Wecksler has been on 
an extensive tour of the major 
economic centers in Europe. 

BONN, GERMANY—Germany 
continues its economic progress, 
with constant side glances at the 
U. S. recession as a landmark to 
avoid. 

The German view is that the 
U. S. just didn’t have the guts 
to curb the boom in ’55 and early 
56, and perhaps will not take the 
steps needed now to correct the 
economy. At the same time the 
Germans feel the U. S. is so rich 
that it can lick its recession even 
avoiding any drastic remedy. 


‘i 
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Two factors are always upper- 
most in the thinking of German 
planners—inflation and wunem- 
ployment. These led to Hitler and 
World War II. 

Employment is at a high level. 
For the last several years the level 
of unemployment has_ skipped 
around between 2.5 to 5.7 per 
cent of the total labor force. 
The wide jiggles in the number 
of jobless come from the seasonal] 
changes in farming and construc- 
tion. Manufacturing employment 
has shown a steady rise. 

Then there has been a 
tendency of prices to show some 
softness. In consumer fields, some 
retailers have been running sales 
and cutting price tags from 15 
to 20 per cent. 

In autos, both demand and 
prices are firm. There is still a 


too, 


Bia 


Economic conditions in Germany and the United States was one of the 
major topics discussed by President Theodor Heuss of West Germany and 
President Eisenhower during the German official’s recent three-day visit 
to Washington. 


long waiting line for delivery of 
the Volkswagen—and two to 
three months wait on delivery of 
the much higher-priced Mercedes. 
German nationals have been buy- 
ing French autos, because they 
cannot get delivery of German 
cars. 

The big factors in holding the 
economy firm have been the 
capital goods industry and con- 
struction. Exports have dropped. 
but the Germans have shown be- 
fore that they can redirect their 
economy quickly. German indus- 
try is investing heavily in new 
plant and equipment, even though 
backlogs of industrial equipment 
orders were lagging the first part 
of this year. Buyers went in 
heavily for new buying during 
the German industries fair at 
Hanover, and built up the de- 
pleted stocks. 

An effort is now being made to 
install new and improved equip- 
ment. Germans see sharp competi- 
tion ahead and seek to bring 
down their unit costs. 


U.S.-German Cooperation 


One German view of the U.S 
recession is based on America as 
a market for German exports. 
U. S. buying of German product 
has not slowed down. This has 
led to the observation that “the 
jobless in U. S. have more pur- 
chasing power than a Russian 
worker who is working long 
hours.” 

A bugaboo for the German 
planners is this: a faltering U. S. 
economy could drag down the 
prosperity which they have built 
for themselves. The experience of 
the several depression and reces- 
sion cycles in U. S. that have re- 
flected on European business has 
not been forgotten. 

There is a glib quote 
“when the U. S. has a cold, 
Europe gets pneumonia.” Ger- 
many is bending every effort to 
disprove this. Her plans roughly 


that 


-call for a cooperative policy with 


the U. S. on foreign policy, but 
an independent approach in 
domestic affairs. 

Germans want to avoid a large 
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“SPANG galvanized steel pipe is tops 
for quality, economy 
and service’ 


says Mr. W. Edwin Cothran, Vice President, 
J. H. Cothran Co., Inc., Altavista, Virginia 


We turned to SpaAnG for our pipe require- 

because they could meet our dead- 

r top-grade pipe where others could 
reports Mr. Cothran. 

Che $400,000 plumbing, heating and 
conditioning contract for the Facquier 
spital, Warrenton, Va., was a big order, 
| any delay in delivery would have re- 

lted in large unproductive time costs. In 

idition, these ‘plus’ advantages with 
PANG Pipe: 

“By using SPANG Galvanized Steel Pipe 
instead of other kinds of pipe for the drain 
conductors, we saved about 25% fabricat- 
ing time. 

“For the vacuum lines, SPANG Galva- 
nized Pipe is ideal: it withstands more air 
pressure and is more economical than 
ther kinds of piping. 

“For the steam lines we chose SPANG 
Black Pipe, because it fulfills the architect’s 
requirements, has good corrosion resist- 
‘ance, and is low cost, too.” 


SPANG CAN GIVE YOU 
TOP QUALITY RESULTS, TOO! 


Next time you order pipe, make it steel 
pipe ... make it SPANG .. . by calling your 
local SPANG Distributor. He can meet all 
your requirements for quality-controlled 
SPANG Steel Pipe and give you top-quality 


ervice. 


General Contractor: : 
English Const. Co. Inc., Altavista, Va. o 
Mechanical Contractor: J. H. Cothran Co., Inc. 
Architect: Ballou & Justice, Richmond, Va. 
SPANG Distributor: 
Plumbing & Mill Supplies, Inc., Danville, Va. 


SPANG Steel Pipe is used throughout the Facquier Hospital for drain conductors, vacuum 
lines and steam lines. SPANG Pipe saved installation time, helped cut construction costs. 


SPANG-CHALFANT 


® 
DIVISION OF THE NATIONAL SUPPLY COMPANY SaANG 


General Sales Offices: 


Two Gateway Center, Pittsburgh, Pa. CW STEEL PIPE 
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Report From Europe 





military industry, as they feel it 
is too risky. They fear putting too 
much product into export and 
want to build up their domestic 
market. And they seek to avoid 
too much looseness in their own 
economy for fear it will lead to 
what they view as the No. 1 
economic threat—inflation. 


Price-Wage Squeeze 


The Germans have been caught 
in the price-wage squeeze, but 
not to the extent of U. S. They 
estimate that productivity has 
been increasing at the rate of 
3 to 4 percent a year, while wages 
have been going up 6 to 7 percent 
annually. 

There has been a recent change 
in the labor-management relations 
climate here. Management is 
tightening up—stiffening their 
position in wage negotations. New 
wage agreements still show in- 
creases, but the rate of increase 
is less. 

German wage scales are much 
lower than the U. S. Hourly wage 
rates for unskilled workers are 
roughly one fourth that of those 
in this country. The work week 
(46 hours) is longer and hiring 
specifications are much more 
rigid. What is considered skilled 
in the U. S. might well be classed 
as unskilled in Germany. And 
while there is a law that calls 
for equal pay to men and women 
for the same work, the practice 
is for women to receive lower 
pay. 

Another factor in bringing costs 
down is the degree of discipline 
in German plants. Management 
position is strong, and foremen 
and lead men have real authority. 
This makes for better finish and 
more rigid inspection. 

Germany does not expect a 
major increase in its sales to the 
U. S. She also looks at the Latin 
American market as a_ special 
U. S. province. 

Iron Curtain countries have not 
been easy to trade with. The 
Germans want to sell consumer 
goods but the Soviets want to 
buy heavy equipment and ma- 
chinery. 
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Germany’s biggest export to 
the U. S. is autos. Next comes 
electrical equipment and radios, 
and third is optical and fine 
mechanical equipment. Of course, 
Germany buys much more from 
us than she sells. Her biggest 
purchase in the U. S. is coal, 
followed by cotton, edible oils, 
wheat, copper and tobacco. 

In the equipment field, Ger- 
many buys some U. S. electronic 
office equipment—specialty items. 
German industry does not make 
these because the market for them 
is too limited and too much of 
an investment is required, In 
commenting on the quality and 
price of these purchases from the 
U. S., Germans say that the price 
is better and the quality higher 
than other sources. 

Germany has started trading 
directly with the Soviets, Red 
China, and their satellite coun- 
tries. Trade is not big, but 
Germans feel it is to their ad- 
vantage to trade direct. They 
claim that their goods were go- 
ing to the Reds anyway in a tri- 
angle trade through Dutch or 
British ports, thereby losing ton- 
nage for their own ports and 
freight for their bottoms. 


The Common Market 


Germans see the European 
common market as a major op- 
portunity to expand their trade. 
But the common market will not 
have a serious impact on imports 
from U. S., at least at the outset. 
Although Germany may buy less 
American fruit and vegetables 
and smaller amounts of processed 
foods, the dollar values involved 
are small. 

The effect on Central America’s 
banana exports and Latin coffee 
countries will be more drastic. 
Germany will buy more of these 
products from the African 
colonial sources of their French 
and Belgian common market 
partners. 

German officials see the Italians 
as their biggest competitors in 
the sale of textiles. They claim 
that Italy has been selling textile 
goods at low prices. 


New developments in 
the production, mar- 
keting and uses of tin 





The Fish and Wildlife Service of the 
U.S. Department of the Interior has 
reported that “packaging frozen fish in 
tin results in superior storage life.” Only 
tin prevents the deteriorating action of 
seeping oxygen on frozen fish in cold 
storage over a period of months. 








Considerable laboratory prog- 
ress has been made in the 
electroplating of tin as a 
bright coating through the 
addition of certain wood tars 
to the electrolyte. Some ob- 
servers feel there is a distinct 
possibility that this bright tin 
plating may take the place of 
metal polishing in many ap- 
plications throughout the 
metal industry. 











A new machine has been designed in 
England to help speed up mass produc- 
tion soldering. It consists of an elec- 
trically heated solder bath with motor- 
driven pump to provide a stationary 
wave of fresh solder, which is exposed 
to moving printed circuit boards. 


* * * 


An invention was recently patented 
which is expected to lengthen the life 
of heavily stressed bearings from a few 
weeks to several years. A mesh of 
tinned wire is embedded just below the 
surface of babbitted bearings before 
pouring . . . to prevent movement in 
the bearing surface leading to fatigue, 
cracking and spalling. 


Ask us to send you TIN 

NEWS, a monthly letter 

it will keep you posted on 

tin supply, prices, new 
| re a uses and applications 


The Malayan Tin Bureau 
Dept. 45G 1029 Connecticut Ave., Washington 6, D.C 
For More Information Write No. 170 
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And to these unmatched qualities, 


...from any point of view 
Bristol Brass adds something extra 


From the management viewpoint — Brass is priced right. . . special known as “Bristol Fashion,” 
priced for profit. which means uniformity of product 


and speed of service such as you 
From the design viewpoint — Brass gives greater freedom to have never seen before. Burden of 


creative imagination . . . invites new ideas. —— with us . . . call Ludlow 
2-3161. 

From the manufacturing viewpoint Brass is 80 much easier riahieeiiaiiaiia imtteaaiaaiaite 

to work . . . means higher production and quality, less waste. ACCURATE BRASS CORP. (Subsidiary of 


~ } The Bristol Brass Corp.), Bristol, Connecticut 
From the marketing viewpoint — Brass is a universal 


“‘buy-word” . . . assurance of solid value and lasting beauty. 


rH® BRISTOL BRASS CORPORATION «+ SINCE 1850, MAKERS OF BRASS STRIP, ROD AND WIRE IN BRISTOL, CONNECTICUT 
Bristol Brass has offices and warehouses in Boston, Buffalo, Chicago, Cleveland, Dayton, Detroit, Milwaukce, New York, Philadelphia, Pittsburgh, Rochester, Syracuse 
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Report From 
Europe 


“Fair Trade” pricing is per- 
mitted in Germany under the new 
anti-cartel law, but manufac- 
turers who want to fix the resale 
prices of their product must file 
their price-fixing agreements with 
the Federal Cartel Office. 

German government officials 
say that the number of such 
agreements filed has been far 
less than expected. 

The Germans now accept the 
concept that cartels just for the 
purpose of restricting production 
are bad, but the anti-cartel law 
does sanction a wide variety of 
cartel agreements, including: 

1. Agreements can be made in 
an industry establishing uniform 
terms of trade and payments, in- 
cluding discounts, but not cover- 
ing prices. 

2. If sales patterns change due 
to a lasting change in demand, a: 
industry could get approval of a 
plan to adjust its production. 

3. Where agreements within an 
industry can be justified as rais- 
ing productivity or efficiency from 
a technical, competitive, or 
organizational point of view, the 
government will approve. 

4. Where industry-wide agree- 
ments are made to restrict pro- 
duction for the purpose of 
regulating export competition, the 
government will approve. 


Restraint of Competition 


As a final catch-all, there is a 
general escape clause which can 
be applied only by the Federal 
Minister of Economics. This pro- 
vision permits the approval of 
agreements “if the general eco- 
nomic situation and the public 
interest necessitates a restraint 
of competition in exceptional 
circumstances.” 

What the German anti-carte! 
law does is to put the government 
in a position of control over en- 
terpris2:s which “have no sub- 
stantial competition.” It may re- 
quire such firms to stop buyine 
or selling abuses if these are 
considered a restriction on prices, 
terms of conditions, or delivery. 


—A. N. Wecksler 
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No. 1 choice of industry... 


the V-belt with concave‘sides 


It is easy to see why concave sides insure far 
longer belt life... and make Gates the industry’s first 
choice in V-belts. 


Just make this simple test: Bend a Gates 
V-Belt with concave sides (Fig. 1) as if it 
were going around a sheave. Feel how the 
sides fill out... become perfectly straight 
(Fig. 1-A). 

Note how this belt makes full contact 
with the sides of a sheave ... grips the sheave 
evenly, distributing wear uniformly across 
the sides of the belt. Uniform wear lengthens 
belt life — keeps costs down. 


With a straight-sided belt the sides bulge out on the bend 
and wear is concentrated on the bulge. Uneven wear shortens 
belt life — increases belt costs. 


Because Gates V-Belts with concave sides are so univer- 
sally preferred, they are also the most widely available. 
There are Gates distributor stocks in industrial centers 
throughout the world. 


The Gates Rubber Company, Denver, Colorado 


World’s Largest Maker of V-Belts TPA 213 


Gates V“: Drives 
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Walworth saddle-type wedge gate valves are manufactured in eleven different 
combinations of designs and materials, seven of which are illustrated above. 


Saddle type wedge gate valves are easy to take 
apart and are particularly suitable for lines 
requiring frequent cleaning. Walworth Saddle- 
Type Wedge Gate Valves are available in a vari- 
ety of designs including OS & Y; Inside Screw 
Rising Stem, and Sliding Stem Quick Opening 
types—in Bronze-Mounted, All-Iron, and Ni- 
Resist. All types are designed to permit repacking 
under pressure in either the open or closed position. 





FOR COMPLETE INFORMATION, See your local Walworth 
Distributor or write on business stationery for illustrated circular. 


OISTRIBUTORS IN PRINCIPAL CENTERS THROUGHOUT THE WORLD 


WALWORTH 


750 Third Avenue, New York 17, New York 





SUBSIDIARIES: QJ] ALLOY STEEL PRODUCTS CO. Cn#PRum CONOFLOW CORPORATION & GROVE VALVE & REGULATOR CO. 
SOUTHWEST FABRICATING & WELDING CO., INC. © M & H VALVE & FITTINGS CO. GB} wALworTH COMPANY OF CANADA, LTD. 
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Newest methods and equipment like this expedite order processing — increase accuracy. 


REVOLUTIONARY CONCEPT IN SHIPPING HELPS 
YOU SIX WAYS WHEN YOU BUY TIMKEN® BEARINGS 


To give you faster, better service, we've developed a radical new 


concept in warehousing, order processing and shipping. It’s built 
around an electronic computer installation and new $3,000,000 
Shipping Center at Bucyrus, Ohio. The new system helps you six 
ways: 1) Most of your bearing orders are acknowledged with a 
shipping date within 24 hours. 2) Cuts shipment and invoice prep- 
aration time. 3) Your entire order of bearings up to 14” O.D. 
comes from one shipping point. 4) Your orders with the same 
shipping date are consolidated saving you time and money. 
5) Helps assure delivery when promise d, by controlling our pro- 
duction to your needs. 6) Gives you an almost unlimited source of 
supply for tapered roller bearings, from our normal inventory of 
over 12 million bearing parts. It all adds up to one more reason 
why Timken bearings are your No. 1 bearing value. The Timken 


Roller Bearing Company, Canton 6, Ohio. Cable: “TIMROS( . 


When you buy Timken® 
bearings you get... 

. Quality you can take for 
granted 

. Service you can’t get any- 
where else 

. The best-known name in 
bearings 

. The pace setter in lower 
bearing costs 
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Stanscrew fasteners meet D 
for high strength, rigidity, “clean” design 


This outstanding machine was developed by the 


DoALL Company to industry’s largest, 
toughest cut-off jobs. Not a beefed-up model of 
existing machines, this “‘biggest band saw built’’ 
is a unique new design. As one example, the 
cutting head travels vertically, but cutting takes 
place on the lower edge of the top saw band. 

The new design of this unit, Model C24, 
therefore represents an entirely new concept of 
rigidity, applied power, and precision control. 

ese basic considerations dictated the selec- 
tion and application of every part . . . including, 
of course, the fasteners. 

Small wonder, then, that DoALL’s design en- 
gineers, after consultation with Stanscrew’s fas- 
tener specialist, selected Stanscrew socket cap 
screws for vital applications such as attaching 
hydraulic cylinders. These reliable fasteners pro- 
vide the high strength needed. Correctly ap- 


8 ladle 


plied, they give assurance against misalignment 
even after extensive use—a must in this pre- 
cision machine. And, by permitting flush, snag- 
free surfaces, the fasteners also contribute to 
the C24’s superior styling. 

Like DoALL, other leaders of American in- 
dustry are learning the advantages of calling in 
a Stanscrew specialist when a new product is 
on the drawing boards. His wide experience can 
often suggest ways to cut fastener or assembly 
costs ... for example, by substituting a standard 
fastener for a costly special. He can make sug- 
gestions from Stanscrew’s complete line of over 
4,000 types and sizes, always in stock and 
quickly available. 

So whatever your requirements in fasteners, call 
your Stanscrew distributor today. He will gladly 
arrange for a prompt visit from the Stanscrew 
fastener specialist. 


STANSCREW FASTENERS 


VouVV 


STANDARD SCREW COMPANY 


CHICAGO | THE CHICAGO SCREW COMPANY, BELLWOOD, ILLINOIS 
HAMS | HARTFORD MACHINE SCREW COMPANY, HARTFORD, CONNECTICUT 
WESTERN | THE WESTERN AUTOMATIC MACHINE SCREW COMPANY, ELYRIA, OHIO 


2701 Washington Boulevard, Bellwood, Illinois 
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ee Texas Company has developed 
an important guide to significant 
savings in a neglected field of cost-con- 
trol. It’s not a book about lubricants— 
or about lubrication either. After all, 
lubricants and lubrication are matters 
that you, as an executive, normally 
leave to others. Nevertheless, the sav- 
ings that can be made by good lubrica- 
tion practices can only be realized 
when management knows how to 
organize the lubrication responsibility, 
what kind of savings to expect, and 
how to determine them—facts that you 
can find in Texaco’s new guide. 


Why this knowledge is a 

“must” today 

Generally lower profit margins plus 
today’s trend toward decentralization 
have put increased emphasis on the 
profit-and-loss statement as a measure 
of management efficiency for each 
plant unit. This guide uncovers a whole 
new area for savings for cost-conscious 
management by showing how to make 
significant reductions in maintenance 
costs. 


or 


ganized 


pipricatior 


Reducing maintenance costs 
increases profits directly 

No other area of plant operation offers 
management such a major opportunity 
for savings. For example: A 10% 
reduction in maintenance costs through 
better lubrication methods will 
increase profits up to 4% in the aver- 
age plant—that’s more than equivalent 
to a 4% increase in sales! And Texaco’s 
new guide shows how it’s done. 


Why organized lubrication is now 
a major tool for effecting savings 
Steadily increasing mechanization has 
placed a greater premium on continu- 
ous high output—and a higher penalty 
on downtime. Texaco’s new guide 
points out how an organized lubrica- 
tion plan can bring you substantial 
savings the following ways: 


Here’s what an 

organized lubrication plan does: 

e Raises production by cutting out 
inefficient manhours. Texaco’s guide 
shows how one metalworking manu- 
facturer saved 315 manhours per 
month. 


y 


How just 10 minutes with this guide 
can open the door to major savings 


e Extends parts life by handing lubri- 
cation responsibility to a qualified 
engineer. One major corporation has 
already acted on recommendations 
contained in the guide; expects to 
effect substantial maintenance savings. 


e Cuts downtime by insuring that 
each machine is properly lubricated 
with the correct lubricant to assure 
optimum performance. Texaco guide 
demonstrates how one mill increased 
bearing life from 16 to 72 shifts. 


THIS TEXACO GUIDE TO MANAGEMENT 
PRACTICE MAY HELP YOUR CORPORA- 
TION ACHIEVE SIMILAR RESULTS 


Limited quantity available; 
please attach coupon to 
your company letterhead 
eeeesccccsese se 
THE TEXAS COMPANY 
Dept. P-50 

135 East 42nd Street 

New York 17, N. Y. 


Please send me Management Practices that 
Control Costs via Organized Lubrication. 


Nome__ Title 
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| FASTER, 
| SAFER 
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“AMERICAN — 


THE PAUL 
BUNYAN BOX 


ow another “first” from American Airlines that means 

better service—the Paul Bunyan Box! Conceived by 

\merican and manufactured for American by Grumman, AMERICAN 
the Paul Bunyan Box (84” x 46” x 62”) is all aluminum 

with wheels and full length hatch. It’s safer—offering far AIRLINE. 
rreater protection from damage, pilferage and weather. 

[t’s faster—speeding airport handling and aircraft loading. 

For information, call your nearest American Airlines Air- AIRFREIGHT 
freight office. 


sae Amenias —&eading CAaline 


TY 
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No matter what you make from cold rolled steel 
An ALAN WOOD Representative can help! 


Designed for the golfer who likes to goof. . . 
off. But before you produce the “‘Golf- 
Master”, you had better find out about 
cold rolled steel from your A.W. Represent- 
ative. He is the man to see in every case! 
Your A.W. Representative may order a 
metallurgical study of your problems and 
bring about savings that build new profits 


and greater potential. He can provide you 
with the latest information on cold rolled 
steel and its application, plus experienced 
advice on the gauge, size and type to order. 
Call him today. Your A.W. Representative 
is always available .. . never out of touch 
with your 
location. 


Iron Propucts A.W. Cur Nans 
“Swede” pig iron Standard & 


Sree. Propucts Hardened 


ALAN WOOD STEEL COMPANY i222 “207 (aw: 


) P concentrates 
steelmasters for more than a century and a quarter e CONSHOHOCKEN, PA. “4 


DISTRICT OFFICES AND REPRESENTATIVES: Philadelphia 
New York « Los Angeles - Atlanta - Boston + Buffalo - Cincinnati 
Cleveland + Detroit - Houston « Pittsburgh - Richmond « St. Paul 


San Francisco « Seattle 


Montreal and Toronto, Canada—A. C. Leslie & Co., Limited 
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Cold rolled strip 


Ro.iep Sree. 

FLoor PLaTe 
A.W. ALGRIP 
abrasi 


ie 
A.W. Super- 
DIAMOND pattern 


Coat CHEMICALS 
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there’s no substitute for genuine Honeywell charts and inks 


... available through your 


There are charts that look like Honeywell charts, but none is so finely 
“engineered.”’ You’ll see the difference in your instrument records. 


Honeywell strip and circular charts are made to resist expansion, shrinkage, 
humidity, dryness and heat. Close control of sizing gives clear record lines 
at minimum pen pressure—no danger of fuzzy records, pen drag, impression 
picks, or bleeding through to the reverse side. They’re engraved and printed 
with precision that can’t be approached by any imitation. 


Honeywell inks are made to dry quickly on the chart, but not evaporate 
rapidly from the pen reservoir. Choose from a variety of colors, including 
a deep black suitable for reproduction. 


Ask your Honeywell Supplies Man about these charts and inks for your 
instruments . . . and about the economical, convenient HSM plan for buy- 
ing supplies. Call him today . . . he’s as near as your phone. 


MINNEAPOLIS-HONEYWELL REGULATOR Co., Industrial Division, Wayne and 
Windrim Avenues, Philadelphia 44, Pa. 


Honeywell 
Tout we Covtiol. 





Ship vio p-Cc 





For Fast, Dependable Service, Coast-to-Coast. -- 


WA 


Mark your 
Purchase 
Orders 





Purchasing Executives... 


_.. from coast-to-coast are finding out they can eliminate their 


shipping worries by marking orders “*D-C’- 


D-C’s direct, coast-to-coast motor carrier service assures YOU 
these benefits: 


e D - Cis FASTER — One-carrier direct service from coast-to-coast. 
2-man sleeper cabs gO straight-thru with no transloading — cuts 20% 
off running time. 


° D ~ Cis SAFER—One-carrier responsibility from pickup to delivery 
assures safe arrival, speeds tracing. 


D- Cis MORE DEPENDABLE—One-carrier control means expe- 


rienced personnel, modern equipment and facilities all the way. 


Join the ever-growing list of satisfied Purchasing Executives who 

have found the answer to shipping problems — specify pD-Cc— 

the coast-to-coast choice for coast-to-coast service! 4 
> 


ONE 
STEP 
ACROSS 
THE 
TERMINAL CITIES NATION 











Albany, New York. - UN. 9-8416 Los Angeles, Col..-- AN, 1-0241 
Buffalo, New York RE. 3910 +Nashville, Tenn CH. 2-5284 
Chicago, Illinois. . - + + -b/ =" New York, New York. LO. 4-3320 
Cleveland, Ohio .9- (N. Bergen, N j.). .UN. 3-0900 
Colo. Springs, Colo. . -ME- «- +Owensboro, Kentucky MU. 3-5363 
Denver, Colorado... .DU. &- Phoenix, Arizona AL. 8-532! 
Detroit, Michigan .3- Pyeblo, Colorado. 

tEvansville, Indiana. --- .3- +St. Louis, Missourt. - - CH. 1-7830 
Kansas City, Mo . Seattle, Washington. . MA. 4-3850 
tLovisville, Ky - Syracuse New York. .GR 1-4103 


‘DC operotors of Eck Miller— Terminal Cities 





OFF-LINE SALES OFFICES: 


Atlanta **indianapolis **Rock Island, Ill 
Boston *milwoukee San Francisco 
** Cincinnati Philadelphia South Bend. Ind 
*Dayton *Portland, Ore. **Toledo 
**DeKalb, ill. Rochester, N.Y Washington, D Cc 
**Fr, Wayne 
*With Troiler Pool **Trgiler Pool Only 





DENVER CHICAGO 
steiasaeeaateasesiiienainimatiick aN Sees TRUCKING co., INC. 
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Been using that 
new gummed tape 


we ordered, Mac? 


Sure have! And 
you know, I 
think it’s about 
the best we ever 
used around 


here! 


Want me to order 


it for you again? 


Yeah, I do. Let’s 
see, I think it’s 
called “‘Safetex’’! 


The easiest way to make money is by saving money. 
You can do just that by ordering Safetex for your 
Shipping Department. Safetex cuts application costs, 
increases shipping room efficiency. 


SaFrETexX SUPERSTANDARD GuMMED Tare @ 


CENTRAL PAPER COMPANY + MENASHA, WISCONSIN 
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150-800 POUNDS SERVICE 
2000 POUNDS COLD, W.0O.G. 
SIZES 4%” THRU 2” 





13% Chrome stain- 
less steel. A special 
high melting point 

4 alloy yoke nut assures 
HAN DWHEEL prolonged wear resist- 


Knobs provide a sure grip for 5 “a 


easy opening and closing. 
& WEDGE 


a ic : 2 13% Chrome stain- 
ma 0 NG < : : less steel of approxi- 
mately 500 Brinell for 

longer wear 





Extra deep for longer 
life of packing. Stain 
less steel packing gland 
studs and nuts for cor- 
rosion resistance 


3 ASKET 
easiind 13% Chrome stainless 


Stainless steel, spiral steel, hard faced with 
wound, and asbestos HAYNES STELLITE or 
filled. Unexcelled for equivalent for stubborn 
high temperature and ; resistance to seat wear, 
high pressure services. 5 














Gi. PORGED STEEL BODY Seating surfaces are precision machined 
to close tolerances for drop tight opera- 

Forged materials are uniform in ° Risid i . f finished 
structure, fine grained, and free tion. Rigid inspection of finished parts 
from porosity. Hexagon ends for is followed, after assembly, by final 

easy installation pressure tests of body and seats. 


*Trade mark of Union Carbide Chemicals Co. Address Dept. 24A-FPM 


HENRY VOGT MACHINE COMPANY, Louisville, Ky. 


SALES OFFICES: New York, Chicago, Cleveland, Dallas, 
Comden, N. J., St. Lowis, Charleston, W. Va., Cincinnati. 


FORGED STEEL 


VALVES 
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SELECT FROM 9 TYPES AND THOUSANDS OF SIZES... 
SCHRADER AIR CYLINDERS 
GIVE YOU THE WIDEST SELECTION 


























PLUS HUNDREDS OF VALVES, ACCESSORIES 
AND EVERYTHING YOU NEED FOR AIR CONTROL 


Use the full Schrader line to do your air control selecting. Your Schrader 
| distributor can help you pinpoint what you need. For 84-page catalog write: 


A. SCHRADER’S SON * Division of Scovill Manufacturing Company, Incorporated 
473 Vanderbilt Avenue, Brooklyn 38, N. Y. 


__ Cane Rees | QUALITY AIR PRODUCTS 
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Aircraft parts of Synthane lami- 
nated plastics combine light 
weight, strength and electrical 
insulating properties. 











For More Information Write No. 184 on Inquiry Card—Page 32 


Juty 7, 1958 


Almost anyone who flies spells 
“Reliability” with a capital “‘R’’. 
Which is one reason why the aviation 
industry is a good customer for 
Synthane laminated plastics. There 
are other reasons. 

Synthane is a material with many 
useful properties in combination. 
It’s light in weight (half the weight 
of aluminum). It’s an insulator with 
high dielectric strength, low dielec- 
tric losses, excellent insulation re- 
sistance. It’s easily machined and 
resistant to chemicals. You’ll go far 
to find one material with all these 
desirable characteristics. 

But Synthane is more than a 
material. It is an investment in re- 
liability. Quality control from the 
raw materials to the finished product 
assures you of uniformity and rigid 
compliance with your most exacting 
requirements. 


best friend is Reliability 


Synthane is people. People who 
have grown up with our company 
and take pride in turning out a first- 
class job. People to whom promises 
of delivery mean something. People 
who are specialists in working with 
laminated plastics. In short, people 
you can count on. What does all this 
cost you? Little or no more than you 
are now paying for other plastic 
laminates. 

If you are interested in a reliable 
source of laminated plastics, you 
might remember that after “‘R”’ for 
Reliability comes “‘S’’ for Synthane 

.. and Service. 


[SYNTHANE| 
S| 


SYNTHANE CORPORATION, 7 RIVER ROAD, OAKS, PA, 








For More Information Write No. 185 on Inquiry Card—Page 32— 


41 





Lubrication in Action... 


How Mobil Saved 





° 

” 
This dramatic operation shows parts of TV tube 
being joined on Electric Sealing Lathe. Edges of 
tube parts are softened by gas flame, then 
sealed by high-frequency electric current when 


glass becomes hot enough to conduct electricity. 


Complete Engineering Program = 
Proved Petroleum Products O § 


* MOBIL OIL CO., INC., and Affiliates: MAGNOLIA PETROLEUM CO., GENERAL PETROLEUM CORP., MOBIL OVERSEAS OIL CO., INC. 








Since making the bulb for Edison’s lamp, Corn- 
ing Glass Works has continually pioneered in the 
development of new types of glass. At the same 
time Corning has developed intricate machines 
and manufacturing methods that enable it to pro- 
duce the most precise glass items at production 
line pace. 

Mobil has worked with this company for many 
years. It has met the challenge of demanding and 
often unique lubrication requirements with prod- 
ucts and service so effective that they have resulted 
in constant and significant savings. Corning’s rec- 


a 


Lubrication study increases maintenance efficiency— 
Mobil engineers working with maintenance supervi- 
sors made complete study of machine lubrication re- 
quirements and application even blueprinted oiler 
routes down to last detail saved maximum time 
and money for Corning. 





$2,785 saved on lift-truck maintenance—Prior to 
Mobil recommendation, Corning’s gasoline-powered 


lift-trucks were overhauled every 4 months. Use of 


Corning Glass #14880 


ords show that, in 1957 alone, savings made 
through Mobil Correct Lubrication amount to 
over $14,000. 

Some of these savings are briefly documented 
below. All of them are the result of Mobil working 
hand-in-hand with Corning personnel . . . training 
them in maintenance methods . . . studying pro- 
duction problems, making lubrication studies . . . 
using Mobil research and laboratory facilities to 
cut costs, keep pace with Corning’s needs. Why not 
find out how Mobil Correct Lubrication can reduce 
maintenance costs, increase profits in your plant? 


Outdoor bearing replacement eliminated—Air circu- 
lating system power units located on plant roof are 
subjected to abnormal corrosion and temperature 
extremes. Mobil maintenance recommendation cut 
servicing time by 300 hours . . . eliminated bearing 
replacements . . . saved $920 a year 


Shear spray lubricant saves $11,175—I1n automatic 
glass-forming machines, steel shears that cut molten 
glass were pitting, rusting, leaving excessive “shear” 


Mobiloil Special \engthened overhaul period to 12 
months, cut oil consumption in half, reduced main- 
tenance time by 144 hours a year 


marks on molded material. Mobil introduced prod- 
uct, about 1/10 cost of previous lubricant, to cut re- 
ject rate, reduce maintenance and parts replacement 


Correct Lubrication 


Another reason Youre Miles Ahead with Mobil! 





iaformation For Your Catalog Files 





ELEVA OR (TRANSPORTABLE) 


lemountable personnel and materials elevator 

industrial and maintenance uses is described 

an §8-page illustrated brochure, No. 852C. 
levator can be moved from job to job in a few 
urs. 


Hawkeye Products Corp. 
Write No. 1 on Inquiry Card—Page 32 


HEATING UNITS 


A 12-page catalog describes with photos and line 
drawings a complete line of precision cartridge 
and ceramic heating units. A range of sizes from 
14” diameter up meets most customer needs. 
Howatt, Inc. 


Write No. 2 on Inquiry Card—Page 32 


HIGH PRESSURE HOSES, TUBES 
Where pressure is the primary consideration, the 
32-page Technical Bulletin, No. 200, will facilitate 
selecting the right hose and tube assemblies for 

specific hydraulic equipment. 
Eastman Mfg. Co. 


Write No. 3 on Inquiry Card—Page 32 


INSULATION 


Catalog 12C in two colors gives 8 pages of de- 
tailed information about various types of insula- 
tion for both outdoor and indoor thermal protec- 
tion. Tables supply thicknesses for pipe covers. 


Ehret Magnesia Mfg. Co. 
Write No. 4 on Inquiry Card—Page 32 


LICENSING ABROAD 


In question-and-answer form, a booklet presents 
the advantages and disadvantages of foreign 
licensing. The importance of selecting the proper 
partner is emphasized. Royalty problems are 
covered. 

Pegasus International Corp. 


Write No. 5 on Inquiry Card—Page 32 


POLYETHYLENE 


How polyethylene resins can be used to make a 
wide variety of products is explained in a multi- 
colored, 36-page booklet. Numerous illustrations 
in full color show resins’ versatility. 

Eastman Chemical Products, Inc. 


Write No. 6 on Inquiry Card—Page 32 


POWER EQUIPMENT 


A 36-page, 2-color publication covers products 
for generation, transmission and distribution of 
electric power. Chapters cover research, nuclear 
power and power distribution, etc. 


Allis-Chalmers Mfg. Co. 
Write No. 7 on Inquiry Card—Page 32 


PULLEYS 


Standard cast iron pulleys and accessories form 
the text of the 16-page bulletin, No. J-15. Spe- 
cifications and prices are supplied for single and 
double arm pulleys as well as for lagging. 


Hewitt Robins, Inc. 
Write No. 8 on Inquiry Card—Page 32 


RETAINING RINGS 


Engineering specifications are supplied on an 
-expanded line of industrial retaining rings in a 
16-page, 2-color catalog. It shows where and 
how they save time, labor and costs. 


Industrial Retaining Ring Co. 
Write No. 9 on Inquiry Card—Page 32 


SAFETY TALKS 


Two publications deal with industrial safety. 
One booklet covers accident prevention rules in 
40 pages. The other, Book 8, has 52 talks for 
foremen on major occupational accidents. 


National Safety Council 
Write No. 10 on Inquiry Card—Page 32 


SHELVING 


Catalog No. 30 has been compiled to assist proper 
selection of shelving items for all storage re- 
quirements. Detailed suggestions are given on 
shelving for storing materials, loose parts, etc. 


DeLuxe Metal Furniture Co. 
Write No. 11 on Inquiry Card—Page 32 


TRUCKS (INDUSTRIAL) 


Side-loading units, with capacities from 4000 Ib 
to 30,000 lb, are featured in an 8-page bulletin, No. 
1360B. The trucks stack, carry and deliver loads, 

duplicating as fork, platform and road units. 
Baker Industrial Trucks 

Write No. 12 on Inquiry Card—Page 32 
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The hustle, the feel of the future and the booming spirit of 
expansion . . . this is the spirit of Youngstown. The birdseye 
, view shows our Indiana Harbor facilities where we are putting 
Youngstown’s Expansion this spirit to work in the Chicago area. In addition to our No. 2 
Blooming Mill (2), No. 2 Open Hearth Shop (3), Merchant 
Program provides more Mill (4), No. 1 Open Hearth Shop (5), Billet and Skelp Mill (6), 
Continuous Weld Pipe Mills (7), Blast Furnaces (8), Coke 
Plant (10), Strip and No. 1 Tin Mills (11), the Cold Reduced 
quality steel for Sheet Mill (12) . .. our new No. 3 Seamless Tube Mill (1), our 
new (9) Sintering Plant (construetion began in March 1958) 
and our new No. 2 Tin Mill (13) are shown. These last three 
Mid-America expansions are pointed directly at the growing markets of the 
Mid-Continent. Like the pioneers who made America the great 
nation it is, Youngstown moves toward new horizons .. . new 
ways to supply your steel needs through quality products and 

friendly, efficient service! 





“ eas 


10 


Huge new Continuous Annealing Line in our 
No. 2 Tin Plate Mill, Indiana Harbor Plant. 


The world’s largest Rotary Billet-Heating 
Furnace in our No. 3 Seamless Tube 
Mill, Indiana Harbor Plant. 





YOUNGSTOWN 


SHEET AND TUBE COMPANY 


Manufacturers of Carbon, Alloy and Yoloy Steel, Youngstown, Ohio 


PLANTS AT YOUNGSTOWN, OHIO AND INDIANA HARBOR, INDIANA 


} —- GOOD 
AlOUSEKEEPING 





good housekeeping 








begins with 
NOTICE a 
DUMP NO | ~tOnehouse Signs! 


RUBBISH Nothing fosters accidents, and 
-HERE - inefficiency, like dirt and disorder. 








Inevitably, production losses, mistakes, 
accidents occur where industrial 
housekeeping is poor. 

Plants throughout the country enlist 
employee aid in this important 
undertaking by the use of INDUSTRIAL 
GOOD HOUSEKEEPING SIGNS 
from STONEHOUSE. Constantly 
reminding, these signs work efficiently, 
endlessly, at lowest possible cost. Each sign 
is made of enduring, tested materials, 

PLEASE and manufactured in accordance 
H 3 a P with American Standard specifications, 


KEEP THIS * Write today for our free, full-color, 
PLACE 64 page catalog of thousands of ready-to-ship 


CLE AN safety signs, plus information about 
custom-printed signs to meet your special needs. 


“Signs since 
1863” 


SIGNS 


STONEHOUSE SIGNS, INC., Stonehouse Building, 9th and Larimer, Deaver 4, Colorado 
For More Information Write No. 187 on Inquiry Card—Page 32 
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TRANSDUCTORS 


The electronic industry’s first 
standard line of transductors 
are covered in an illustrated 
16-page catalog. Transductors 
measure large amounts of di- 
rect current, though isolated 
from carrying conductor. 


Control (Div., Magnetics, Inc.) 
Write No. 13 on Inquiry Card—Page 32 


TUBING (FLEXIBLE) 


All types of flexible tubing 
and hose, together with suit- 
able couplings, are described 
and illustrated in a 36-page 
catalog. Various tests for as- 
suring tubing peak perform- 
ance are detailed. 


Pennsylvania Flexible Metal Tubing Co. 
Write No. 14 on Inquiry Card—Page 32 


TUBING (STAINLESS) 


Full information relative to 
the fabrication and properties 
of stainless steel tubing is 
contained in a 60-page catalog. 
Copious illustrations high- 
light text. Chart gives selec- 
tion hints. 


Superior Tube Co. 
Write No. 15 on Inquiry Card—Page 32 


WELDING (BUTT) 


A 16-page, 3-color bulletin, 
No. 7-913, describes the flash- 
butt welding process. It illu- 
strates types of clamping, 
flash and upset mechanisms. 
Forty specific uses are shown. 


The Taylor-Winfield Corp. 
Write No. 16 on Inquiry Card—Page 32 


X-RAY ANALYSIS 


A 12-page booklet deals with 
x-ray analysis theory and in- 
strumentation. Text covers 
operation. Diagrams illustrate 
differences between film dif- 
fraction, diffractometry and 
spectography. 

Philips Electronics, Inc. 


Write No. 17 on Inquiry Card—Page 3° 
For More Information Write No. 188 
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Heavy drilling ight drilling... jdrilling in / 


tight corners! 


cai) 


There’s a Black & Decker Drill 
powered for every job! 


Litt_e SHorty’s the drill you 
want for those hard-to-get-to, 
around-corner jobs. Gets in 
tight spots! Excellent for small 
unit assembly. 


TREMENDOUS ToRQUE for the 
tough jobs. %" H.D. Holgun® 
is geared and powered to take 
on the hard ones. Compact to 
work in close quarters. 


EE 


oe 


| om oe 
, & TI 4 : 


en 


dime 


Dritts Upstipe Down! B&D 
Magnetic Drill Press sticks to 
the wall like a fly; operates 
manually or with exclusive 
remote control 


Most PowerFut drill of its 
size available, the %" Stand- 
ard! A rugged tool with plenty 
of zip in reserve. Fully reversi- 
ble; positive drive chuck 


71% of purchasing agents say 
make mine Black & Decker! 


A recent industrial publishing company survey reveals 
that when purchasing agents need electric tools most 
think first of Black & Decker! One reason why: 33 
different drills each designed to give you the power 
you need plus easy handling and long, troublefree life! 


If you have a drill problem—a smal! hole in trim 
to a large hole up among the structural steel——be 
sure to see Black & Decker. Better still, mail the coupon 
for a free demonstration of our drill line. THe BLack & 
DeEcKER Mrc. Co., Dept. 1707, Towson 4, Maryland. 
(In Canada: Brockville, Ontario). 


THE BLACK & DECKER MFG. CO., Dept. 1707, Towsen 4, Md. 


© Please arrange for a demonstration of the following 
drill(s) -- 
> Please send me additional information 


Name...... 
Company.... 


Address 





—————-B MA COUPON FOR FREE DEMONSTRATION -———— 





“THIS LUBRICANT 
CUT OUR ° 
LUBRICATION 

COCTC IN HALF’ 


soys-PHILADELPHIA QUILTING OO 











“Trouble from conventional 

greases floating off hot shafts of 
our quilting machines caused us to try 
a LUBRIPLATE Lubricant. It proved so 
satisfactory that we are now using it as 
an ‘all-purpose’ grease throughout our 
plant. We feel that LUBRIPLATE is sav- 
ing us 50% in lubrication costs.” 


W. Szezepanski, 
Chief Maintenance Engineer 


REGARDLESS OF THE SIZE AND 
TYPE OF YOUR MACHINERY, 
LUBRIPLATE GREASE AND 
FLUID TYPE LUBRICANTS WILL 
IMPROVE ITS OPERATION AND 
REDUCE MAINTENANCE COSTS. 


LUBRIPLATE is available 
in grease and fluid densi- 
ties for every purpose... 
LUBRIPLATE H.D.S. 
Moror OIL meets today’s 
exacting requirements for 
gasoline and diesel 
engines. 














For nearest LUBRIPLATE distributor see 
Classified Telephone Directory. Send for 
free ““LUBRIPLATE DATA BOOK” ...a 
valuable treatise on lubrication. Write 
LUBRIPLATE DIVISION, Fiske 
Brothers Refining Co., Newark 5, N. J. 
or Toledo 5, Ohio. 


FISKE BR G ce 


OTHERS REFININ 


For More Information Write No. 189 
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Letters To 


The Editor 





P.A.’s AND NEUROSES 


I read with much interest in 
your May 26 issue of PurRcHASING 
what was wrong with me. I en- 
joyed the article on neurotics al- 
most as much as I did the cartoon 
on page 59. 

It is my sneaking suspicion that 
you will be hit with a consider- 
able demand for prints of this 
gem, and, if so, I would like to 
have my name on the list for a 
strike off from the original. Per- 
sonally, I feel that it should be 
on every purchasing agent’s wall. 

R. K. Spofford 

John A. Roebling’s Sons Corp. 

Trenton, New Jersey 
e We have “struck off’ a small 
number of reprints of this cartoon 
and will be pleased to send them 
to readers as long as the supply 
lasts. 


LEGAL OPINION 


We would like to have your 
opinion on the following: Is it 
possible to enter into a legal 
agreement with certain of our 
vendors to restrict them from sell- 
ing to others; products which we 
have engineered and and devel- 
oped. 

a) During the period when 
they are our vendor. 

b) After they have ceased to 
be our vendor. 


The products we refer to may. 


or may not be patentable. In the 
majority of the cases we have in 
mind we own the tooling. 

However, the cost of duplicate 
tooling to the vendor may be 
very minor compared to our cost 
of engineering, developing and 
know how in getting the product 
in productior at. the vendor’s 
plant. 

Would it be possible to have a 
special paragraph under the 
Terms and Conditions in our pur- 
chase order? 

K. H. Kellner 
Purchasing Agent 
The Delman Company 
Cookeville, Tennessee 
e As with all questions of this 


type, our legal editor was asked 
to reply. He said, “There have 
been volumes written on the sub- 
ject in addition to the Robinson 
Patman Act, The Sherman Act, 
Clayton Act and state statutes. 
The answer distilled from all the 
literature is ‘No.’ You may tell 
the vendors that unless the re- 
striction is made, you will not 
deal with them, but you are for- 
bidden to make any agreement 
to that end.” 


PURCHASING MANUAL 


The March 31 issue of Pur- 
CHASING Magazine carried the 
article, “What Goes Into a Pur- 
chasing Menual” by W. Evert 
Welch. Reading this article for 
ideas and assistance in reviewing 
our company’s Purchasing Policy 
Manual, I wish to ask your as- 
sistance in our efforts to com- 
prise a secretary’s manual to aid 
new typist-clerks in a typing pool 
to learn procedures for typing 
purchase orders, debit memos, 
reschedules and the like. 

It would be sincerely appreci- 
ated if you could furnish us with 
or direct our attention to a source 
of material which would help en- 
lighten our thinking and asist 
our efforts. 

Philip E. Crowe 

Administrative Assistant 

Cummins Engine Company, Inc. 

Columbus, Indiana 


e The February 17 issue included 
an article entitled “How to Write 
a Purchasing Job Description and 
Why It Pays.” Part of this arti- 
cle was devoted to a questionnaire 
for clerical jobs in a purchasing 
department. 


UNIQUE EXPERIENCE 


The writer wishes to express 
his gratitude for the pleasure of 
having your very informative 
magazine. 

During the past few months 
various articles have been pub- 
lished in PurcHasinc Magazine 
concerning savings made possible 


PuRCHASING 





J oT Uh tall «me Teodalasletial ied 4-2 
I'm reading about A. 0. Smith’s SW-47 





Mac: Sounds like we better pass the word on 
and get a trial order in? 
Smitty: You bet! And the white shirt boys will 
be happier to try it when they know A, O. 
Smith lowered the price too! 
Mac: Come to think of it, we better get up and 
see ’em right now ’cause that man from A. O. 
. ern ap P i sac Smith comes ’round just about as often as 
Mac: What’s so special about the new SW-47? I —— 
: ; 4 ete the Sputnik! 
always thought it was pretty good as it was. 
Smitty: Well, it says they did some changing on the 
chemistry to make it even easier to use in down- 
hand and out-of-position work. 
Mac: Is that all? 


Smitty: Nope, listen to this... compared to other 
rods of the seme type, the SW-47 digs deeper and 
with a better crater. On vertical up welds the slag 
washes out of the corner better and arc direction 
is maintained with much less crater flaking. 


WELDING PRODUCTS omy 


Milwaukee 1, Wisconsin 
A. 0. Smith International S. A., Milwaukee 1, Wisconsin, U.S. A. 
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Job for a Thorough Buyer... 


When you're buying packings, you want unbiased recommendations. 


You and your engineers want the packings that will work best in 
your hydraulic or pneumatic equipment. Here’s how you can be sure 
of getting what you want. 


Step 1—Cail in a supplier that supplies all types of hydraulic and pneumatic 
packings. That way you can demand an unbiased recommendation, 
and get it. A company that makes more than one kind of packing 
doesn’t have any “axe to grind” for one certain kind of product. 
Step 2—Get your engineers in on it with you. When a supplier’s engineer 
talks to your engineers, the supplier gets a better understanding of 
what you want than is possible any other way. 

That’s why thorough buyers like to call in Houghton for packings. 
It pays off, both ways. The recommendation you get is unbiased, 
because Houghton makes a full selection of the hydraulic and 
pneumatic packings industry uses today. And engineers like to talk 
to Houghton, because packing engineering is a Houghton specialty. 
When packings are your problem, get in touch with the Houghton 
Man in your area. Or write E. F. Houghton & Co., 303 West Lehigh 
Ave., Philadelphia 33, Pa. 





~ Packings for The Full Range of Hydraulic and Pneumatic Applications 


VIM Leather Packings—use with oil, air, water or gas; cups, “U's” Flanges, 
“V" Types; flat washers, discs and gaskets. 

VIX-SYN Synthetic Rubber Packings—Cups, “V's”, and Flange styles available 
either in homogeneous or fabricated types, homogeneous synthetic rubber “0” 
rings and specially molded parts. 

VIM 1243-3 Rubber impregnated Leather—Exclusive advantage of long life, and 
low friction of leather combined with the resilience and sealing power of rubber. 
Houg.uton Hydraulic Fluids 

HYDRO-DRIVE hydraulic oils, HOUGHTO-SAFE fire-resistant fluids, HYDRO- 
LUBRIC additives for water systems. 








CKINGS AND FLUIDS 
«+. products of 

° Ready fo give you 

on-the-job service ... 
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Letters 


by inventory control and material 
control systems. These articles 
have been very successful in con- 
vincing management that material 
control is a must in any success- 
ful organization. 

It is interesting to note that 
after the management of a com- 
pany has organized an inventory 
or material control department it 
usually shows a greater savings 
than was anticipated. When this 
occurs management seems to im- 
mediately take the attitude that 
this new department has served 
its purpose. During the readjust- 
ment period it is interesting to 
note that one of the first depart- 
ments to be eliminated is the in- 
ventory or material control de- 
partment. 

The problem now seems to be 
how to convince management to 
realize material control is a per- 
manent and necessary part of any 
organization. Authoritative arti- 
cles which appear in your publi- 
cation seem to be more convincing 
than any action taken within a 
company that has this skeptical 
attitude. 

My basis for this opinion has 
been based on my experience with 
two different companies in the 
midwest. The first company 
thought they wanted a material 
control department. After ten 
months operation at a cost of 
labor for two employees plus a 
nominal amount for record cards 
they showed a saving of $370,000. 
After this occurred, management 
thought other departments could 
duplicate the job thereby elimi- 
nating the new department. 

The writer would like to know 
if this is the general reaction or 
is this the exception. 

Name Withheld 
e The experience described here 
of a successful material control 
department being setup and then 
discarded after it produced sub- 
stantial results is indeed unique. 
The editors of PurcHasinc Mag- 
azine know of no other such case. 
However, we would be extremely 
interested to know if other read- 
ers have had similar experiences. 
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Electropolishing racks covered with HYPALON are in good condition after six months. If product changes make racks obsolete, new adapters can be mounted on existing splines. 


IN ELECTROLYTIC POLISHING 


HYPALON Outlasts Other Materials 8 to 1 


HyYPALON’s resistance to strong oxidiz- 
ing chemicals can save you time and 
Every year the 
metal finishing industry spends millions 
of dollars maintaining plating and elec- 
tropolishing racks. The the 
protective coating on ordinary insu- 


maintenance dollars. 


reason 


lated racks often deteriorates in a 
short time. 

In Cleveland, the Guarantee Spe- 
cialty Manufacturing has 


been using a new type of electropolish- 


Company 


ELASTOMERS IN ACTION 


REG. u 5. pat. OFF 


Better Things for Better Living 
... through Chemistry 
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! 
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ing rack protected with a vulcanized 
Du Pont HyPaALon. Despite 
six months of exposure to phosphoric 
acid, no failure has been discovered. 
Three weeks was a good life for the 
ordinary coating on the old racks, yet 
examinations indicate that 
HYPALON will continue to give favor- 
able performance. 


cover of 


recent 


Similar racks are in electroplating 
service at automobile plants. Reduced 
downtime is saving money, but there 


HY PALON” 


1 am particularly interested in 


Send me a free copy of The Du Pont Elastomers 


are other advantages for electroplaters. 
The tight bond between the rack and 
the vulcanized HYPALON cover elimi- 
nates pockets, and the smooth surface 
permits rapid run-off, reducing drag- 
out losses and the risk of contaminating 
solutions. 


HYPALON offers more than resistance 
to chemicals. It’s ozone-proof, and it 
performs well in temperatures up to 
350° F. For more information on its 


properties and uses, mail coupon below. 


a review of the properties of neoprene and HYPALON). 


Add my name to the free mailing list of the 
Elastomers Notebook (contains articles based 
on uses of Du Pont elastomers in industry). 

E. |. du Pont de Nemours & Co. (Inc.) 

Elastomer Chemicals Dept. PC-7 

Wilmington 98, Delaware 


Name 
Firm 
Address 


City 
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Improved Metal-To-Glass 
Al oy Holds Seals Tight 
Against Hydrogen 

250 Pounds Pressure 


Developrnent of Clare’ Mercury-Wetted Contact Relays 
aided by special gas-free Driver-Harris +152 Alloy 


For all kinds of high-speed switching machines and devices 
which demand accuracy and dependability of the highest 
order, this new Clare Type HG Relay offers a combination 
of high speed, high current-and-voltage capacity with re- 
markably uniform long-life performance. It has a con- 
servative life expectancy of more than a billion operations 
when operated within its ratings and can be driven at speeds 
up to /00 operations per second. 

In this cutaway view (234 x) a magnetic switch, her- 
metically sealed in a high-pressure hydrogen filled glass 
capsule, and a coil, are enclosed in a steel vacuum tube 
type envelope. The switch forms the core of the coil which 
provides the magnetomotive force for operating it. 

The glass enclosed switch is very compact and small 
(5/16” diameter x 2” long) yet its handling capacities of 
5 amperes and 500 volts maximum are truly remarkable. 

These features of its construction make this possible. In 
the switch segment, the platinum contact surfaces are 
wetted and protected from electrical and mechanical 
erosion with mercury by means of a capillary connection 
to a mercury reservoir below the contacts. In addition, the 
high hydrogen pressure enables the contact gap to with- 
stand a high voltage gradient without breakdown. 

Keeping the gas from leaking posed a production prob- 
lem. The specifications for the lead wires at the top of the 
switch and the tubular vacuum stem at the bottom were 
stiff. 1. Gas-tight seal against hydrogen at 250 PSI. This 
was difficult. 2. Perfect match to thermal expansion char- 
acteristics of the glass. 3. Good ferromagnetic properties. 
4. Exceptional surface bonding properties since the per- 
missible maximum 5 ampere 500 volt limits are dictated 
rather by factors relating to heating of the metal-to-glass 
seal than the current handling capacities of the contacts. 

Driver-Harris was called upon to produce such an alloy 
and succeeded in developing a special gas-free nickel-iron 
alloy No. 152 which meets all these requirements to the 
complete satisfaction of Clare Engineers. 

Do your engineering and product development plans 
hinge upon a special alloy — why not discuss it with Driver- 
Harris. We have, since 1899, produced 132 special purpose 
alloys in just this fashion — in answer to a particular prob- 
lem and extraordinary specifications. We have a special 
bulletin on Sealing Alloys if you care to have one. Your 
inquiry is awaited. iC. P. Clare & Co., Chicago, Ill. 

*T.M. Reg. U.S. Pat. Off. 


DRIVER-HARRIS COMPANY , 


HARRISON, NEW JERSEY ~ BRANCHES: Chicago, Detroit, Cleveland, Louisville 
tributor: ANGUS-CAMPBELL, INC., Los Angeles, San Francisco * In Canada: The B. GREENING WIRE COMPANY, Ltd., Hamilton, Ontario 


Driver-Harris Alloys at work in Product Advancement 


“Ane neo.» 
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Purchasing People in The News 





Nicholas J. Stock has been ap- 
pointed assistant manager of pur- 
chases for the Cadillac Motor 
Division, Detroit. He replaces 
Herbert F. Siewert who has re- 
tired. Mr. Stock joined the organ- 


Nicholas J. Stock 


ization in 1930 in the parts 
department after spending four 
years with another General Mo- 
tors division. In 1942 he was 
transferred to the purchasing de- 
partment where he has held vari- 
ous positions in purehasing until 
his promotion to senior buyer in 
1953. He was named assistant to 
the manager of purchases in 1957, 
a position he has held until his 
most recent promotion. 


Arthur W. Thompkins has been 
named general purchasing agent 
of Western Maryland Railway 
Company, Baltimore, Maryland. 
He replaces Frank W. Pettit who 
has retired after 37 years of serv- 
ice with the company. 


Spencer Chemical Company, 
Kansas City, has announced the 
promotion of John M. Evans to 
assistant director of purchasing of 
the central purchasing depart- 
ment. Matthew E. Dubber has 
been advanced to the position of 
purchasing agent to succeed Mr. 
Evans. Associated with the com- 
pany since 1942, Mr. Evans started 
his career as assistant purchasing 
agent at the Jayhawk Works in 
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Pittsburg, Kansas. Mr. Dubber 
has been with the firm since 1950, 
when he joined the Henderson, 
Kentucky Works as assistant pur- 
chasing agent. 


George J. Brown has been pro- 
moted to purchasing agent of 


McKesson & Robbins Labora- 


George J. Brown 


tories, Bridgeport, Connecticut. 
He started his career with the 
drug firm in 1927 after attending 
the New Haven.School of Phar- 


macy. 


Continental Can Company, New 
York, has announced a reorgani- 
zation of its purchasing depart- 
ment. Harold R. Coleman has 
been appointed manager of plant 
purchasing service. In his new 
position, Mr. Coleman will assume 
responsibility for purchasing pro- 
cedure and efficiency, personnel 
development, training for pur- 
chasing activities and liaison, 
functional supervision and audit- 
ing of plant purchasing activities. 
His headquarters will be in New 
York City. The department has 
discontinued the position of re- 
gional purchasing agent for_ the 
central and eastern regions. R.’H. 
Ireland has been named assistant 
to the general manager of pur- 
chasing in charge of special proj- 
ects. Other new appointments in- 
clude: J. J. Schneewind, manager 
of purchases, metals; W. L. 
Dykema, manager of purchases, 
capital; J. J. Sherlock, manager of 
purchases, production materials; 
and A. C. Escobar, manager of 
purchases, Pacific region. H. 
Breunich, Jr., continues as assist- 
general manager of purchases, 
with responsibility for fuel and 
pulp purchases and trade rela- 
tions. 





Edwin J. Thum (right) accepts meritorious service award of the Day- 
ton, Ohio Association from Phil Hull, president of the association. 





Suppliers in The News 





Adams has been pro- 

) manager of V-belt sales 
Goolyear Tire & Rubber 
Comp.ay, Akron, Ohio. Mr. 


L. W. Adams 


Adams replaces J. F. Taylor who 
has retired. Southern region sales 
manager for the industrial prod- 
icts division since 1953, Mr. 
Adams will operate from the 
firm’s belting plant at Lincoln, 
Nebraska. Sales territories for the 
company’s industrial products in 
he southern region are being 
ombined with other regions. 


Wolverine Tube, Division of 
Calumet & Hecla, Inc., Allen 
‘Park, Michigan, has appointed 
Neal Hartwell sales representa- 
tive in the Wisconsin area. Mr. 
Hartwell will concentrate on the 
sales and promotion of copper 
water tube, refrigeration service 
tube and automotive tube to 
wholesalers through the entire 


state. 


Weller-Rahe Company, Worth- 
ngton, Ohio, has been appointed 
sales representative for Tel-In- 
strument Electronics Corporation, 
Carlstadt, New Jersey. The new 
sales representative will handle 
electro-mechanical line of prod- 
icts. Territory covered by the 
company consists of the states of 
Ohio and West Virginia as well 
as the western part of Pennsyl- 
vania and part of Kentucky. 


Two new sales representatives 
have been added to the staff of 
its New York City district sales 
and service office by Lewis-Shep- 
ard Products, Inc., Watertown, 
Massachusetts. George C. Clissold 
will represent the company in 
eastern Hudson County, New Jer- 
sey. Richard L. Colburn will be 
responsible for company sales in 
lower Manhattan. Both men were 
previously sales engineers in the 
materials handling field. 


Kaiser Aluminum & Chemical 
Sales, Inc., Chicago, has estab- 
lished a special ordnance and mis- 


Re i i ‘“ 


Eas 


Hollis G. McLaughlin 


siles industry sales department. 
Hollis G. McLaughlin has been 
made manager. Associated with 
the firm since 1951, Mr. Mc- 
Laughlin has held several ad- 
ministrative positions until his 
most recent post as manager of 
industrial engineering at the com- 
pany’s Oakland, California head- 
quarters. 


Richard W. Bromley has been 
appointed sales representative in 
the Detroit office of Denver Chi- 
cago Trucking Company, Inc. Be- 
fore joining the company, Mr. 
Bromley had been a sales repre- 
sentative for Merchants Motor 
Freight and Consolidated Freight 
Company. 


J. E. Rhoads & Sons, Wilming- 
ton, Delaware, manufacturers of 
leather, leather-plastic, and all- 


synthetic flat belting for power 
transmission, has appointed War- 
ren F. (Bud) Decker as midwest 
manager with headquarters in 
Chicago. J. Warren Mitchell has 
been named southern manager 
with offices in Atlanta. 


Acme-Hamilton Manufacturing 
Corporation, Trenton, N. J., has 
announced the appointment of 
John B. Townsend as sales rep- 
resentative for its Acme and Ham- 
ilton Rubber Manufacturing Di- 
visions. The corporation’s prod- 
ucts, industrial rubber hose, con- 
veyor belting and packing are 
sold through industrial supply 
distributors. His territory com- 
prises: Maine, Vermont, New 
Hampshire, Massachusetts and 
Rhode Island. 


The appointment of Edgar M. 
Corson, Jr., as sales manager of 
the Computer Components Divi- 
sion has been announced by In- 


Edgar M. Corson, Jr. 


ternational Resistance Company, 
Philadelphia. Prior to joining the 
company Mr. Corson has been 
sales manager at El-Tronics Inc. 
Previously he had been vice 
president and sales manager for 
Metrotype Corporation, Division 
of Hays Corporation. He had re- 
ceived his early experience in 
data reduction and automatic 
control with Minneapolis-Honey- 
well, Brown Instruments Division 
as a sales engineer 
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POWELL 


worlds largest family of valves 











Fig. 3031—Steel Globe Valve for 300 pounds 
W.P. Outside screw rising stem and yoke. 
Plug type discs for either steam or oil service 
Fig. 1861—Small Stainless Stee! Globe can be supplied. Screwed-in seat rings. 
Valve for 200 pounds W.P. Flanged end 
valves, 150 W.P., and screwed and flanged 
Angle Valves can be furnished. 


Fig. 3059—300-pound Stee! Lubricated 
Plug Valve. 6” Bolted Gland Type, without 
stop collar. Valves with stop collar and 
worm-gear operated valves also available. 


Fig. 512—Small Bronze Gate Valve for Fig. 1561A—Steel Swing Check Valve for 150 Fig. 1832—Small Stainless Stee! Gate 

150 pounds W.P. Screwed bonnet, inside pounds W.P. Full, unrestricted flow through Valve for 200 pounds W.P. Screw-in bonnet, 
screw non-rising stem, solid wedge disc. the valve when the disc is in open position. inside screw rising stem. Also available 
Flanged end valves also available. Welding end valves also available. with flanged ends, 150 pounds W.P. 








For every flow control problem Powell offers more kinds or types, available in the largest variety of 
metals and alloys to handle every flow control requirement. Powell distributors are located in all principal 
cities and maintain inventories to fill almost any need. For special engineering problems, write direct to: 
THE WM. POWELL COMPANY * Dependable Valves Since 1846 + Cincinnati 22, Ohio 
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ELECTRONIC and ULTRASONIC 
quality control of MUELLER 
rod, tube, fabricated parts and 


Every practical electro-mechanical testing device available to industry today is used by the Mueller Brass Co. to main- 
tain Positive Quality Control during each manufacturing operation. From the first stages of alloying, spectroscopic 
analysis is used to maintain exact alloy composition so that they are precisely as specified. Ultrasonic test equipment 


is utilized in the non-destructive testing of extruded brass and bronze rod, copper tube, forgings and fabricated parts. 
In'machining and finishing operations, statistical 

quality control is employed to eliminate the 

effect of possible human error. These quality 

controls are all designed for one purpose . . . 

to give you complete “product protection.” 


Copper base alloy rod is examined by a trained 
operator with the aid of an‘ultrasonic reflectoscope. 
Through electronic circuitry, ultrasonic echoes are 
translated on a cathode ray tube. Any internal flaws 
are readily apparent. Both rod and tube are tested 
by this method, which is just one of many Positive 
Quality Control checks used by the Mueller Brass Co. 


Through ultrasonics, the immerscope 
(Left) locates internal defects, and has 
exceptional versatility for examining 
intricately shaped parts, such as the 
forging being checked in this photo. 
When testing, a transducer, located at 
the bottom end of the search tube, is 
electronically actuated to produce from 
2.2 to 25 million cycles per second. Ultra- 
sonic echoes are reflected back to the 
transducer from the material, indicating 
any defects that may be present. Limits 
may be pre-established and the sound 
findings are visually recorded on the 
cathode tube. This is another instance 
of Positive Quality Control in action. 
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TESTING helps insure positive 
BRASS CO. forgings, “@>— 
assemblies... é 














The direct reading spectrometer (Left) makes it possible 
to accurately analyze an alloy for chemical composition 
within 90 seconds while the metal is in the molten stage. 
A sample specimen is poured, cooled and sent to the lab- 
oratory, where it is placed in the spectrometer. Through 
the diffraction gratings in the machine, the “spectrum” 
analysis of the alloy records its exact chemical com- 
position. With this equipment, alloy specifications are 
matched exactly, thus insuring a better finished product 
through Positive Quality Control. 


THIS MIDGET 4-WAY SOLENOID VALVE (Right) is one of o 
romplete line designed and manufactured by the Automatic 
_witch Co. (ASCO) of Florham Park, New Jersey. Valves of this 
type are used for controlling small double acting cylinders which 
operate valves, dampers and many types of automatically con- 
trolled equipment. One of the most important components in 
these valves is the non-porous brass body forged by the Mueller 
Brass Co. who also perform all the major machining operations 
so that the body is ready for use upon delivery. The forged brass 
body insures freedom from porosity and reduces possibility of 
corrosion. The Mueller Brass Co. Positive Quality Control pro- 
gram insures ASCO complete “product protection”. . . and 
eliminates chance of “in-service” failures. 


THIS LARGE 18” FORGED GEAR, along with two others of the same type, is 
used in a steam turbine installed in a power generation facility of the Wisconsin 
Electric Power Company, at Port Washington, Wisconsin. The gear was forged 
in open dies by the Mueller Brass Co. from tough, long-wearing 603 alloy. The. 
gear operates at 25-30 RPM and is turned by the turbine, which has a capacity 
of 80,000 kilowatts. Strength and dependability are of utmost importance 
in applications like this, and in such cases Positive Quality Control insures 
peak performance. 


Write for your engineering kit no. 7. It 
contains complete laboratory and engi- 
neering data plus typical examples of 
Mueller Brass Co. products used in widely 
diversified applications. 


MUELLER BRASS CO. port Huron 30, micHican 
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Practical Purchasing 
for Profit with.... 


@). RBM RELAYS 


Low cost, high quality, electrical 
controls for the Electronic, Industrial, 
Communication, Refrigeration 
and Appliance Industries. 


R-B-M Division, Logansport, Indiana 


eeeeeeeeee ee ee ee eeeeee 


, WIRE AND CABLE 


A complete line of lead, appliance, 
electronic, Sil-X 200°C, 
Mil-W-76-A and Mil-W-1687-A 
government specification wires. 


Wire and Cable Div., Fort Wayne, Indiana 


COILED CORDS— 
® CORD SETS 


Plastic and rubber power supply 
cords. Terminations of all 
types (molded plastic and rubber). 
Complete line of Coiled Cords, 
including HPN. 


Cords Limited Division, DeKalb, lilinois 


SCHSSSSSSSSSESE SESE SSE SESE CESSES SSSHSSSESFSS SS SS SSE SHSESS SESH SHEHSHESHESHSSESESHSHE SESE EHS SEES SESE SESS SESE SESE 


AND HERE'S HOW IT WILL WORK FOR YOU... 
We both know that intelligent purchasing is more than buying 
on a “best price basis’, it's the finished product cost that counts 
To help lick this problem for us both, we purchase for, and manu- 
facture products with the “‘ultimate product cost’’ in mind... 
and it works! 

Another extra is the Essex single source plan, with its complete 
family of matched electrical components. 

Ask yeur engineers about SX, its products, quality, production 
maturity, and call your local Essex application specialist to learn more 
about this practical component purchasing plan... or write. 
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eESSEX 


WIRE CORPORATION 


FORT WAYNE 6, INDIANA 


For More Information Write No. 197 on Inquiry Card—Page 32> 
PURCHASING 





YOU GET 


“LONG TANGENT” 
ELBOW 


21% to 42% 


MORE ELBOW 


AT NO EXTRA COST ADVANTAGES OF Mipwest 
“LONG TANGENT” ELBOWS 


They save pipe. 
It's a built-in bonus that comes right with the elbow... 


a tangent or straight section at each end of the fitting.* They often eliminate short nipples and their 
Benefits of this bonus ... this extra value ... are yours extra welds. 
AT NO EXTRA COST because Midwest “Long Tangent” They save time and money in lining up and 
Elbows are PRICED THE SAME AS OTHER ELBOWS. It's clamping pipe and fitting. 
a value you can't afford to miss. 

For additional information, ask your Midwest distribu- 
tor or write us for Catalog 54. They remove the circumferential weld from 
point of maximum stress and can be sleeved. 


They make it easier to apply slip-on flanges. 


*Size 24” and smaller have tangents equal to Ya nominal pipe size; 


for example, 12” ell has 3” straight ends. Above 24” pipe size, all THEY COST NO MORE THAN OTHER ELBOWS 


tangents are 6” long. 


MIDWEST PIPING COMPANY, INC. 


Main Office: St. Louis 3, Missouri (P.O, Box 443 
Plants: St. Louis, Clifton, N. J. and Los Angeles 
SALES ASHEVILLE (BOX 446, SKYLAND, N.C.) # BOSTON 27—426 FIRST ST. @ CHICAGO 3—79 WEST MONROE ST. < CLEVELAND 14—616 ST. CLAIR AVE 
OFFICES: HOUSTON 2—1213 CAPITOL AVE . LOS ANGELES 33—520 ANDERSON ST. e MIAMI 34—2103 LE JEUNE RD e NEW YORK 7—50 CHURCH ST 
ONEIDA, N.Y.—282 NORTH MAIN ST. . SAN FRANCISCO 11—420 MARKET ST. 
STOCKING DISTRIBUTORS IN PRINCIPAL CITIES 7681 
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cuit 
yu afford 
to gamble 
ith quality 
n parts 
ike these? ... 


BREAKER-POINT BODY 
for automobile 
@ngine distributor 


COMMUTATOR 
for 
elect 


DISTRIBUTOR BAR 
for automobil: 
engine distributor 


ACTUAL SIZE 
(produced in one operation on high- 
speed multi-slide equipment) 


Our customer list always 
includes world leaders 

in electrical and 

electronic products. 

They depend on us year-in 
and year-out for stamped 
parts to match the 

quality they build into 
their products. 

They refuse to gamble!.. . 
Can you afford to do so? 


DETROIT STAMPING 
COMPANY 


Established 1915 


408 Midland Ave. + Detroit 3, Mich. 
America’s Leading Job Stamping Manufacturer 


Depend on Detroit! 
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FO B-“‘tilosoty of buying” 





Pourcnasine got a big boost 
at the Economic Mobilization Con- 
ference staged by the American 
Management Association in New 
York recently... Describing _ his 
company’s anti-recession program 
to more than 1000 top executives, 
Charles Percy, president, Bell & 
Howell Co., stressed the fact that 
purchasing is one of the most im- 
portant forces in making the pro- 
gram a success, 

Stripped to its essentials, the 
Bell & Howell bootstrap program 
consists of: (1) spending more to 
increase sales, (2) cutting costs 
that don’t add to product value or 
don’t help the company’s progress. 
Purchasing’s role, of course, was 
in the cost reduction phase. By 
offering suppliers a chance to bid 
on larger orders—if they agreed 
to cut their unit prices—and by 
stressing standardization in pur- 
chases, the Bell & Howell purchas- 
ing department has cut costs sub- 
stantially. 

That’s what President Percy 
had in mind when he talked about 
the vital part purchasing has 
played in his company’s anti-re- 
cession program. The plug for 
purchasing couldn’t have been 
given at a better place. With more 
than 1000 policy making execu- 
tives on hand, the public ac- 
knowledgment of purchasing’s im- 
portance might cause a lot of 
companies to consider giving their 
purchasing departments an even 
more prominent place in manage- 
ment. 


" 
S res the sales department at 
Corning Glass Works, Corning, 
N.Y., was miffed at the purchas- 
ing department. And all because 
of a little old story we ran in our 
January 20 issue describing what 
a high powered purchasing organ- 
ization Corning Glass has. 

What upset the salesmen was a 
sentence quoting General Pur- 
chasing Agent Ralph Baker on the 
subject of supplier price hikes: 


“Sometimes, there’s nothing much 
you do about it, but I'll tell you 
one thing—we make it so no ven- 
dor will enjoy coming in to an- 
nounce a price hike.” 

Turns out that when Corning 
salesmen call on one of their 
major customers to announce a 
price hike, the P.A. for this com- 
pany reaches into a drawer and 
pulls out a framed reprint of the 
article with the quote from Baker 
underlined. It’s the P.A.’s way of 
making certain the Corning sales- 
men won't “enjoy” announcing a 
price hike either. 

For a while the Corning sales 
department was giving purchas- 
ing a rough time for being so free 
and easy with its comments to 
magazine editors. But it all 
worked out. The purchasing de- 
partment coolly pointe] ou‘ that 
whenever the reprint is pulled out 
of the desk drawer, the salesman 
should cheerfully explain that if 
Corning’s purchasing department 
wasn’t as tough on suppliers as it 
is, the price increase would be 
even more. 


Reaper R. P. Erickson of 
Minneapolis has come up with an 
idea that should be greeted with 
shouts of joy in_ purchasing 
circles: “savings commissions” for 
buyers. Purchasing agents, he 
says, spend an average of 52% of 
the sales dollar, so their influence 
on profits is great. Why then, he 
asks, shouldn’t the aggressive, in- 
formed buyer qualify for a com- 
mission on savings, just as the 
salesman does on sales? Mr. 
Erickson invites comment and ad- 
vice from other P.A.’s on setting 
up rules for such a program. 


j 

W E’RE NOT suggesting the fol- 
lowing statistical tidbit as the 
basis for a value analysis project. 
But it should fascinate you as 
much as it did us that (according 
to the Industrial Psychology, Inc., 
Newsletter) : 
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Of 100,000 paper clips bought 
by an English bank 19,143 were 
used as stakes in card games; 5,- 
308 were used to clean fingernails; 
14,163 were twisted out of shape 
or broken during phone calls; 5,- 
434 went for picking teeth; 7,200 
went to avert what the British 
call “clothing catastrophes” (e.g., 
snapped buttons, broken garters) ; 
3,169 cleaned pipe stems; 30,000 
dropped on the floor and were 
ultimately swept up by the 
janitor. 

That leaves 15,583 paper clips. 
Operations Research investigators 
have tentatively concluded they 
were used to clip pieces of paper 
together. 


Laresr addition to our A\l- 
bum of Appropriate Names: F. C 
Hoppe, Purchasing Agent, Miller 
Brewing Co., Milwaukee. 


Don HARTMAN, the movie 
producer who plunged to death 
with Mike Todd in Palm Springs 
a few months ago had a fine repu- 
tation in and out of the industry. 
Professionally and personally, he 
was a person of the highest cal- 
ibre. One of those who knew and 
admired him for many years is 
Dick Brown editor of The South- 
western Purchaser. Dick told us 
recently that Hartman had been 
assistant purchasing agent at Bay- 
lor Hospital and a member of the 
Dallas Association in 1924. He 
Was a serious, artistic young man 
and asked Dick to publish two 
of his poems. Many years later, 
on a visit to Dallas, Hartman 
picked up copies of the magazine 
carrying his work—the first he 
had ever published. 

“He lived every line of those 
poems” according to Dick Brown. 
“Nothing sums up his life better 
than these lines from the poem 
‘Winning’: 

You've got to play each hand to 

win. 

To get big game you've got to 

dare, 

And when you lose you’ve got 

to grin, 

But through it all you must play 

fair.” 
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New, 
Versatility 
for Machinery 


Changing production conditions demand 
versatility from your machinery. Sterling Speed-Trol Variable Speed 
Drives economically compensate for present or future production 
variables and keep machinery operating consistently at a higher 
output. A Sterling Application Engineer will show you how the ver- 
satile Speed-Trol Variable Speed Drive can deliver top production 
under changing conditions. 


INQUIRE TODAY 


STERLING 


ELECTRIC MOTORS 
Plants 
LOS ANGELES 22 + CINCINNATI 12 
Offices and Stocks in Principal Cities 


i @ @ 


Speed-Trol Slo-Speed Constant Normal Multi-Mount 
Variable Speed Drives Gear Motors Speed Motors Speed Reducers 
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Highlights of This Issue 





Purchasing Fights The Slump 

The old-time clerical concept of the purchasing 
agent permits of only one answer to “What do 
you do when business gets bad?” The answer 
is: fire half your department and quit buying. 
Times have changed and so has purchasing. The 
function is or should be creative and dynamic, 
in bad times as well as good. Purchasing’s role 
in a recession is action, not inaction. Starting 
on page 67 you'll find a group of articles on what 
purchasing agenis can do and are doing to pro- 
tect profits and aid business recovery. The first 
is Stuart Heinritz’ analysis of the five major 
areas in which purchasing can help. 


A Profit—Program 
Purchasing’s role in a recession was part of a 
page-one story at AMA’s recent Economic Mobil- | 


ization Conference. President Charles A. Percy 


of Bell & Howell paid public tribute to his pur- 
chasing department. He told how its efforts had 
helped B&H develop new products and boost 
sales in a declining market. On the same program, 


President Elisha Gray of Whirlpool Corp. told 
of his company’s aggressive program of expan- 
sion and how it paid off when almost everybody 
else was pulling in horns. Cost reductions and 
improved buying techniques developed by ‘ 
Whirlpool’s purchasing have played no small UP TO 7” LONG 
part in the program. Turn to page 70. + IN BETWEEN DIAMETERS 
SPECIAL HEADS 
SMALL or LARGE RUNS 
STAINLESS +» MONEL 
INCONEL + ANY METAL 

















Keep Those Inventories Down! 
Inventory cutting is an obvious move when busi- 
ness slows down. But how far do you go and 
when do you stop? You’ve got to have enough on 
hand to prevent shutdowns and yet avoid tying 
up capital that’s needed elsewhere. Two success- 
ful methods for keeping inventories low but ad- 
equate are featured in this issue. The first is on . 
page 75, the second on page 77. economically and 
promptly. 
MANUFACTURERS 
Sine E3850 


Long or short, we can 
supply your tubular 
rivet requirements 


New Small Plant Buying Concept 
Annual purchases at Continental Vending Ma- 
chine jumped almost five times in the past couple 
of vears. This meant new expansion, new prob- 
lems for the purchasing department. The com- 
pany is still in the small-plant category, but the 
top purchasing officer has been able to employ z 
an interesting technique you'd expect to find only 2 iI - 
in larger firms. Read on page 80 how each buyer : 
in a small department acts as director of pur- al i 
chases for a product line. assa 

Most Buyers in the Battle sonn Hassall nc. 
A special Purchasing Opinion Poll (page 19) P. O. Box 2268 Westbury, 
turns up some interesting statistics on what hun- Long Islend, New York 
dreds of purchasing people (a) are doing to 
battle the recession in their own companies, (b) 
think still remains to be done. An analysis of the 
returns follows immediately after. Check your 
own ideas against those of your colleagues. 
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You can 
C ount on here's a 2-man team that will give you a 


powerful lift toward closer Countrol of plant costs. . . 


th > your Veeder-Root Industrial Supply Distributor and 
1 S a Veeder-Root Sales Engineer. Together they can 


; spot and eliminate profit-leaks with facts in figures 
that give you constant, instant command of every 
machine and process. 

And mostly they can do this by adapting standard 

counters from the complete Veeder-Root line. . . 

saving you the need and cost of special counters. 
What’s more, this survey is quick, complete, 


and costs you nothing. All you have to do is speak 
a word to your Industrial Supply Distributor 


to help cut your and he will take it from there. Phone or 
" write him today. 
operating costs 
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NEW ADDITION TO VEEDER-ROOT’S & 
Standard Packaged Line 


New Panet-MountTepD xe 

ee ee oases EVERYONE CAN COUNT ON 
CounrTER, designed for ac- a 

curacy and long life at very 

Seweeene cas eeder-Roo 
counts per minute. Panels 

of these counters can be INCORPORATED 

placed in your office .. . 

and all panels can be reset Hartford 2, Connecticut 

instantly with one button! 


Ask your ISD to show you Hartford, Conn. * Greenville, S.C. » Altoona, Pa. * Chicago 
this and other V-R Stand- 


New York + Los Angeles * San Francisco * Montreal 
ard Counters. ® 


Offices and Agents in Principal Cities 
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For More Information Write No. 202 on Inquiry Card—Page 32 
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Don't Cut the Buying Staff 


" 
S TATISTICS of factory unemployment are important economic 
news today. They provide a quick measure of current industrial 
activity and production planning. For it is one of the human tragedies 
of any prolonged business slump that as orders and manufacturing 
schedules decline, production forces must be curtailed in almost 
direct proportion. 


But factory workers are not the only victims of the lay-off. Recent 
visits to plants in some of the harder hit industrial areas reveal a 
considerable number of cases where management has slashed the 
buying staff by 25% or more, a few by more than half. The unmanned 
desks in the purchasing department stand out like the shrouded 
machines on the factory floor. 


This policy, part of the general drive to reduce overhead expenses, 
is apparently predicated on the same quota and productivity basis 
applied to production workers. If dollar volume of purchased ma- 
terials is cut by one quarter, it is assumed that three buyers should 


_do the work formerly done by four. 


Such reasoning indicates a complete lack of understanding of 
purchasing’s function and performance. The measure of purchasing is 
not quantitative, but qualitative. Repeated studies give evidence that 
there is no correlation between volume of purchases and optimum 
size of buying staff except in the routine phases of order writing and 
record keeping. Experience consistently shows that the well staffed 
department effects purchase savings far in excess of the added per- 
sonnel expense, That’s where profits are made in purchasing, although 
paradoxically the savings from specialized, analytical buying actually 
tend to raise the ratio of purchasing expense to dollar expenditure. 
Where that ratio is exceptionally low, it is often the danger signal 
that material costs are too high. 


Now, if ever, there is need for the utmost quality performance in 
every phase of business management and operation. With the best 
will in the world, the understaffed purchasing department must 
sacrifice quality performance. Each buyer is responsible for a greater 
number of items; some of them are unfamiliar to him, and he has 
less time to spend on each item. More salesmen are calling on fewer 
buyers, taking up still more time that should be spent on analysis, 
negotiation, and closer material controls. Purchasing performance is 
bound to suffer. 


Industry can ill afford to downgrade the quality of its purchasing 
now. Unfortunately, some of the companies that are counting only 
payroll savings today won't appreciate this until business quickens 
and the volume of purchase requirements suddenly picks up. Then 
they will be faced with the problem of rebuilding not only purchasing 
staff but purchasing standards to meet the competition and match 
the profits of more far-sighted management. 





How to avoid 
alloy steel failures 


Ordinary precautions may protect you most of the time. But your luck 
could run out—-and a single alloy steel failure can result in serious loss. 
That’s why the extra precautions of the Ryerson Certified Alloy 
Steel Plan are important to you. Under this plan you know three 
vital facts about the alloy steel you order from Ryerson stock: 


® Heat identification . . . not just type identification, but the positive 
identification of your particular heat of alloy which has been 
spark-tested and separately racked to eliminate the possibility 
of mixed steels. 
Chemical analysis ... not just the chemical range for the type, 
but the specific analysis of the heat from which your steel was 
rolled—keyed to your steel’s identification. 
Hardenability ... not just the average hardenability for the type 
of alloy, but the actual test-proved hardenability of your par- 
ticular heat of steel, as-quenched and at three draw temperatures. 
As a result, you can be sure of the steel you get from Ryerson—sure 
of what it will do...and sure of how to heat-treat for desired 
properties. 
This extra protection is yours at no extra cost. So call your nearby 
Ryerson plant for every alloy steel requirement—and be sure. 


es; RYERSON STEEL 


Member of the <> Steel Family 


Principal Products: Carbon, alloy and stainless steel —bars, structurals, plates, sheets, tubing—aluminum, industrial plastics, metalworking machinery, etc. 
JOSEPH T. RYERSON & SON, INC. PLANTS AT: NEW YORK * BOSTON * WALLINGFORD, CONN. + PHILADELPHIA * CHARLOTTE * CINCINNATI * CLEVELAND 
DETROIT + PITTSBURGH * BUFFALO + INDIANAPOLIS * CHICAGO + MILWAUKEE « ST. LOUIS * LOS ANGELES * SAN FRANCISCO + SPOKANE « SEATTLE 


For More Information Write No. 203 on Inquiry Card—Page 32 
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FOR MODERN INDUSTRY 


NO. 11 IN A SERIES 


Purchasing’s Job in a Recession 


With today’s closer identification of purchasing with 


general company policy, new attitudes can be exer- 
cised to good effect. Where this has not already been 


done, the recession of 1958 is a good time to start. 


By Stuart F. Heinritz 


Many YEARS AGO, during the business 
slump that followed closely in the wake of the 
World War I boom, I had occasion to call at the 
office of a highly respected purchasing agent in 
one of our local industries. It made a lasting im- 
pression on me, and I can see it now vividly in 
memory. The austere gentleman greeted his 
young caller with cool civility across an oversize 
desk that was pointedly bare of paperwork and 
the other ordinary evidences of business activity. 
One neatly hand lettered sign on the desk before 
him dominated the scene. The legend, in bold 
black characters, read: 


Buy Nothing! 


That was not one of our worst recessions. We 
got over it as we shall get over all such tem- 
porary setbacks. But I am sure that my purchas- 
ing agent friend, with his policy of total absti- 
nence from buying for the duration, did little 
to temper its course and its severity. It is doubt- 
ful, indeed, whether he was doing any real serv- 
ice for the company whose dollars he so zealously 
guarded by chilling the hopes and confidence of 
those who still believed (and rightly) that busi- 
ness was not altogether at a standstill. Yet his 
was not an uncommon concept of purchasing’s 
job in a recession forty years ago. Fortunately, 
there were other purchasing men who had a 
broader vision. 

Purchasing learned a lot in that experience. 
It is no mere coincidence that, historically, the 
World War I boom and its aftermath marked the 
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birth of modern purchasing science and profes- 
sional consciousness. And this know-how has been 
strengthened and refined in the recurring vicissi- 
tudes that have come with the ups and downs of 
the economic cycle. The “Buy Nothing” phil- 
osophy has long since been relegated to the ob- 
solete policy file, replaced by more purposeful and 
constructive attitudes and objectives to meet the 
responsibilities of the times. 

With today’s closer identification of purchasing 
with general company policy, these new attitudes 
can be exercised to good effect. Where this has 
not already been done, the recession of 1958 is 
a good time to start. 

Purchasing’s role in a period of recession em- 
braces at least five major points. 


Adapt to Conditions 


1. Every going business is a continuing opera- 
tion. Through good times and bad, in busy and 
slack seasons, every phase of management must 
be keyed to current conditions, looking to the 
most favorable competitive and profit position 
possible under existing circumstances and for the 
future. That applies to purchasing management 
as well as to every other aspect of the business. 
The pace is more exhilarating, the problems more 
hectic, the accomplishments more dramatic, when 
business is operating at 110% of capacity. But the 
problems are no less significant, and high grade 
performance no less essential, when operating 
rates drop to the break-even point or even lower. 
Indeed, it is in times of adversity that a business 
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Modern purchasing science has 
n effective answer, not in re- 
renchment and price pressures, 
but in better materials manage- 
ment and closer controls. . . .” 


rganization shows its true mettle, for the busi- 
1ess must go on. In business, as in baseball, there 
are tight, low scoring contests and free scoring 
slugging matches. The strategy varies according 
to the game, but in every type of contest a win- 
ner emerges. 

The essence of effective, profitable purchasing 
lies in accurate evaluation of market and -eco- 
nomic trends, that buying policies may be adapted 
to current conditions. The good buyer not only 
recognizes these conditions; he sees them coming 
and plans his forward policies accordingly. When 
this part of his job is properly done, it finds him 
alert and ready to cope with any emergency, 
and it softens the impact of change in either 
direction. There are relatively few instances to- 
day of companies being caught with staggering 
inventory losses and impossible burdens of com- 
mitments on a downturn, or of trying to “do busi- 
ness from an empty wagon” with the resurgence 
of demand. 

Probably the most common type of so-called 
recession is the “inventory recession”, which 
isn’t a recession at all but is rather the realistic 
adjustment of inventory and buying policies in 
time to correct potential excesses before they be- 
come burdensome losses. One of the principal 
stimuli in any period of business boom is inven- 
tory buying, which is merely the prudent antici- 
pation of expanding requirements in time to main- 
tain a normal balance between need and supply, 
to avoid critical shortages. 

So the purchasing agent’s concern must be with 
both short range and long range needs. In the 
first instance he may shorten his period of cover- 
age or turn to hand-to-mouth buying if that will 
adequately serve his company’s current require- 
ments, but he doesn’t stop buying and he doesn’t 
resort to sheer opportunism. For meanwhile the 
longer view keeps him from complacency and 
inertia, because his supply lines must also be 
adjusted to meet tomorrow’s needs. The purchas- 
ing agent cannot afford to be either a professional 
optimist or pessimist. To the best of his ability 
and judgment, he must be an objective realist, 
striving to keep material supply and commit- 
ments in line with fluctuating levels of need and 
at costs justified by existing conditions. By so 
doing, he best serves his company and the general 
economy, for the seeds of business disaster are 
non-objectivity, wishful thinking, and excesses 
in either direction. 
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That is what makes the purchasing appraisal 
of business conditions and trends such an im- 
portant guide to general business policy. Purchas- 
ing policies must of course be in line with com- 
pany policy. But this is not necessarily in the 
role of a follower. Purchasing, particularly in a 
period of recession, has an important role as a 
contributor to policy making, that the over-all 


_ company operation may be adjusted to the eco- 


nomic facts of life. 
Closer Controls 


2. When recession focusses attention on cost 
reduction and the elimination of wasteful prac- 
tices, material costs are among the first items 
to come under critical scrutiny. Modern pur- 
chasing science has an effective answer, not in 
retrenchment and price pressures that tend to 
intensify the effects of a recession, but in better 
materials management and closer controls that 
tend to put the entire supply operation on the 
basis of flow and to reduce the “cost of posses- 
sion” that keeps adding to the real cost of mate- 
rials up to the time of actual use. The scientific 
determination of most economical ordering quan- 
tities and stock quantities is an important part 
of any really effective purchasing program, but 
it is often overlooked or even belittled in the free 
and easy atmosphere of boom-time operations 
when there isa quick and easy outlet for produc- 
tion and management’s chief concern is to have 
“plenty” of material supplies on hand. “Plenty” 
is usually too much, by the criteria of economical 
purchasing. 

Obviously, the benefits of good materials man- 
agement and control are just as potent in times 
of high industrial activity, but they are absolute- 
ly essential in times of lower output and slower 
turnover. Recession, then, is a most favorable 
time to gain acceptance for such policies and to 
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put them into effect. It is a practicable time, too, 
when the problems of actual procurement are 
minimized. 

Here is an opportunity for purchasing to 
establish sound buying controls that will not only 
help meet the cost pressures of recession but will 
pave the way for better performance, less waste, 
and higher profits in the heydays of lush busi- 
ness activity. This can be one of purchasing’s 
most important and lasting contributions to the 
company’s efficiency and prosperity. 


A Time for Analysis 


3. Analytical buying for maximum product 
value is another potent means of cost reduction. 
The two big hurdles that purchasing value anal- 
ysis has had to overcome in normal times are 
the lack of sufficient hours to spend on such 
activities and the tendency of management to 
let well enough alone when its products are 
moving in reasonably good volume. In a reces- 
sion these arguments lose their validity. Volume 
of purchasing and the pressure for immediate 
deliveries slacken, while procurement itself 
is easier in most lines as the markets are over- 
supplied. “Well enough” conditions no longer pre- 
vail. Management calls for improved perform- 
ance, with tangible cost reductions. Every re- 
quisition must be justified and is utomatically 
subject to critical questioning. 

This is the ideal climate for effective value 
analysis, for management itself is demanding 
answers to the very questions which have long 
been asked in analytical purchasing: 

Does the use of this item contribute value? 

Is its cost proportionate to its usefulness? 

Does it need all of its features? 

Is there anything better or less expensive for 
the intended use? 

Can a usable part be made by a lower cost 
method? 

Can a standard product be found which will 
be usable? 

Purchasing is now assured of an attentive ear 
for its recommendations and a greater chance for 
acceptance. In fact, purchasing’s aid and recom- 
mendations are solicited. So another powerful 
purchasing technique comes into its own and 
purchasing is enabled to make an increased 
contribution to the company’s competitive and 
profit welfare. 

4. A corollary to this is that as new products 
are planned to help lead the company out of re- 
cession, purchasing participates in that planning 
from the earliest design stages. Target costs are 
set, and a large part of the responsibility for 
meeting those targets rests in the area of ma- 
terial costs, which is purchasing’s domain. Pur- 
chasing men have long contended that this is 
where one of their greatest cost saving and profit 
making opportunities should be found and used— 
a voice in the original determination of what 
should be bought, rather than struggling with the 
problems of supply and cost after engineering 
specifications have been fixed and purchase 


Juty 7, 1958 


“The purchasing agent cannot af- 
ford to be either a_ professional 
optimist or pessimist. To the best 
of his ability and judgment, he 
must be an objective realist. .. .” 


requisitions issued. That opportunity is more like- 
ly to be available under the conditions of a reces- 
sion, and purchasing owes it to management, as 
well as to itself, to make the most of it. 

5. The fifth major point of purchasing re- 
sponsibility in a recession is to improve and 
solidify its vendor relationships. In times like 
these, purchaser and vendor are pretty much 
in the same boat. Both need business. In their 
relations with each other, the potential buyer is 
in a position to call the tune. Under the old 
philosophy of opportunism and self-interest, the 
hungry vendor was often exploited. For the time 
being, the buyer’s record looked good and his 
company was satisfied. But in many cases this 
accomplishment was at the cost of hardship and 
resentment on the vendor’s part, often destroy- 
ing his value as a supplier to that particular 
buyer in subsequent dealings. 

In the modern concept of purchasing, the friend- 
ly cooperative supplier is regarded as the 
buyer’s greatest asset, working as a member 
of the customer’s team in the broader field of the 
flow of industrial materials. Anything that tends 
to impair that relationship is poor purchasing 
in the long view. The better approach is to call 
in the vendor and say, “Let’s work out of this 
together, for our mutual benefit.” This proposal 
is not made in the spirit of softness or altruism, 
but of constructive cooperation, and it does work 
both ways because the specialized knowledge of 
the vendor frequently prompts suggestions that 
are of benefit to the buyer and which otherwise 
would go by default. Consideration and coopera- 
tion are immediately reflected in terms of service, 
quality, and cost, and loyalty to vendors usually 
continue to pay dividends long after the recession 
has passed. 

Good purchasing is never easy, even in what 
the economists are pleased to call a “buyers’ 
market”. The more that management understands 
the role of purchasing, and the more closely pur- 
chasing is identified with management, the 
greater are the responsibilities that devolve 
upon the purchasing officer in a time of reces- 
sion. It may take a starry-eyed sentimentalist 
to find much sweetness in the uses of business 
adversity, but this much even the hardest headed 
buyer can find—the opportunity to help his com- 
pany overcome adversity and to build a stronger, 
more useful, and more respected position for his 
function and department in the industrial com- 
munity. 
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Purchasing’s Four-Point Program 
Helps Maintain Profits 


Bb: YING in a period of reces- 
is no novelty for purchas- 
ng personnel at Whirlpool Cor- 
poration. The appliance industry 
was having its own private reces- 
sion while the rest of the economy 
was coasting along in high gear 

ll through 1957. 

Whirlpool has felt the recession 
long with every other company 
n its industry. But, unlike some 
competitors, it has continued to 


By Dean S. Ammer 


operate at a profit. Certainly one 
important reason for this is the 
success its purchasing operations 
have had in coping with the re- 
cession. 

At the St. Joseph (Mich.) Divi- 
sion alone, purchasing has helped 
boost profits by roughly a half- 
million dollars in the past year. 
Purchasing’s “anti-recession pro- 
gram” here has had four major 
phases: 


Savings Total $450,000 First Year 


Cost reduction, of course, was 
nothing new to purchasing. Buy- 
ers have worked on plant-wide 
programs for years at Whirlpool. 
However, David Upton, director 
of purchases of the St. Joseph Di- 
vision realized such programs— 
though they were useful—weren’t 
the only way to reduce costs. He 
believed the supplier point-of- 
view should be more carefully 
considered especially on such 
highly specialized items as stain- 
less steel trim, plated die castings, 
plastics, etc. “What we needed,” 
Upton recalls, “was a man trained 
to estimate costs and evaluate de- 
signs with the same procedures 
used by suppliers in preparing 
quotations.” 

Upton got management’s bless- 
ing and a formal value analysis 
program was launched in Decem- 
ber, 1956. Most companies go into 
value analysis by getting a man 
with methods and industrial engi- 
neering experience. He then acts 
as technical adviser to the buyers 
on value analysis projects. Upton’s 
approach was unique. The present 
supervisor of value analysis, Ed 


70 


Foster, is an ex-buyer of plastics 
and decorative parts. Though he’s 
a graduate engineer and has had 
some shop experience, practically 
all of his business experience has 
been in purchasing. 


Unique Training Program 


Foster’s buying experience has 
been tremendously helpful of 
course. He understands buyers 
problems and naturally he has 
had considerable less resistance 
to his ideas than what would 
probably be encountered by a 
newcomer to the organization. 
But how can Foster hope to give 
technical advice without past 
methods and industrial engineer- 
ing experience? The answer was 
a unique training program. 

Whirlpool buys a wide variety 
of parts that it doesn’t make at 
all in its own plants. Knowing 
this, Upton concluded that the 
place to train a value analyst on 
specialized components wasn’t the 
Whirlpool plant. The real know- 
how on making and casting such 
parts could only be found in the 
supplier organizations. So sup- 


1. A unique value analysis pro- 
gram designed to make full use 
of supplier know-how. 

2. A supplier seminar that has 
already yielded 300 suggestions 
on ways to reduce product costs. 

3. Reorganization of the depart- 
ment to boost expediting and fol- 
low-up efficiency. 

4. Tighter lead times designed 
to take advantage of greater avail- 
ability and reduce inventory. 


Director of Purchases Upton holds a 
blower assembly used in a Whirl- 
pool combination washer-dryer. A 
30¢ saving was made by changing 
from a die cast design to plastic. 


pliers were called upon to help 
train Foster in value analysis 
techniques. 

Foster went to leading sup- 
pliers and, in effect, learned how 
to estimate costs for them. He 
studied all operations in their 
shop. Then he actually sat down 
and worked with the suppliers’ 
cost estimators on quoting new 
jobs. “All suppliers were extreme- 
ly cooperative,” Foster recalls. 
“They realized that we would not 
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pass on any confidential informa- 
tion to competitors so they didn’t 
hesitate to show me detailed cost 
breakdowns that they had pre- 
pared for their own internal use.” 

By the time Foster had spent 
several weeks at a number of sup- 
plier plants, he was a reasonably 
accomplished cost estimator. His 
skills are now so well developed 
that he can study a blueprint for 
a new stamping, die casting, or 
molded plastic part and estimate 
with remarkable 


cost precision. 


Three Approaches Used 


Although Foster is able to give 
buyers plenty of “ammunition” to 
use in negotiating prices with sup- 
pliers, this is but one of the three 
basic phases of his jobs. The other 
two are “before-the-fact” value 
analysis and “after-the-fact” an- 
pre- 


‘ 


alysis. The former is actually 


production purchase analysis (see 
“PPA—How to Keep High Cost 
Out of New Products,” PurcnHas- 
Inc, May 12, 1958, p. 72); the lat- 
ter is conventional value analysis. 

Before-the-Fact. “One of the 
most important phases of my job 
is analysis of new products when 
they’re still in the styling sketch 
or prototype stages,” Foster de- 
clares. He attends regular “task 
meetings with representa- 
tives of other major departments 

styling, cost, engineering, and 
review new 
He’s often able to 
suggest minor design changes that 
substantially cut production costs. 
He’s also able to help steer engi- 
neers toward a less costly design 
approach (e. g. he knows the rela- 
tive cost of using a stamping or a 
die casting for a given applica- 
tion.) 


force’ 


manufacturing—to 


design ideas. 


Supplier Seminar Brings 300 Suggestions 


Although vendors cooperated 
magnificently in the value analy- 
sis right from the start, Upton 
still suspected that Whirlpool 
wasn’t making full use of vendor 
imagination and know-how. So 
last September, he tried a differ- 
ent approach. A full week was de- 
voted to a supplier seminar. Each 
day 20-30 suppliers came in and 
reviewed all major purchased 
parts plus a few shop parts 

The seminar was held in a con- 
ference room in which the parts 
were on display. “We explained to 
suppliers that we wanted to im- 
prove quality and reduce costs,” 
L. J. Hardke, purchasing 
agent at St. Joseph. “In order to 
get the best talent available, we 
asked each to bring a methods ex- 
pert along with the salesman that 
regularly calls on us.” 

During the seminar, Director of 
Purchases Upton presented each 
supplier representative with a 
tape measure. Said Upton, “we 
hope you will go on measuring 
value.” Apparently, they did. Sug- 
gestions from the seminar are still 
being investigated. Of the more 
than 300 ideas submitted, enough 
have paid off to bring total sav- 


Says 
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ings of nearly 90¢ per combina- 
tion washer-dryer. (When you 
produce thousands of machines, 
is big money.) In addition, 
suppliers are more quality con- 
scious than ever before. 


this 


Sales-Purchasing Teamwork 


“We have always looked upon 
suppliers as part of our team,” 
says Upton. Last year more than 
16,000 supplier representatives 
passed through the purchasing 
lobby in St. Joseph. Traffic is this 
heavy despite the fact that calls 
from local suppliers are limited 
by mutual agreement. To save 
both buyers and salesmen’s time, 
Upton has worked out a deal that 
local suppliers come in only when 
they’re needed. Whirlpool guar- 
antees they won’t lose business as 
a result. This, of course, keeps 
down the cost of both buying and 
selling. 

Purchasing at Whirlpool is fully 
conscious that profits are made 
only from washing machines that 
are sold and it does its part to 
promote Whirlpool products. 
“Every supplier salesman is a po- 
tential customer,” Upton declares. 
Salesmen see shiny new Whirl- 


“After - the - Fact.” “Naturally, 
we'd like to catch every possible 
saving in the pre-production 
stage,” says Foster. “But this is 
impossible for several reasons. 
First, we'll always miss a few op- 
portunities and catch them later. 
We don’t claim to be perfect. 
Second, there are always new 
processes and suppliers with new 
techniques coming into the pic- 
ture after a design decision has 
been made. This, in itself, makes 
for a lot of savings opportunities.” 

Foster devotes a lot of time to 
reading trade magazines, etc. to 
keep abreast of all new technical 
developments. In addition, all 
Whirlpool buyers do their best to 
stimulate new ideas from sup- 
pliers. This intensive effort plus 
good negotiation brought total net 
measurable savings of $450,000 
last year. 


“We saved 16¢ on each combination 
washer-dryer by changing this idler 
pulley from a two-piece steel as- 
sembly to a one-piece die casting,” 
says Value Analyst E. T. Foster. 


pool products in the lobby every 
time they call. There are three 
display stands. One is devoted to 
products of the St. Joseph plant; 
the other two display products 
of the other Whirlpool divisions. 
Each of the receptionists has been 
trained by the company’s home 
economist and is able to explain 
the advantages of Whirlpool prod- 
ucts to any visitor that is in- 
terested. 
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Reorganizing to Meet Changing Conditions 


Whirlpool purchasing has been 
re-organized twice in the last five 
years. Originally, there were sepa- 
buying and_ expediting 
groups. At that time, the emphasis 
coping with materials 
shortages. The expediting group 
was actually larger than the buy- 
group. Then materials be- 


rate 


Was on 


ing 
ing 


came more available and the 
Whirlpool purchasing organization 
was changed to suit the new situ- 
ation. Commodity teams, consist- 
ing of buyer, expediter, and secre- 
tary, handled the complete buying 
job. 

Then came the recession. Once 
more the organization was 


Inventory Turnover Increased 


Jerry Warren, who heads the 
expediting group created in the 
reorganization, has one of the key 
jobs in the purchasing depart- 
ment. In theory, expediting should 
be easier than ever before. Now, 
one man—namely, Warren, co- 
ordinates in-plant expediting. 
Formerly, the in-plant expediter 
had to go to each buyer. 

And, of course, during a reces- 
sion, there are no real shortages. 
That is there are no shortages 
f you allow enough lead time. 
3ut when you’re working on a 
three day inventory—as Whirl- 
pool does on some items—a cleri- 
eal error in receiving or a blow- 
out on a truck can give both ex- 
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pediter and buyer a few nervous 
hours. 

“We used to use maximum lead- 
ing time in figuring requirements; 
now we use the minimum lead 
time,” Warren declares. “As a re- 
sult we now expedite right down 
to line usage. When we say some- 
thing will ‘shut the line down,’ 
we mean it literally.” 

As with cost reduction, close 
supplier cooperation is a key rea- 
son why Whirlpool has been so 
successful in its inventory re- 
duction program. Transportation 
arrangements have also helped. 
For example, it’s possible to get 
overnight service from many 
Michigan suppliers. Whirlpool has 


Buyers of similar commodities in 
the various Whirlpool divisions find 
it pays to get together occasionally 
to discuss common problems. Shown 
here are, left to right, R. J. Zimmer- 
man, R. D. Humberg, R. Davenport, 
D. R. Engel, L. J. Hardke, R. Phil- 
lips, J. W. Adams, K. E. Newland, 
and W. H. Gartley. 


changed. This time the objective 
was less help. In addition, shorter 
lead times and closer inventory 
control required extremely close 
control of delivery requirements 
even though materials have never 
been in more plentiful supply. 

The present purchasing organi- 
zation consists of 18 people in- 
cluding five buyers and three ex- 
pediters (in a separate section.) 
“By taking the buyer away from 
expediting, we think we can per- 
mit him to devote more of his 
time to value analysis and cost 
reduction,” declares Purchasing 
Agent Hardke. “Also we permit 
the expediters to become special- 
ists.” 

“The real secret in organizing 
a purchasing department,” con- 
cludes Upton, “is in not being 
afraid to change your organization 
to meet changing conditions.” 


a contract carrier that makes a 
regular run to Grand Rapids and 
Grand Haven. Anything in short 
supply can, of course, be given 
top priority on this run. In Chi- 
cago, a cartage company consoli- 
dates shipments for Whirlpool. 
Again tight items get high 
priority. 

Despite the present emphasis 
on cost reduction, Whirlpool pur- 
chasing hasn’t stopped planning 
for the future. Buyer rotation 
to broaden each man’s skills is 
routine. “At present, we don’t 
have a single commodity in which 
we don’t have two or more people 
experienced in buying it,” Upton 
points out. Upton has other train- 
ing and buyer development ideas 
which he intends to put into prac- 
tice when business conditions per- 
mit. Whirlpool, as a whole, has 
plans for future growth and Up- 
ton wants to be sure purchasing 
can grow along with the company. 
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.. is a nice place to work.” 
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Eliminate Costly 


Clerical Turnover 


By Harold C. Barnett 


| CAN’T remember the last 
time a girl left us unless it was 
to get married or become a 
mother.” This is a remarkable 
record for any department, but it 
becomes even more remarkable 
when the speaker is head of a 
purchasing department with 14 
girls. . 

Although unemployment is on 
the rise in some areas, it is still 
extremely difficult to get a full 
complement of capable girls to 
handle the clerical and paper 
work so necessary in the average 
purchasing department. 

PurcHASING Magazine decided 
to find out how this problem cen 
be licked or at the very least how 
it can be attacked with some de- 
gree of success. To accomplish 
this we talked with the director 
of purchases for a midwest manu- 
facturer spending approximately 
$20 million a year and who has 
22 people in his department, 14 

f vshom are girls. 

“One of the reasons we have 
been so successful is because we 
have gone to great lengths to se- 
cure the most capable girls possi- 
ble. We treat them with respect, 
treat them like adults and make 
absolutely sure that our depart- 
ment really is a pleasant place to 
work.” 

Although he claims no panacea 
for this problem, this progressive 
director of purchases bases his 
success on a few important fac- 
tors: 

@ working life of average girl in 
his area is three years, 
@ age of girls in his department 

is between 18 and 30, 


he prefers girls who are not 

going to college, 

if he loses a girl he asks 

around the department for a 

replacement, 

@ each person has a write-up of 
her job. 

In spite of the fact that this 
company has a personnel depart- 
ment, there have been very few 
times when purchasing has been 
able to use their services in get- 
ting new people. “We always, in 
accordance with company policy, 
go to personnel first when we 
need a new girl. Generally, how- 
ever, they cannot find one for us 
and we then use our own meth- 


ods.” 
Average Working Life 


It has been the experience of 
this company that the working 
life of the average clerical worker 
is rarely more than three years. 
If they do stay longer it is just 
a lucky break. 

“This is the basic theory on 
which our policy stands. As soon 
as we recognized this fact and 
planned accordingly we were in a 
much more favorable position 
than if we had ignored it and as- 
sumed that every girl to start 
with us was staying an indefinite 
length of time.” 

Failure to adopt a realistic at- 
titude such as this often causes 
consternation among purchasing 
agents when they learn that the 
new husband prefers that his wife 
stay home. This may seem to be 
contrary to the generally accepted 
fact that more women are work- 
ing-wives and working-mothers 
today than ever before. However, 





many of these women work for 
only a short time after marriage. 
Those that do not leave right after 
marriage or those that start after 
marriage leave when motherhood 
approaches. 

They may very well return 
when the first child is old enough 
to go to school or in some cases 
even sooner. They “retire” again 
for the second child and it is the 
exception rather than the rule for 
a mother of three or four young 
children to return to employment. 

Or perhaps the women are 
working just long enugh to pay 
for the new car, refrigerator, 
washer or any of the thousand 
and one things which today are 
considered to be necessities. 

The important point is that the 
average woman does not usually 
work for nine or ten years con- 
secutively. The work life may ex- 
tend over that many years but it 
is broken up into short phases 
and, except for the career wom- 
in, it is foolish to expect them 
to be with you much more than 
three years. 

This purchasing department 
shys away from the career woman 


74 


because of the nature of the jobs 
available. There is no objection to 
advancing women to buyers or as- 
sistant purchasing agents. It is 
simply that they prefer to bring 
along the young men in the de- 
partment and, in addition, feel 
that their policy has served them 
quite well and, so, there is no 
reason for changing now. 


Average Age 


“The age of girls in our depart- 
ment ranges from 18 to 30 years, 
the average being somewhere 
around 22.” This top purchasing 
executive has no complaints 
against the present generation 
and tries to maintain the average 
age as near as possible. He has 
found that most of these young 
girls are anxious to do a good job 
and since he makes it a point to 
wait if necessary to get the high- 
est quality possible, he has a 
running start on anyone who 
takes the first girl sent over from 
the employment agency or sent 
down from personnel. 


Girls not Going to College 


With 14 girls in the department 
and the average time on the job 
being no more than three years it 
is extremely important to have a 
reliable source of capable person- 
nel. An interesting method is used 
by th.: imaginative purchasing 
executive. He has among his ac- 
quaintances a few high school 
teachers who steer him to the 
most likely looking girls in the 
graduating class. — 

In his department girls are 
hired with the intention of doing 
a specific job so they search for 
girls who do not have the desire 
to go to college or pursue a career. 
Of course, some apply themselves 
and as a consequence are promot- 
ed. As a good example: one girl 
came into the department to do 
filing; she studied shorthand at 
night and is now secretary to one 
of the purchasing agents with a 
fairly responsible position. 


Ask In Department 


When the personnel depart- 
ment cannot locate a girl he im- 
mediately asks those in the de- 
partment if anyone has a friend, 
cousin or acquaintance they can 
recommend for the open position, 
“T find that this is one reason why 


the girls all get on so well to- 
gether. They will only recom- 
mend “their company” if they are 
proud of it and want others to see 
it. The new girls learn much eas- 
ier from a friend; a cousin teach- 
ing a cousin, The new girls are 
anxious to do a good job for their 
friends who spoke for them and 
the older girl will do all she can 
to help out the new one so she can 
“make good.” 

If one of the girls should be 
taken sick, those who know her 
will be certain to visit; whether 
it be at home or in the hospital. 
They will learn that the company 
is paying her salary and is also 
concerned about her well-being. 
From this, each new girl soon 
learns that this is a “nice place” 
to work and do all they can to 
cooperate with everyone in the 
department to keep it that way. 


Job Description 


One firm rule in the depart- 
ment is that each position must 
have an up-to-date, written job 
description. This differs somewhat 
from most purchasing manuals in 
that it is a self-contained unit and 
relates to one job and is very de- 
tailed and specific. Except for a 
single master copy, the only place 
the job description is kept is in 
the assigned desk. 

Departmental work is broken 
down to make it easier to teach 
new girls quickly and to assure a 
smooth flow. Within as short a 
space of time as two weeks most 
girls are producing in sufficient 
quantity and quality to make 
them self-sustaining. This record 
compares favorably with the 
three or four months which is 
usual in many departments. The 
advantages of a job description 
are numerous. But this depart- 
ment finds these three to be the 
most important: 1) person knows 
exactly what to do and when; 
2) training new personnel; and 
3) filling in when one person is 
on vacation or is sick. 

Others may or may not agree 
with all the philosophies of this 
executive but at any rate no one 
can argue with his success. He 
consistently has a full staff work- 
ing at capacity five days a week. 
Everyone enjoys each others com- 
pany and the paperwork flows 
smoothly along at a good clip. 
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Recession HAS put a lot of 
pressure on purchasing. All over 
the country P.A.’s have been 
asked to slash inventories. At the 
same time they have to make 
certain no material or equipment 
shortages develop. It’s a tough 
assignment. 

The purchasing department at 
American La France (manufac- 
turer of fire engines and fire pre- 
vention equipment) Elmira, N.Y., 
has done an outstanding job of 
meeting this challenge. It has suc- 
cessfully moved much of its in- 
ventory from the plant to the tail- 
gates of its suppliers’ trucks—yet 
there haven’t been any shortages 
on the production line. 

How do they do it? The answer 
is stepped-up expediting. It’s just 
a matter of keeping less material 
on hand and getting what you 
need faster than ever before. 


Build Up Expediting 

Though American La France’s 
solution to the inventory cutback 
problem is extremely simple, like 
many obvious ideas, it’s the kind 
of thing many purchasing depart- 
ments overlook. 

There are few purchasing de- 
partments, for example, that have 
expanded their expediting staff 
during the business slump. But 
that’s exactly what American La 
France has done. 

Before the recession started the 
company had a two-man, one-girl 
expediting section. Now they have 
three men and two girls. This 
near doubling of the department 
was made at the same time the 
company’s over-all employment 
was cut nearly 50 per cent. 

Basically that’s the story of how 
American La France’s purchasing 
department has been successful in 
cutting inventories to an absolute 
minimum. It keeps less stock on 
hand but avoids production tie- 
ups through extremely energetic 
expediting. 

The push on expediting starts 
every workday morning at 8 a.m. 
Members of the expediting de- 
partment, the P.A. and the pro- 


Juty 7, 1958 


How Purchasing 
Helps Beat ‘The 


Business Slump 


The recession has 


made 


most compantes ex- 


tremely inventory conscious. Here are some 


simple purchasing techniques one company is 


using to keep inventories at a minimum without 


jeopardizing production, 


duction department get together 
as soon as the plant opens to go 
over the list of critically needed 
items. At the beginning of each 
month, a critical list is prepared 
for each of the jobs American La 
France is working on. Additions 
and deletions are made every day 
at the morning meetings. It’s the 
expediting department’s job to get 
items off the critical list and into 
the plant. 

Again—this is an extremely 
simple technique. But this close 
attention to following up material 
and supplies that are urgently 


By Ned Kellogg 


needed is one of the ways Ameri- 
can La France keeps its produc- 
tion on schedule. 


Stress Close Follow up 
In its expediting methods, 
there’s nothing unusual about the 
American La France _ system. 
Standard followup procedures are 
used—only perhaps a little more 
so than in most companies. 
As P.A. George Hughes points 
out, “We’re one of the telephone 

company’s best customers.” 
Using a conventional followup 
tickle file, the expediting depart- 


Often it’s the expediting department that saves the day. 





P. A. George Hughes: “You can keep less on hand if you’re getting it faster.” 


ment first gets into action 5 days 
after a purchase order goes out. 
If an acknowledgment copy hasn’t 
been received from the vendor by 
then, one of the expediters gets 
on the phone. 

One innovation in the expe- 
diting department’s paperwork: 
a step-by-step accounting of each 
phase of the followup procedure 
is entered in appropriate spaces 
on the back of the expediting de- 
partment’s copy of the purchase 
order (see cut). This means that 
the expediter has a complete his- 
tory of what’s happening on each 
item on one piece of paper. No 
cross checking is necessary. 

In its drive to get material and 
equipment on a need-it-yesterday 
basis, the expediting department 
works closely with the traffic de- 
partment. Once a week the heads 
of the traffic and expediting de- 
partments get together to go over 
the items that are needed urgent- 
ly. Usually the traffic department 
can figure out a special traffic 
routing to cut delivery time. 


High Pressure Operation 


American La France has also 
cut the time it takes for the ex- 
pediting and traffic departments 
to find out when a shipment has 
been received. Formerly it took 


about a day for the receiving re- 
port to get through. Now it takes 
only a few hours. This required 
no basic change in American La 
France’s internal communications 
system. It was simply a matter 
of giving receiving reports prior- 
ity in interoffice mail deliveries. 

Working on a minimum inven- 
tory basis has made expediting 
an extremely high pressure oper- 
ation at American La France. 
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As P.A. Hughes points out, the 
problem is made more difficult 
than usual because many sup- 
pliers have also cut their inven- 
tories. This means that in many 
cases they can’t just reach for the 
shelf when they get a hurry-up 
call from American La France. 

When the expediters can’t get 
what they need on time, they get 
together with the production de- 
partment to see if the production 
schedule can be revised. This may 
mean stopping work on one fire 
engine, pushing production on an- 
other. As result, it’s likely that 
when the production schedule is 
changed a batch of new items will 
be added to the critical list and 
the expediting department has to 
start pushing again. This puts 
additional pressure on expediting, 
but it keeps production going. 

P.A. Hughes admits that the 
hurry-up operation is expensive. 
But he’s certain that it more than 
pays its way by: (1) increasing 
inventory turnover; (2) by reduc- 
ing the amount of capital tied up 
in inventory; (3) by making it 
possible for American La France 
to meet its scheduled delivery 
dates despite the inventory cut- 
backs that have been made. 

American La France’s success- 
ful use of a beefed-up expediting 
department to reduce inventories 
is just another example of the 
many ways purchasing has been 
able to help a company fight its 
recession battle. 
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Purchasing is a pressure-cooker operation at American La France. 
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“Panic switch” (left) in E. S. Kern’s office stays in the “on” position. 
But its purpose is preventive, not curative. 


Centralized 


Control Keeps 


Inventory Low 


A 5-plant company with separate stores 
keeps a tight rein on supply items, frees 
money for other purposes. It’s done with 
central supervision, traveling requisitions, 


and close cooperation between departments. 


Tuere’s A “PANIC SWITCH” 
on the wall of E. S. Kern’s office 
and it’s always on. That doesn’t 
mean Kern and his buying group 
are floundering around calling for 
help. It’s just a symbolic reminder 
to purchasing that: 

1. They’re buying for a fast- 
changing business with a manu- 
facturing philosophy of the “hun- 
gry shop”; 

2. Management is challenging 
them to prove purchasing is a 
profit-maker. They in turn have 
to challenge everything they do. 

Kern is assistant to Director of 


Purchases R. W. Jones of Utica 


Jury 7, 1958 


Drop Forge & Tool Division of 
Kelsey-Hayes Company. A cen- 
tralized purchasing department 
does all buying for the division’s 
five plants in the Utica area. Their 
products run from standard lines 
of Utica hand tools to a wide and 
ever-changing variety of parts 
for military jet aircraft. And now 
they’re going into parts for 
civilian gas turbines. That’s where 
one of the problems lies: how do 
you develop systems adaptable to 
a stable sales market like that for 
pliers as well as to the complex 
and often erratic aviation market? 

Purchasing could get lost in the 


shuffle in such a situation. But it 
hasn’t at Utica Drop Forge. Man- 
agement thinks a lot of purchas- 
ing—and expects a lot of it. Not 
the least reason is that President 
W. V. Daugherty was a purchas- 
ing executive in the auto indus- 
try (Nash Motor Co.). He knows 
the truth of one of its basic busi- 
ness principles—that you can 
make money on inventory. 

Kern has his problems with 
raw materials purchases and has 
worked out several interesting 
techniques for handling them. But 
it’s on supply items that the big- 
gest complications come up as the 
division expanded into new lines. 
There was duplication of supply 
and record-keeping. Data on 
prices, commitments, coverages 
and shortages varied from plant 
to plant, and wasn’t always pre- 
cise. And the spector of obso- 
lescence was always present—a 
threat to a low-inventory policy. 
Grinding tools used on certain jet 
parts, for example, could become 
obsolete overnight. Maintenance 
of an elaborate card system at 
central purchasing took the full 
time of two girls and required 
constant checking by one man. 
As one member of the depart- 
ment puts it: “The purchase 
record cards were sitting there— 
doing nothing.” 


Centralized Supervision 


Under a new system, Super- 
visor of Stores and Inventory Tom 
Duncan has policy control, but 
not operational control, over the 
individual stores systems in each 
of the five plants. Each plant crib 
is responsible for its own inven- 
tory, but it’s Duncan’s job to see 
that over-all division inventory is 
closely controlled. If it begins to 
climb, he’s got to have an answer 
for management. 

One of the big changes is mov- 
ing as many items as possible over 
to traveling requisitions. Only in- 
ventory accounts appear on them 
now. Both traveling and regular 
requisitions are fed into central 
purchasing, where they are 
checked by Duncan. This central 
review has several advantages be- 
sides the obvious one of cutting 
paperwork. 

In the first place Duncan, with 
four years’ experience in the 
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Traveling requisition (top) has eliminated costly, time-consuming 
duplicate record-keeping in cribs and in central purchasing. Priced 
card (center) is made up for every withdrawal from crib inventory 
and daily tabulation is made for purchasing. Items going directly 
into the shop are requisitioned on the bottom form. 


plant, has a thorough knowledge 
of how items are used and how 
many are needed. He can tell at 
a glance whether he can draw on 
an over-supply in one crib in- 
stead of placing an order. He can 
talk authoritatively with plant 
people about their requirements. 

In addition, central purchasing 
is supplied with bills of materials 
and knows when certain parts 
have been taken out of produc- 
tion. The men in the cribs don’t 
get these bills of materials. In 
some cases they might go on auto- 
matically replenishing themselves 
with wheels, tools, ete that are 
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no longer needed. Inventory build 
up could become dangerously 
cumulative. 


Close Control Possible 


Finally, centralized supervision 
provides immediate and exact 
data on usage and commitments. 
The traveling requisition builds 
up an accurate history on each 
item. In addition Duncan keeps a 
running record of withdrawals 
and commitments. (All with- 
drawals from a crib are priced 
and recorded on cards that go 
directly to tabulating. Tabulating 
gives Duncan a daily total by 


account number in dollars.) He 
can tell quickly which way in- 
vestment in any item is going. If 
commitment exceeds usage he 
knows there’s trouble ahead and 
takes action to avoid it. 

After Duncan has checked the 
requisition it goes to a buyer 
specializing in that item. (There 
are five buyers and one full-time 
expeditor in the department). It’s 
up to the buyers to decide 
quantity, delivery, lead time, 
necessity for developing a spe- 
cialty supplier, etc. Depending on 
how much stock is on hand, lead 
time, availability from local 
sources, etc., he may issue an 
order immediately or wait and 
combine a number of items on 
one order to one supplier. There’s 
close informal coordination be- 
tween Duncan and the buyers. 
If he feels strongly, on the basis 
of his experience and knowledge, 
that an order quantity should be 
changed he'll make the sugges- 
tion verbally to the buyer. 


System Depends on People 


That type of close personal re- 
lationship makes the system work 
—both inside and outside the pur- 
chasing department. It enables 
Duncan to work closely with in- 
dividual plant people and smooth 
out real or imagined difficulties 
between plants and departments. 
He makes it clear that his job is 
to help the plants with their prob- 
lems—not give them new ones. 

Mr. Kern likes to point oui 
that his whole operation depends 
on the confidence people show in 
each other—from the top down. 
Management knows what pur- 
chasing can contribute to profit 
and has given it high level finan- 
cial responsibility. Mr. Jones in 
turn permits his department to 
operate with a free hand and a 
minimum of supervision. The re- 
sult is a tightly-knit, well-run 
purchasing organization that can 
take pride in keeping a “hungry 
shop” supplied without tying up 
needed dollars. That’s why the 
panic switch stays in the “on” 
position. When it goes off, Utica 
Drop Forge’s purchasing depart- 
ment will know they’re not need- 
ed' any more. And there’s little 
possibility of that for a long time 
to come. 
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What's New 
In Paper 


in “old” raw material is finding 


many new uses in industrial prod- 


ucts, 


{dditives, better production 


methods. and close quality control 


help broaden applications of paper 


in many diverse fields. 


By Robert W. McCormick, vi: 


Knowlton Brothers, Inc., Watertow 


You MAY NOT realize it, but 
all day long you’re handling a 
material that is becoming increas- 
ingly important in product design. 
The basic raw material in your 
forms—paper—is being used more 
widely every day 
products. 

Paper technology is moving 
ahead fast. The use of additives 
(cork, glass, nylon, etc.), 
production methods 

control have 


paper’s 


ee ee | 
in industrial 


plus 
and 


greatly 


better 
quality 
widened application 


range. 

Here are some developments 
the alert buyer or value analyst 
should take more than a passing 
interest in: 

Normally a poor conductor, pa- 
per is now available with the 
property of electro-sensitivity. It 
thus becomes suitable for such 
applications as facsimile trans- 
mission and electrical ticketing 
Now that absorbency 
can be precisely controlled, paper 
has assumed an important role in 
electronics. It is used as a saturat- 
ing base for printed circuits, in- 
sulation material, and other phe- 
nolic laminates. 

Through the development of 
special wetting agents, cork parti- 
can be evenly distributed 
throughout the 


systems. 


cles 


liquid paper 
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A selection of end-products suggests some of the 
properties of paper: automotive gaskets; photo- 
wrapping and interleaving papers; shot-gun shells; 
protective papers for x-ray film; conductive papers 
for facsimile transmission; and base papers for 
printed circuits and insulation phenolic laminates. 


from this 
base paper 
meet all resiliency and sealing 
specifications, are economical and 


Gaskets made 
cork-“homogenized” 


batch. 


long-lasting. 

Paper is an ideal air-filtering 
material for respirators used in 
chemical plants, mines, petroleum 
and hazardous 
locations. For removal of harmful 
or lethal vapors, gases and dusts, 
such requisites as 
air permeability, absorbency, sta- 
bility, and position of fibres when 
wet, can be closely controlled. 

Electronic Beta-ray scanning 
devices permit a continuous in- 
basis-weight 
uniformity of such papers. Special 
detection apparatus now insures 
that photographically inert pa- 
pers—used to protect films, x- 
rays, and photo-sensitive papers 
—are “clean”, free of trace radio- 
activity from atomic fall-out. 

For tubular applications, multi- 
ply papers in graduated widths 
are pressure-bonded while wet 
into a single sheet. The finished 
sheets can be formed into tubes 

ith wall thickness accurate to 
within plus or minus .0005-inches. 

The buyer is assured of im- 
follow-up on his in- 
quiries. Although actual produc- 
tion runs may traverse a quarter- 


refineries other 


performance 


process check on 


mediate 


mile or more of machinery, the 
same paper can be submitted for 
test purposes in the 
form of hand sample. The crea- 
tion of sample sheets duplicates 
in miniature the final production 
sequence. 


customer 


An intermediate stage between 
hand sample and final production 
is the pilot fourdrinier paper ma- 
chine. Our pilot machine, for 
example, permits experimental 
runs of as little as 50 pounds of 
fiber, with conditions from beater 
to reel identical to those on our 
large production equipment. This 
machine is available for experi- 
mentation with new types of pa- 
pers, and for various test modifi- 
cations of existing grades. 

For such special tests as air 
permeability, porosity, electrical 
resistance, opacity, and tensile 
strength, laboratory apparatus is 
available to evaluate samples and 
established grades with reference 
to a prospect's specific require- 
ments. 

If these requirements include, 
for example, the ability to con- 
duct, copy, contain, shield, insu- 
late, record, cushion, dialyze, or 
laminate, one of the oldest manu- 
factured products — paper — may 
provide the low-cost, high-quality 
answer. 
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{ buyer at Continental Vend- 
ing Machine Co. not only pur- 
chases commodities—he’s also 
in charge of the complete 
purchasing cycle for one of 


the company’s products. In 


effect. it means each buyer is 
a director of purchases. 


ly THE LAST two years annual 
purchases jumped from one to 
five million dollars at Continental 
Vending Machine Corp., West- 
bury, N.Y. So it’s no surprise 
that during this period some big 
changes were made in the com- 
pany’s purchasing department. 
Change number one was to put 
purchasing responsibility in the 
hands of a full-time purchasing 


A New Concept In 
Small-Plant Purchasing 


By John Van Deventer 


executive. In early 1956 Philip 
Optner joined the company as di- 
rector of purchases, bringing with 
him 15 years of purchasing ex- 
perience and some new ideas on 
small plant purchasing. 

At that time the purchasing de- 
partment consisted of one buyer 
and a secretary. Its job was 
mainly expediting and clerical 
work. 


Purchasing sends out 
this tool and die rec- 
ord from along with 
quotations requests 
for parts that require 
special fabrication and 
tooling. Quotations 
aren’t accepted with- 
out a completed form. 


“You might say I stepped into 
virgin purchasing ground,” says 
Optner. “Continental Vending 
was just one year old and grow- 
ing fast.” 


Changes Came Fas? 


Optner wasn’t there long be- 
fore he realized the purchasing 
department was understaffed. On 
the basis of the company’s antici- 
pated growth for the next year, 
he successfully sold management 
on the idea of increasing the pur- 
chasing staff. There are now four 
buyers, a secretary for each 
buyer, and two tool engineers in 
purchasing. 

When the new personnel had 
been integrated into the depart- 
ment, Optner had a chance to 
introduce a new small-plant pur- 
chasing concept he’d been think- 
ing about for some time. Up to 
this point each buyer had been 
responsible for specific commodi- 
ties. Optner enlarged the scope 
of the buying job. He assigned 
each buyer complete responsi- 
bility for the full purchasing cycle 
of one of the company’s four 
products—a line of vending ma- 
chines, including, for example, 
the Corsair “30” cigarette vend- 
ing machine. This means that each 
buyer in a sense acts as director 
of purchases for his product. In 
fact, he’s referred to as the prod- 
uct purchasing agent. 

Optner points out that there is 
often no relationship between the 
commodities assigned to each 
buyer and the product he’s re- 
sponsible for. “The product pur- 
chasing agent may buy only a 
few of the items used in his prod- 
uct,” says Optner, “but he’s still 
responsible for whatever the other 
buyers purchase for his product. 
This doesn’t mean he tells the 
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other men how to buy the com- 
modities they specialize in. It’s 
simply that he acts as purchasing 
coordinator for his product.” 


A Good Working Group 


The concept of the product pur- 
chasing agent was already in 
Optner’s mind when he came to 
Continental Vending. “When I 
was hiring buyers,” says Optner, 
“I was particularly interested in 
getting a good working group 
With the buyers acting sometimes 
as boss and sometimes as subordi- 
nate to other buyers, we depend 
quite heavily on a spirit of team- 
work.” 

Optner holds a weekly meeting 
with his product purchasing agent 
at which each reports on the 
status of his product. In this way 
Optner and the other buyers keep 
abreast of the overall purchasing 
picture. 

Optner sees several advantages 
to the product purchasing agent 
system. “It’s a lot easier for the 
plant people to deal with pur- 
chasing,” he says. “For example, 
if Hal Bittleman, our production 
manager, wants to 


Serv-O-Mat 


discuss his 
vending machine 
problems with purchasing, he 
goes to just one buyer— Sam 
Kupperman. This has built up a 
lot of respect for purchasing 
among the plant people, and 
makes for better morale among 
the buyers. The buyers now make 
a lot of decisions that I formerly 
had to make. And these decisions 
are better made at the buyer 
level.” 


The Tool Engineer 


Another novel aspect of Opt- 
ner’s purchasing operation is the 
assignment of two tool engineers 
to the department. 

It’s Continental Vending’s 
policy to own all the special tools 
and dies needed to produce the 
parts it buys. Since vendors de- 
sign and build the tools and dies, 
it’s purchasing’s job to see that 
the company gets the most for 
its money. That’s where purchas- 
ing’s two tool engineers come in 

They see all engineering draw- 
ings that come into purchasing 
for parts that require special 
fabrication and tooling. Using 
their specialized knowledge they 
make suggestions on what ven- 
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dors should consider in terms of 
special tooling. The suggestions 
along with the drawing and a tool 
and die record form (see cut) are 
then sent out to selected vendors 
for quotations. 

Quotations and the completed 
tool and die form (Continental 
Vending doesn’t accept quotations 
without this form completed) are 
given to the tool engineers. After 
reviewing the specifications, the 
tool engineers and the buyer get 
together with the more promising 
vendors to see if they can work 
out ways to cut tooling and pro- 
duction costs—and thus the ven- 
dor’s quoted price. 

“We've saved thousands this 
way,” says Optner. “When you 
combine the general purchasing 
knowledge of the buyer with the 
specialized knowledge of the tool 
engineer, you really get a win- 
ning combination.” 

The two tool engineers are part 
of the purchasing team, report- 
ing only to the director of pur- 
chases. Optner emphasizes, how- 
ever, that purchasing does not 
infringe on the engineering de- 
partment’s responsibilities. 

“We do a certain amount of 
pre-production planning with the 
design engineers,” says Optner, 
“but once a drawing has been 
made up, that’s it as far as we're 
We found the en- 
gineers very receptive to our pre- 
production ideas once they saw 
that purchasing wasn’t trying to 
make any of their decisions.” 

After evaluating the vendors, 
purchasing tells the design en- 
gineer which one was selected, 
and what purchasing has done to 
cut “We educate the en- 
gineers and they educate us,” 
says Optner. 


concerned. 


costs. 


Material Control 


A complete overhaul of pur- 
chasing forms and records is an- 
ther of the many steps Optner 
has taken to improve the effi- 
ciency of his department. 

“Purchasing needs good records 
more than any other department,” 
says Optner. “The information we 
need must be available at all 
times.” 

In line with this, Optner set up 
a file which contains complete 
histories of the various parts used 
in production. A specially de- 


Fifteen years of purchasing experi- 
ence and some new ideas on small 
plant purchasing. That’s what Philip 
Optner brought to Continental 
Vending two years ago when he 
joined the company as director of 
purchases. 


signed part information card is 
the core of the file. Using this 
card the buyer’s secretary can 
keep a complete record of the 
part. Using inventory levels set 
by Optner, each buyer functions 
as a material control specialist for 
the parts he buys. 

“IT use a rule of thumb for set- 
ting inventory levels,” says Opt- 
ner. “The rule is that at any one 
time we'll have 25-40 per cent of 
the inventory needed for the next 
month. For higher cost items, of 
course, the levels are set below 
this. 

“It was easy for us to cut in- 
ventories,” continued Optner, 
“once we showed management 
how much it was costing us to 
carry excessively high stocks.” 


Well-Run Department 


One of the marks of a success- 
ful executive is that he organizes 
his department to operate effec- 
tively with a minimum of super- 
vision. This may explain why 
Optner was recently promoted to 
the job of running Continental 
Vending’s manufacturing division, 
which includes purchasing, plant 
engineering, industrial engineer- 
ing, and production. 
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Findings Control Records are tabulated and, from 
them, each plant makes its Monthly Report of 
Stores which is reviewed by top management. 
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Purchasing at 


Cluett, Peabody 


An integrated approach to materials management is vital 


in the apparel industry; 


especially important. 


P urcuasinc for a big ap- 
parel manufacturer can pose 
plenty of tricky problems. And 
when the company is one of the 
biggest in its field like Cluett, 
Peabody & Co. (maker of Arrow 
shirts, ties, underwear, etc.) , mis- 
takes can be mighty costly. 
Like other apparel manufac- 
turers, Cluett, Peabody separates 
its purchasing activities into two 
distinct parts. One basic activity 
-the buying of cloth—is highly 
specialized and its problems are 
pretty much unique to the textile 
industry. This job is done by Vice 
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close inventory control is 


President R. L. Palmer at the 
company’s New York office. 

The other basic purchasing 
activity at Cluett, Peabody is the 
buying of everything but cloth. 
In charge of this job for all com- 
pany plants is Manager of Pur- 
chasing William H. (Bill) Flint. 
Though he doesn’t buy any cloth 
—which is, of course, the com- 
pany’s key raw material—Bill 
Flint’s job is an awfully big one. 
He’s in charge of spending about 
$16 million a year. He supervises 
two buyers and an assistant in 
Troy, N.Y. In addition he’s re- 


sponsible for local purchasing 
agents at the company’s Atlanta, 
Bremen, Lewistown, Virginia. 
and Leominster plants. 

Flint’s department is responsi- 
ble for both the buying and in- 
ventory control of “findings.” 
(“Findings” is the term apparel 
manufacturers use to describe all 
material and components used in 
the product except cloth. Impor- 
tant “findings” are buttons, 
thread, labels, pins, etc.). When 
you consider that stocks are kept 
at each of the company’s plants, 
it’s obvious that the inventory 
control job alone is extremely im- 
portant. 

Over-all control is maintained 
with a summary report that each 
plant makes out monthly. The re- 
port indicates material on-hand, 
receivals, disbursements, and bal- 
ance on-hand for 17 major cate- 
gories of stores items. Reports 
from each plant are consolidated 
sO management has an over-all 
picture for the entire company. 


Close Control 


Control in purchasing is much 
closer than the over-all summary 
might indicate. A detailed “Find- 
ings Control Record” is kept for 
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CLUETT, PEABODY & CO, INC. 
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Simple Kardex system is used to control 
stores items at the company’s Troy, N. Y. 
plant. 


























All Cluett, Peabody plants use the same five-part 
purchase order form. Manager of Purchasing Bill 
Flint in Troy gets a copy of all orders issued by 


every plant. 
each individual item. 
ments, commitments and receipts 
are closely accounted for. “The 
idea,” says Manager of Purchases 
Flint, “is to have enough on 
hand to meet production require- 
ments at all without ty- 
ing up an unnecessary 
of working capital in unneeded 
inventory.” 

Good 
plants is naturally essential for 
good control. That’s one reason 
why Bill Flint trys to visit each 
of the company’s plants at least 
once or twice a year. By doing 
this, he can get familiar with the 
problems of each plant P. A. and 
also assure a continued efficient 
flow of vital information needed 
for sound materials management. 


Require- 


times 
amount 


communication among 


Non-Production Materials 

The emphasis is on flexibility 
at Cluett, Peabody. For example, 
while central purchasing in Troy 
buys and controls common “find- 
ings” inventories, it doesn’t at- 
tempt to dictate supply sources 
for the plants on low value non- 
productive items. Reason: it just 
doesn’t pay. “The plant P. A.’s 
can do a better job working with 
local sources than we can do hun- 
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Cluett, Peabody’s manager of purchasing, Bill Flint, 
believes in close liaison with manufacturing opera- 
tions to make certain purchased materials are satis- 


factory. 


dreds of miles away,” Flint de- 
clares. The plants keep the same 
close control on non-productive 
stock items that they do on pro- 
ductive materials. 

For control, they rely on a 
simple Kardex system. All issues 
from stores are posted from copies 
of the supply requisition. Pur- 
chases and receivals are also re- 
corded. The result is an excellent 
record from which it’s easy to 
determine purchase requirements. 

Thus purchasing at Cluett, Pea- 
body is really an integrated ma- 
terials management activity for 


both productive and _ non-pro- 
ductive items. The result is a 
program that makes a sizeable 
contribution to the company’s 
over-all success. 

Although he’s kept plenty busy 
running his department, Bill Flint 
manages to find time for lots of 
outside activities. He has been a 
very active member of the Pur- 
chasing Agents Association of 
Albany and Eastern New York 
for years. He was the Associa- 
tion’s 1957-58 president and is 
currently serving as national di- 
rector. 
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A Small Plant 
Simplification Program 


That Really Works 


ant some good ideas about simplification? Here’s how 
one company uses it as the keystone for its whole pur- 


chasing operation. 


By Leonard Sloane 


ry 
[ HOMAS R. ROSE, purchas- 
ing agent for the Halsey W. Tay- 
lor Company, is a man who 
believes in simplification. How- 
ever, he is one P.A. who goes 
further than just paying lip serv- 
ice to the idea. He makes simplifi- 
cation an integral part of his 
purchasing department’s opera- 
tion. } 
Since Mr. Rose is vice presi- 
dent as well as P.A. of the War- 
Ohio, drinking fountain 
manufacturing firm, he can ac- 
complish a great deal in the way 
' simplification. He can initiate 
deas for his department and he 


ren, 


can also recommend new methods 
for the whole company. The result 
is a complete, well-organized 
simplification program. 

This organized simplification 
program is a necessity at Halsey 
W. Taylor. Although sales are 
about $4 million a year and pur- 
chases range around the $2 mil- 
lion mark, Mr. Rose has only one 
assistant who also spends part 
of his time in another department. 
Even the inventory control clerk, 
who works closely with purchas- 
ing, is actually a member of the 
auditing department. 

One of the first problems Mr. 


Thomas R. Rose (1.), P.A., and Gerald A. Kistler, manufacturing super- 


intendent, discussing the design of a Halsey W. Taylor component. Tom 


Rose’s motto: “Keep it simple.” 


24 
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Rose tackled was inventory con- 
trol. At one time, every item 
Halsey W. Taylor purchased was 
inventoried periodically and post- 
ed on cards. With 3000 products 
in the active file—many of them 
costing no more than a fraction 
of a cent apiece—this became both 
impractical and costly. 

Mr. Rose’s solution was to 
eliminate inventory cards for a 
large numbe. of small supply 
items. These i..:lude rubber gas- 
kets, lacquer, wel ‘ing rods, putty, 
adhesives and solder. As they are 
purchased, generally on a quar- 
terly basis, the cost is charged to 
the department using the ma- 
terial. Prior to the next ordering, 
someone makes a visual check of 
the small parts bins to see how 
much is on hand. 

“It just isn’t worth it for us to 
know every day how many gas- 
kets, nuts and bolts are left,” he 
notes. “Now the foreman makes 
a physical inventory periodically 
and lets us know if we’re running 
low on anything.” 

Shipping supplies and packag- 
ing materials are other items 
stocked without inventory cards. 
Mr. Rose makes periodic surveys 
of his inventory cards to see if 
anything else can be eliminated. 


Standardization 


In addition, the company uses 
standardization as part of its 
simplification program. Its policy 
is to buy the same basic parts 
whenever possible, for its vari- 
ous drinking fountain models. 
Previously different parts were 
used, creating additional storage 
problems as well as increasing 
the cost. 

“We try to use as many stand- 
ard refrigeration components as 
we can,” Mr. Rose says, “so we 
won't have to make or buy spe- 
cial parts. For example, take a 
brass flange coupling we use. Five 
years ago we bought 5000 a year. 
Now our annual purchases of this 
item are 25,000. The reason? First, 
increased sales and new models. 
Second, we now use the part for 
many more items that we make 
than we did five years ago.” 

Mr. Rose feels each additional 
use of a standard part means a 
cash savings for his company. He 
frequently reviews different pur- 
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The purchase order is actually a carbon of the 
requisition. Data on price and the name of the 
supplier is filled in later by the purchasing de- 


partment. 


TAYLOR on 


mane 


chased products to study possible 
areas for further standardization. 
“As our business grows,” he says, 
“there'll be more opportunity for 
standardization and we intend to 
make full use of every chance 
we get.” 

A further example of Halsey 
W. Taylor’s simplification pro- 
gram is its combination requisi- 
tion-purchase order form. Instead 
of using a separate form for each, 
the company adds one additional 
page to its purchase order book 
and gets the whole job done at 
one time. 

Here’s how the system works: 
Halsey W. Taylor’s manufacturing 
superintendent, Gerald A. Kistler, 
dictates a requisition for supplies 
or parts needed. For most major 
items, like brass forgings, this is 
done on a quarterly basis. When 
his secretary types the requisi- 
tion, carbons are made at the 
same time. These carbons, are, 
in effect, the purchase order—the 
original and three copies. 


Selecting A Supplier 


The entire form goes to Mr. 
Rose, who then takes over the 
normal buying functions. After 
negotiation, he selects a supplier 
(unless it is a standard item with 
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only one vendor). His secretary 
types this name on top of the 
requisition- order. Other data 
filled in by purchasing include 
price, terms and tooling costs. 
Once the original purchase order 
is sent out, the requisition and 
copies are routed to receiving, 
inventory control and purchasing 
files. 

Among the other areas in his 
company where Mr. Rose has sug- 
gested simplification ideas are 
sales forecasting, design and 
manufacturing. For instance, the 
sales department now sends pur- 
chasing both an annual forecast 
and also updated interim reports. 
In addition, purchasing makes 
sales forecasts of its own, based 
on discussions with vendors and 
other P.A.’s. Thus any changes— 
either up or down—can be im- 
mediately reflected in the pur- 
chasing program through quantity 
buying or inventory reduction. 


Pre-Production Planning 


Mr. Rose is also consulted on 
new designs before they reach 
the manufacturing stage. The pro- 
posal chart for design changes is 
routed to him for his analysis and 
recommendations. The company 
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thereby gets the advantage of his 
extensive purchasing background 
in commodity markets and prod- 
uct designs before any final tool- 
ing changes are made. 

Many of the components in 
electric coolers or drinking foun- 
tains made by the company are 
fabricated outside Halsey W. Tay- 
lor’s three-floor plant. Mr. Rose’s 
opinion is highly valued in decid- 
ing what to purchase outside, 
because of his ability to analyze 
the cost factors related to each 
particular make-or-buy situation. 

“Often it’s cheaper to get out- 
side fabrication done by a com- 
pany that specializes in a product 
than for us to do it,” he asserts. 
“Also, it eases our storage prob- 
lem, frees our machinery for 
other work. 

“T’ve got a lot more ideas for 
future changes that I’m kicking 
around,” Mr. Rose says, “and you 
can be sure that all of them will 
stress simplification. Our organ- 
ization is growing and a lot of the 
information that some of us carry 
around in our heads is going to 
have to be put in the record 
somewhere. But I know this can 
be done and still have a simpli- 
fied company operation. There’s 
no reason for red tape.” 
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W HEN A BUYER knows his 
own commodities so well that 
vendors come to him as an au- 
thority, he can call himself a 
specialist. Buyers at the Quaker 
Oats Company easily qualify for 
this title. Five specialists have 
outstanding reputations for prod- 
uct knowledge inside and outside 
the company. They have built it 
by constant study and frequent 
research both in Quaker’s and in 
suppliers’ plants. 

Much of their success is due to 
the environment in which they 
work. Myron J. Aubineau, 
Quaker Oats Vice President in 
charge of purchasing believes that 
purchasing is a professional func- 
tion. “We don’t operate like many 
do,” says Mr. Aubineau, “glued 
to a desk, taking instructions from 
engineering and production. We 
cooperate with, but are not sub- 
ordinate to, other departments. 
Purchasing is free and independ- 
ent. It’s a channel through which 
ideas pass in and out of our com- 
pany. Our door is always open 
for ideas.” 

Guided by Aubineau, and Pur- 
chasing Manager Lee Thorp, the 
buyers have embarked on a crea- 
tive research program which their 
boss modestly terms a “good pur- 
chasing job”. But their substan- 
tial savings prove it’s more than 
just a modest job. 

The major buying job is done 
at Quaker’s central offices in Chi- 
cago. Plant requirements, except 
small miscellaneous items, are 
correlated in central purchasing. 
Each of the five buyer specialists 
there is responsible for a specific 
group of commodities. In each of 
the five commodity divisions two 
assistant buyers handle most of 
the details. Others take care of 
clerical functions. Buyer assis- 
tants and _ occasional trainees 
rotate on the various commodi- 
ties. But the buyers, because of 
their specialized training and 
knowledge, do not. 

Assistant buyers periodically go 
with buyer specialists on field 
research trips. Investigations in- 
volve machinery as well as ma- 
terials. 
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Purchasing Research— 


A Specialist Job 


Research invariably results in greater knowledge. 


Here’s how one company has encouraged research 


to gain more specialized purchasing know-how. 


By C. D. Francisco 


Purchasing “brainstorms” ideas for better package design. Left 
to right, Purchasing Manager Thorp, Buyer Specialist W. T. 
Gorton, V. P. Aubineau, Buyer Specialists McCue, Mrs. Roache, 


Jim Overholt, Bob Smith. 


Recently a serious problem 
with automatic wrapping ma- 
chinery was brought to Paul Mc- 
Cue, buyer specialist—packaging 
materials division. Coated stock 
paper was fouling the equipment. 
The easy answer would be to 
spend several thousand dollars 
and change the machinery. But 
McCue decided to solve the hard- 
er problem of changing the wrap- 
ping—harder because most wrap- 
pings, with the 
coated stock, either allowed mois- 


exception of 


ture to seep through into the 
food product, or were less at- 
tractive to the consumer. 

It took a year to do it, but 
McCue wouldn’t stop. He worked 
with engravers, printers, with his 
legal, traffic and packaging peo- 
ple. And he finally found the 
answer to the “unsolvable” prob- 
lem. He developed a process that 
permitted printing on soft-sheet 
machine finish paper. There were 
two important results: the equip- 
ment problem was eliminated, 
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The sales department requested a larger order form. In- 
stead of going to oversized paper, purchasing designed 
a new one using the back of a standard 84 x 11 sheet. 


and the new wrapper has made 
the product more saleable. 

Not all purchasing research 
starts with problems brought to 
purchasing by some other depart- 
ment. Buyer specialists are al- 
ways alert to change things that 
just don’t make good sense. Mrs. 
Emily Lane Roache, who heads 
the printed forms and stationery 
division, was asked to increase 
the size of the sales order form 
there wasn’t room to 
numerous order items. 
The extra cost of buying a larger, 
non-standard form didn’t make 
good sense to Mrs. Roache. So 
she simply set about designing a 
completely new form which uses 
both sides of a standard 84” x 
11” paper size. 

Another time, when it was felt 
that sales and payroll checks were 
outdated, Mrs. Roche decided that 
there must be some kind of paper 
that was as useable, but less 
pensive than bank paper. 
Working with accounting and 
with several suppliers, she devel- 


because 
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ex- 
note 


Jury 7, 1958 


oped a combination wrapping pa- 
per and bank note paper which is 
just as functional, just as attrac- 
tive, and is less costly. Purchas- 
ing spearheaded the use of paper 
tape on containers formerly sealed 
with more expensive cloth tape. 


The change lightened the pack- 
age by two ounces. The savings 
in freight costs in shipping thou- 
sands of these jars is adding up 
to a tidy sum. They put $200,000 
in the till just by changing an 
overlapping flap to a flush-edge 
flap on a container of oats. 

Sometimes they go right to 
where their products are sold to 
get ideas. Purchasing Manager 
Lee Thorp points with pride to a 
new twenty-pound container for 
dog biscuits. A built-in handle on 
the container will make easier 
“handl-ing” for shipper and cus- 
tomer. Trips to supermarkets gave 
them the answers to the handling 
problems. And while they were 
there, they noticed that most 
packages were opened with a 
knife—time consuming and haz- 
ardous. New-designed Quaker 
Oats packages will have an easy 
opener. 

The purchasing people at 
Quaker won’t take all the credit 
for the savings that have resulted 
from purchasing research. They’re 
quick to admit that these things 
couldn’t have been accomplished 
without the cooperation and con- 
tribution of the other depart- 
ments, and their suppliers. They 
prefer to express themselves as 
working for the Quaker Oats 
Company. Each goal is a purchas- 
ing goal, but the main objective 
is a better company. 
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The minute he heard of a new development in packaging ma- 
chinery, Buyer Specialist Bob Smith was on his way to manu- 
facturer’s plant to see it perform. 





The Goutract Trouble Makers— 
“Or Equal” and “Or Equivalent” 


The courts aren’t consistent in their interpretation of the words 
“or equal” and “or equivalent.” When you're faced with a 
contract with these words, your best bet is to know how the 
courts have interpreted the words in similar contracts. 


By Albert Woodruff Gray 


I N A SPEECH Theodore Roose- 
velt once said, “One of our de- 
fects as a nation is a tendency to 
use what have been called ‘weasel 
words.’ When a weasel sucks an 
egg, the meat is sucked out of the 
egg; and if you use a ‘weasel 
word’ after another there is noth- 
ing left of the other.” 

No more accurate description 
could be given of the effect of the 
phrases, “or equal” and “or 
equivalent” in a purchase con- 
tract. An agreement that by its 
very clarity would be free of con- 
troversy or lawsuit, bogs down 
into a morass of misunderstand- 
ings and litigation upon the in- 
jection of such a phrase. 


In Specifications 


In New Jersey recently the 
Borough of Longport advertised 
in a water system project, for bids 


with the specification, “Work To 
Be Done: Work to be done in- 
cludes the construction of a gravel 
filter well unit, Layne type or 
equal, complete with pumping 
equipment and axillary engine 
drive having a guaranteed mini- 
mum capacity of not less than 
700 GPM against a surface pres- 
sure of not in excess of 25 feet...” 
The only bid submitted was by 
the Layne-New York Company 
to which the contract was award- 
ed. 

Shortly after the award a tax- 
payers’ proceedings was brought 
for a review of the acts of the 
borough’s commission in exclud- 
ing by this specification the bids 
of competitors of that company. 
In a denial by the court of this 
application for a review, it was 
said, 


Are you kidding. The contract said 
‘you'd provide two men or the equivalent. 


THE WORDS "OR EQUIVALENT "IN A CONTRACT 
OFTEN CAUSE CONFUSION. AND IT'S HARD TO SAY HOW THE 
COURTS WILL INTERPRET SUCH A PHRASE. 


“It would seem that a careful 
reading of the above quoted por- 
tion of the specifications does not 
preclude competitive bidding so 
as to bar any bid except that of 
the Layne-New York Company. 
Albeit the specifications call for 
a ‘Layne type’ gravel filter well 
unit, provision is therein made 
for other types of equipment by 
the use of the words ‘or equal.’ 
To hold otherwise would be to do 
violence to plain and simple Eng- 
lish.” 


Similar Situation 


While in its interpretation of 
these specifications the New 
Jersey court held it would do 
violence to the language to re- 
strict the bids to a filter of this 
particular manufacture, in a simi- 
lar situation a Louisiana court 
held otherwise. 

Specifications for bids for the 
installation of a ventilating system 
in a municipal auditorium in New 
Orleans provided, “In each of the 
fan rooms it is required at times 
to use all fresh air or all recircu- 
lated air or a mixture. The con- 
tractor is to furnish and install 
properly Johnson Service Com- 
pany or equal hand controlled 
dampers where marked and of a 
type that can be locked in any 
position they are set so that the 
right mixture of air can be ob- 
tained.” 

In the installation of these 
dampers however, the contractor 
contended that it had a right un- 
der this specification, to substitute 
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dampers of its own manufacture. 
This the architect refused to ap- 
prove irrespective of such damp- 
ers being an equivalent in quality 
to the Johnson dampers. In the 
payment to the contractor the in- 
stallation cost of the Johnson 
dampers was deducted. To re- 
cover this deduction which he 
claimed was an unpaid balance on 
his contract, the contractor sued. 

The conclusion of the Missis- 
sippi court in the interpretation 
of the “or equal” phrase in this 
instance was a direct contradic- 
tion to that made by the New 
Jersey Supreme Court. 


Conflicting Definitions 

“When the owner was apprized 
of the contractor’s intention not 
to install Johnson dampers but 
those of its own design and con- 
struction, the owner was within 
its rights in objecting and insist- 
ing that the Johnson dampers 
which had been specified by the 
contractor in its bid and had been 
approved by the architect, be 
used.” 

In support of the contractor’s 
contention that under this “or 
equal” clause it had the right to 
install the substitute dampers, 
reference was made to a decision 
by a State of Washington court. 
There a construction contract pro- 
vided, “All sidewalk lights to be 
3 x 3” reflecting prism lens set in 
cement; all frames to be what is 
known as bar-lock construction. 
All joints must be made and 
guaranteed water tight. These 
lights shall be of the W. B. Jack- 
son make, or equal, and shall be 
constructed to carry a safe load 
of 350+ per sq. ft.” 


Seller's Option 


When this contractor offered to 
put in prism lights equal to those 
specified in this contract he was 
met by the objection of the archi- 
tect. However he installed the 
lights as specified by the architect 
and then sued for the difference 
between the value of the lights 
he had installed and those he had 
offered. 

“No doubt,” said the Washing- 
ton court in sustaining the con- 
tractor’s contention, “the contrac- 
tor could have very properly put 
in lights equal to the W. B. Jack- 
son lights and recovered on his 
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contract by showing that the 
architect’s objections thereto were 
arbitrary and not in the exercise 
an independent and honest 
judgment, but this was not their 
only remedy. They were justified 
in obeying the architect’s instruc- 
tions and in seeking to recover 
for the loss sustained thereby. Nor 
can we agree that the owner’s 
interpretation of this clause in 
the specifications is correct. 

“Manifestly the contractor was 
given the option either to put in 
W. B. Jackson lights or lights 
equal to the W. B. Jackson lights; 
and this being so the installation 
of either would be a compliance 
with the contract.” 

In repeated instances where 
these weasel words have been 
employed they have added only 
confusion to the understanding of 
the contract and not only taken 
from it even the definiteness it 
had but left chaos and confusion 
as a consequence. 


of 


Meaning Uncertain 


In an assignment made in Texas 
for the benefit of creditors it was 
provided “that so soon as said 
inventory is complete the said 
Frederick Muller, as such trustee 
aforesaid, shall thereafter with all 
reasonable dispatch proceed to 
sell and dispose of said goods, 
wares and merchandise and furni- 
ture and collect said book ac- 
counts and bills receivable, con- 
verting the same into cash or its 
equivalent.” 

In its unguided effort to in- 
terpret this phrase as it was used 


But this hen 
lays golden eggs. 


here the Texas court said, “It 
may be doubted if this can be 
conceded to empower the assignee 
to sell for anything but money. 
The meaning of the provision is 
not clear. It is not easy to con- 
ceive what is intended to be em- 
braced by the use of the words 
‘its equivalent’ but to be equiva- 
lent to cash must be something 
commercially as good as cash or, 
as we take it, something that 
could readily be converted into 
cash at a fixed price.” 


Lawful Funds 


In another action in that state 
a promissory note was interposed 
as a counterclaim, which pro- 
vided, “On or before the first day 
of December next we, or either 
of us, promise to pay John D. 
Swain or bearer the sum of four 
hundred dollars, lawful funds of 
the United States, or its equiva- 
lent.” 

In its decision of an appeal from 
a judgment refusing to allow this 
note as a counterclaim and assert- 
ing it to be for an uncertain sum, 
the Supreme Court of that state 
said, 

“The note calls for four hun- 
dred dollars, lawful funds of the 
United States. What is the plain 
meaning of ‘lawful funds?’ Gold 
and silver is the only lawful ten- 
der in the United States. It must 
therefore mean payment in gold 
or silver. By equivalent the 
parties must have meant such 
paper currency as passed at par 
with gold and silver. This alterna- 
tive of an equivalent would per- 


The contract 
said gold or it's 
equivalent. And 
that hen 

isn't equivalent. 





SOME COURTS HAVE STATED THAT WHEN THE WORDS 


"OR EQUIVALENT" ARE USED 


IN A CONTRACT,THE DECISION 


AS TO WHAT IS EQUIVALENT IS THE SELLER'S. 





haps restrain the negotiability and 
destroy the mercantile character 
of the paper so that it could not 
pass by delivery and the holder 
might not maintain a suit in his 
own name on it at common law.” 
Many years later a suit was 
brought in Alabama on a note in 
which the maker promised to pay 
gold or its equivalent” $1,- 
905.24. “In this case the debtor 
had the right to pay in gold or 
its equivalent,” said the court. 
“This must mean that the obliga- 
tion of the contract might be dis- 
charged in something having the 
character of dollars. The promise 
was to pay dollars. Then the 
equivalent intended must have 
been an equivalent in dollars 
which are a legal tender in pay- 
ment of debts, that is legal tender 
treasury notes of the United 
States, except gold or silver coin, 
which latter is legally classed 
with gold.” 


Seller Satisfaction 


Still another interpretation of 
this illusive phrase was made by 
a North Carolina court in a suit 
for the breach of a purchase con- 
tract. Under an agreement for 
the sale of logs to be delivered 
at the rate of 10,000 feet per day 
the buyer contracted to pay $5.00 
per thousand feet “in cash or its 
equivalent.” 

At the end of four months 
drafts of a custumer of the buyer 
were offered in payment under 
this contract provision of cash or 
its equivalent. These the sellers 
refused to accept. When this suit 
was brought against them by the 
purchaser for what was claimed 
to be a breach of contract in fail- 
ing to continue the deliveries, the 
sellers contended that the agree- 
ment to pay in cash or its equiva- 
lent was not met by transferring 
to them drafts of the purchaser’s 
customers. 

Another interpretation of the 
phrase “or its equivalent” was 
made in the decision of that law- 
suit, that what should be the 
equivalent of cash was for the 
decision of the sellers. “To be 
paid in cash or its equivalent 
without further explanation, 
would mean anything besides 
money that the sellers might 
agree to take, as they agreed to 
take and did take a note and 
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mortgage or drafts on this cus- 
tomer. But there is nothing in 
the written contract fixing this 
or anything else as the equivalent 
of cash.” 

Many years ago a contract that 
ultimately came before’ the 
United States Supreme Court for 
interpretation, provided for the 
transportation and delivery of 
3,700 barrels of subsistence stores 
from Cincinnati to St. Louis by 
boat, with the stipulation, “one 
half whereof is to be paid on the 
delivery of said stores at St. Louis 
in specie funds or their equivalent 
and the other half in Cincinnati 
in the paper of banks current 
therein at the period of delivery 
of such stores at St. Louis.” To 
this had been added, “It is un- 
derstood that the payment to be 
made in Cincinnati is to be made 
in the paper of the Miami Export- 
ing Company, or its equivalent.” 

Suit was-later brought against 
this consignee by the steamboat 
owner who transported this mer- 
chandise, for a recovery of pay- 
ment under this contract pro- 
vision for payment in specie for 
one half of the shipment and in 
the paper of the Miami Exporting 
Company for the other half and 
in each instance with the alterna- 
tive “or its equivalent.” 

Of the application of this phrase 
to the payment in the paper of 
the Miami Exporting Company or 
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its equivalent the Supreme Court 
said, “The notes of the Miami Ex- 
porting Company in which by 
contract the payment was to be 
made, or other notes of equal 
value, were not worth more in 
specie than 66-2/3 per cent. The 
express provisions of the contract 
show that a payment at Cincin- 
nati was not to have been made 
in specie or what was the equiva- 
lent of specie. 


Equal Value 


“The notes of the Miami Ex- 
porting Company were substi- 
tuted by the parties as the stand- 
ard of value which should dis- 
charge this part of the contract 
and the payment of these notes 
or any others of equal value was 
all that the carrier had the right 
to demand. The notes of the 
Miami Exporting Company pur- 
ported to be money and may, to 
some extent, at that time, have 
circulated as such in business 
transactions but it is manifest that 
they were not considered as 
money by the parties to this con- 
tract but as a commodity, the 
value of which was to be ascer- 
tained by the amount of specie 
it would bring in the market. 

“And if it should not be con- 
venient for the consignee to make 
payment in these notes he was 
permitted to make it by the con- 
tract, in any other depreciated 
notes of equal value. Had these 
notes been equal to specie on the 
day of payment the consignee was 
bound to pay them or what was 
their equivalent value. If they 
had depreciated to fifty cents in 
the dollar the steamboat owner 
was bound to receive them in dis- 
charge of the covenant. 

“Each party incurred a risk in 
the fluctuations of the value of 
the notes specified and nothing 
could be more unjust or more 
opposed to the spirit and letter 
of the contract than to require 
the consignee to pay in specie the 
nominal value of these notes.” 

No better characterization of 
these words and their confused 
interpretations by the courts of 
the country could be made than 
the famous sentence of Henry 
Brooks Adams, “No one means 
all he says and yet very few say 
all they mean, for words are 
slippery and thought is viscous.” 
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makes any 
packaging job 
easier to handle 


STERLING SUPREME and TROJAN IMPERIAL GUMMED TAPES... 
PERFECT FOR ALL YOUR PACKAGING NEEDS! 


Take all the fight out of hard-to-handle cartons and boxes. Use the right Sterling or 
Trojan tape! They’re all made to strict specifications from top-quality kraft and adhe- 
sives. Flexibility and pliability are built in. Result: faster production, less effort, lower 
cost. In addition to the super-standard Sterling Supreme and popular-priced Trojan 
Imperial line, a large selection of special purpose tapes is available. Talk to your local 
paper merchant who distributes Sterling and Trojan. He’s your dependable source of GUMMED 
supply for all your paper and gummed tape requirements . . . he’ll give you all the facts 

and figures—and fast service! as 


The Gummed Products Company 


Troy, Ohio * Subsidiary of St. Regis Paper Company 
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How to Help the 
Materials Handling Engineer 


By John R. MacLean, 


Purchasing Agent, Union Carbide Corporation, New York 


l HE MATERIALS handling 
field is perhaps one of the most 
dynamic areas of cost reduction 
and progress in industry today. 
This field has become so impor- 
tant that most companies with 
- handling problems have materials 
handling engineers to solve them. 

Materials handling has become 
a specialty in itself. And as in 
other areas of a technical nature, 
there is a decision to be made as 
to the purchasing responsibilities 
of the materials handling engineer 
and the purchasing agent of the 
company. 

At Union Carbide Corporation 
we have approached this problem 
in the purchasing department by 
first asking ourselves the ques- 
tion, “What help can purchasing 
people be to the materials han- 
dling engineer?” 

The primary contribution and 
function of the purchasing agent 
to the materials handling engineer 
(and to his company) is to re- 
ceive the most value for money 
spent. ; 

e@ It is the purchasing depart- 
ment’s business to obtain, via bid- 
ding and negotiation, the best 
possible prices on the equipment 
purchased. If there are important 
variations in the physical or oper- 
ating characteristics of pieces of 
equipment, the purchasing agent 
must be able to determine which 
bid offers the best value. 

e The materials handling en- 
gineer should feel free to go to 
the purchasing agent for infor- 
mation or to seek help from a 
potential supplier. It is purchas- 
ing’s job to obtain this informa- 
tion and help. 


e@ We worked on a job last 
year in which we needed data on 
the pros and cons of single vs. 
double liftomatic grabs on a fork 
truck. A significant part of our 
layout of storage conveyors de- 
pended on the solution of this 
question. We could not afford trial 
and error! 

We went to a major supplier 
with our problem and asked for 
assistance. They had no guaran- 
tee that their truck would even- 
tually be purchased in this opera- 
tion, but they were willing to 
help. They came up with a set of 
predetermined time values which 
enabled us to solve this problem 
and complete the layout. 

e@ Another way that a project 
may benefit by cooperation with 
the purchasing department is 
from the technical help of the 
purchasing people. It is often 
quite helpful to have a man, fre- 
quently with the same back- 
ground, take an objective look at 
the project. 

One of our division companies 
was attempting to obtain an al- 
most automated drum handling 
line. The project engineer design- 
ing the facility had some excel- 
lent ideas for this system, but he 
was not absolutely sure that they 
would work since they had never 
been tried. 

We sent a request for quota- 
tion on a “bid for this system or a 
better one” basis. Out of five ven- 
dors, four bid the system accord- 
ing to the specs. One supplier bid 
a slightly improved system. The 
project engineer and purchasing 
analyzed bids, discussed the sug- 
gestion made by the vendor and 


came up with an excellent layout. 

Four of the vendors requoted 
on the basis of the improved lay- 
out. When final bids were tabu- 
lated, we found that the con- 
tributing vendor and one other 
were almost equal in price. Natu- 
rally, the order was placed with 
the vendor who had given en- 
gineering assistance. 

Had the materials handling en- 
gineer attempted to do this same 
thing by calling in a single sup- 
plier before he discussed the proj- 
ect with purchasing, two things 
might have happened. 

a) He would have had the 
possibility of help from only one 
company instead of from five. 

b) The cost of the job prob- 
ably would have been higher 
since that one supplier would 
have known he had no competi- 
tion. 

e@ Suppliers should be an im- 
portant source of assistance on a 
project. They know the advan- 
tages and liabilities of their equip- 
ment better than anyone. Pur- 
chasing should, therefore, make 
all possible use of their knowledge 
in the engineering of new proj- 
ects. 

If we go to a supplier with a 
detailed specification on an elabo- 
rate conveyor system including 
material transfers, and he bids 
those exact specifications, and the 
system does not work correctly, 
we cannot hold him at fault. If, 
however, during the course of 
the negotiations, we ask him to 
guarantee .ihat the system will 
work as we want it to, we will 
really gain engineering value 

(Please turn to page 96) 
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Ss Coe your industry 


in product quality and value.... 


follow the trend to... 


pov 


mill products 


bearing this trademark 


If you are planning a new product, let 
Scovill Technical Service help you se- 
lect the proper alloy, temper, finish, etc., 
to bring out the BEST in it... 


SCOVILL MANUFACTURING COMPANY 
MILL PRODUCTS DIVISION 

99 MILL ST., WATERBURY 20, CONN. 
PHONE PLAZA 4-1171 
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“Ninety-nine times out of a hundred, fabricators who pride themselves on smooth-running 
and profitable operations give a large share of the credit to the mill products they use. 


“For example, every working day we roll miles of strip through this mill. Any 
significant variation of any kind in the metal would eventually 
show up as a variation in performance on the fabricator's production line. 


“That's why at Scovill every experienced worker, every ultra-modern machine and method, 
is dedicated to maintaining an exceptional standard of uniformity in our Mill Products... 
to safeguard quality on your production line...to bring out the BEST in your products.” 


Howard R. Kraft, Rolling Mill Superintendent 
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SCOVILL 
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Scovill Manufacturing Company, Mill Products Division, 99 Mill St., Waterbury 20, Conn. Phone Plaza 4-1171. 





; 


Here Knowledge Counts... 


In a chess game, it’s knowledge that pays 
off. And, when it comes to motors for 





appliance and equipment manufacturers, 
Emerson-Electric’s team of skilled special- 
ists (more than 100 engineers!) is ready to 
go to work for you now... with knowledge 
that pays off in your profit column. 


Remember .. . 


® Emerson-Electric produces custom -engi- 
neered motors to meet your specific needs. 


® For more than 65 years, Emerson-Electric 
has been solving problems /ike yours. 


Put this special knowledge 
to work for you! Call, wire 
or write Dept. M-321 today 
The Emerson Electric Mfg. 
Co., St. Louis 21, Mo. 


EMERSON-ELECTRIC of St.Louis - Since 1890 
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MOVING TIP FOR PURCHASING AGENTS: 


Mayflower Master Movers Bring 





Peace of Mind to Transferring Families 


Any job can be done better, quicker, more efficiently by men who are 
carefully trained. That’s the way it is with long-distance moving, too. 
And that’s why Mayflower Service is easier for your personnel trans- 
fers and safer for their furniture. Mayflower movers are “Masters of 
Moving,” graduates of the world’s first and finest Movers’ School. There 
they are taught by experts, and learn-by-doing the safest methods of 
handling furniture and breakables . . . everything it takes to assure 
delivery in the same condition the goods were received! This kind of 
service lets key men of yours concentrate on their work in their new 
location, undistracted by moving problems. So call Mayflower next time! 
You'll get trained, careful men using the finest materials and equipment. 


— 


ve Mayf lowerg 


WORLD-WIDE MOVERS 


\ERO MAYFLOWER TRANSIT COMPANY, INC. + INDIANAPOLIS 
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(Continued from page 92) 


from him. These are among the 
areas where the _ technically 
trained purchasing agent can be 
of valuable assistance. 

@ One of the major problems 
that equipment purchasing agents 
face is “loaded specifications”— 
specifications so written that the 
purchasing man has only one 
possible choice. When an engineer 
requisitions a roller conveyor and 
specifies 2.0001” rollers, he may 
in reality limit the quotation to 
one vendor. 

We firmly believe that the key 
to the continued success of the 
materials function; the continued 
success of the cost reduction 
achieved through materials han- 
dling is the creation of a team 
relationship with the supplier, 
and purchasing agent. By han- 
dling the job in this fashion all 
members of the team are en- 
couraged to work together on the 
engineer’s problems for the great- 
er benefit of all. 





Plant Drinking Water 
at Convenient Spot 


No longer is it necessary to in- 
stall floor coolers in areas of a 
plant where they are subject to 
damage from materials handling 
equipment. A cooling unit has 
been developed to supply refrig- 
erated drinking water from an 
overhead, out-of-the-way position. 
It is economical to install. It can 

(Please turn to page 100) 
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dependable source for retaining rings * 


6 Reasons why Waldes Truarc is your 


xe 





Series 5000 


internal 


Series 5100 
external 


Series 5008 
inverted internal 


Series 5108 


inverted external 


Series 5001 


bowed internal 


Series 5101 
bowed external 





Series 5002 
beveled internal 


Series 5102 
beveled external 


Series 5103 


crescent 


G 


Series 5131 
bowed E-ring 


G 


Series 5133 
E-ring 


Series 5139 
locking prong 





Series 5555 
grip ring 


Series 5107 
interlocking 


Series 5005 
self-locking internal 


O 


Series 5105 
self-locking external 


& 


Series 5300 
triangular nut 


Series 5305 
triangular self-locking 





Series 5400 A 
special purpose 


Series 5104 
special purpose 


Series 5500-31 
special purpose 


QD 


Series 5500-96 
special purpose 


G 


Series 5504 
special purpose 


Series 5505 
special purpose 























WHATEVER YOU MAKE, THERE’S A WALDES TRUARC RING 
DESIGNED TO SAVE YOU MATERIAL, MACHINING AND LABOR COSTS 








COMPLETE SELECTION—All your retaining ring requirements 
can be obtained from this one dependable source. Waldes 
Truarc rings are available in 36 functionally different types... 
@s many as 97 standard sizes within a ring type...5 metal 
specifications and 14 different finishes. 


MANUFACTURING EXPERIENCE—Waldes Truarc pioneered 
precision retaining rings. Truarc Rings have been standardized 
by leading U. S. industries and Government agencies. Waldes 
Kohinoor, Inc. has over 50-years experience in inventing, de- 
veloping, and manufactusing precision fasteners. 


QUALITY CONTROL—Every step in the manufacture of Waldes 
Truarc rings—from engineering and raw materials through to 
the finished product—is carefully controlled and tested in our 
own modern plant. Truarc standards are the highest in the 
industry—your guarantee of consistent, uniform quality. 


WALDES TRYARR 


DESIGN SERVICE—For help in designing new products or in 
refining present designs, send your blueprints to Waldes Truarc 
engineers. Whether your product requires standard or custom- 
designed rings, these experts are ready to help you. They will 
also design special assembly jigs and fixtures—or even help 
you set up an automation assembly operation. 


FIELD ENGINEERING SERVICE—More than 30 engineering- 
minded factory representatives and 700 field men are avail- 
able to you on call! This engineering service can prove invalu- 
able in helping you to solve design, assembly and productien 
problems. 


DISTRIBUTION—Truorc rings are available from leading OEM 
Distributors in 90 stocking points throughout the United States 
and Canada. 


WALDES KOHINOOR, INC. 


WALDES TRUARC Retaining Rings, Grooving Tools, Pliers, Applicators and Dispensers are protected by one or more of the following 
U. S. Patents: 2,382,948; 2,411,426; 2,411,761; 2,416,852; 2,420,921; 2,428,341; 2,439,785; 2,441,846; 2,455,165; 2,483,379; 
2,483,380; 2,483,383; 2,487,802; 2,487,803; 2,491,306; 2,491,310; 2,509,081; 2,544,631; 2,546,616; 2,547,263; 2,558,704; 
2,574,034; 2,577,319; 2,595,787, and other U. S. Patents pending. Equal patent protection established in foreign countries. 
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industry’s chemicals: 


WHAT’S MAKING NEWS? 


Teday, more than ever, industrial progress depends on 
chemistry. But chemistry’s growth has been so rapid that top 
management finds it hard to keep up with important product 
developments—many of which have profitable applications in 
many businesses. This is the first in a series of news notes to 
give you facts about chemicals—the new ones and the more 
established ones—that may have dollars-and-cents meaning 


for your own operation. 


— 


NUMBER 


You may wish to check certain items in 
this advertisement and forward to 
those concerned in your own company. 


Route to: 











CHEMICAL “CLAW” INACTIVATES IMPURITIES 


Manvufacturers faced with 
problem of metallic ions in 
industrial liquids capitalize on 
unique properties of cost- 
saving chelates. 


Metallic impurities in water—long 
the plague of countless industries— 
met their match. The answer 
comes from an unusual, comparatively 
process called “chelation”. Its 
objective is the quick, economical 
inactivation of metal ions in water and 
other liquids used in manufacturing 
and processing. Its tools are a unique 
group of chemicals called “chelating 
’. Foremost among these are 

Versenol® and Versenex*, 
all products of Dow. 

The word “chelation” comes from 
the Greek xnAn (chele), meaning 
‘claw”. It’s an appropriate word, 

descriptive of chelating 
This action has been likened 
to a claw closing around and isolating 
metallic ions—rendering them as fully 
inactive as if they had been removed 
from the liquid. Like criminals in 
chains, they’re still there . . . but they 
can’t do any harm. 

Traditional methods of purifying 
liquids often prove far too costly for 
many industries and many applica- 
tions. In these cases, chelation is the 
perfect solution. 

We find chelation at work, for ex- 
ample, in the protection of products 
subject to hard water action. The bene- 
fit to liquid soap and shampoo manu- 
facturers is obvious. According to one 
manufacturer, “Versene in our 


have 


new 


agents . 
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action. 
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formula increases shelf life, prevents 
clouding, color change and insoluble 
soap formations, and increases lather- 
ing. It means better cleaning, too. Best 
of all, it keeps our product clear, 
attractive and saleable indefinitely.” 

The many different formulations of 
Versene, Versenol and Versenex—each 
for a specific use—have proved invalu- 
able to a number of industries. Exam- 
ples: In making rubber, Versene inhib- 
its copper and manganese ions which 
would cause cracking and rapid de- 
terioration. In dyeing textiles, Versene 
eliminates streaking and _ spotting 
caused by iron, calcium or magnesium 
ions in the dye. In cleaning boilers and 
heat exchangers, Versene can be the 
answer to difficult scale removal prob- 
lems for industry. 


There’s a medical potential, too. 
Use of chelates as decontaminants for 
radioactivity and in dissolving kidney 
stones and decalcifying bones is being 
studied. They have been credited with 
saving the life of a baby suffering from 
acute lead poisoning. 

Past performance of Versene, Ver- 
senol and Versenex is impressive but 
the best is yet to come. Chelation’s 
future seems limited only by the 
bounds of the imagination. 


New solvent: 
metals come clean... safely! 


ost manufacturers have to degrease 
M or clean metal occasionally, if 
only in typewriters. But plant safety is a 
priority concern of management and 


These three graduates contain: 1. Soft water and soap. 2. Hard water and soap. 3. Hard water 
and soap plus Versene. Foaming qualities of the first and third graduates are identical. 
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solvents often furrow brows. With one, 
the hazard is fire, with another toxic- 
ity. As a leading solvent producer, 
Dow put research teams to work de- 
veloping a solvent which presents 
neither hazard. When Chlorothene 
was introduced, another significant 
growth story began. The reason was 
simple. Chlorothene presents a sub- 
stantially lower fire hazard than petro- 
leum safety solvents commonly used. 
It has very low vapor toxicity. As a 
fast solvent for the cold cleaning of 
metals, it is a safety director's dream. 

Chlorothene now stands’ unchal- 
lenged for safety spray, dip, bucket 
and wipe cleaning of metals. It’s still 
quite new but is finding a place in 
more plants almost every day. 


Taking the fire hazard 
out of heat-transfer 


OWTHERM®@A is a heat-transfer 
D medium delivering high-tempera- 
ture, low-pressure, easily controlled 
heat. One food manufacturer reports 
“In frying quality potato chips, we felt 
we needed direct fire to provide even, 
pinpoint temperatures. Dowtherm 
proved us wrong. Now we have higher 
precision frying and yet we've taken 
the fire out of the frying pan . and 
out of the plant.” 

Management men concerned with 
safety in rubber, petroleum, chemical 
and other industries have made the 


] 


same happy discovery. 


rr rT FF FR 


Faster—safer—better. The adjectives 
for chemicals are many today. The prod- 
ucts are not all new but they're all 
good news to profit-conscious manage- 
ment. More particulars on products dis- 
cussed here can be obtained by writing 
Chemicals Sales Department 850D, THE 
DOW CHEMICAL COMPANY, Midland, Mich. 


*TRADEMARK OF THE DOW CHEMICAL COMPANY 


Dow chemicals 
basic to industry 


Glycols, Glycol Ethers 
Amines and Alkylene Oxides 
Benzene Derivatives 
Inorganic Chlorides 
Alkylenes and Halogens 
Solvents « Germicides 
Fungicides « Herbicides + Fumigants 
Hundreds of other Chemicals 
Plastics « Magnesium 


YOU CAN DEPEND ON 


For More 


Jury 7, 1958 


Other Dow chemicals of interest 


to the business community 


THESE ITEMS ARE 
WORTHY OF NOTE 


PENTACHLOROPHENOL 


Need a low cost warehouse? 
This one was built on penta- 
treated poles for $2.68 per 
square foot including wiring, 
sprinklers ond concrete floor. 
Penta-treated pole buildings 
are strong and wind resistant. 


GLYCERINE 


Price and supply of this im- 
portant commodity stabilized by 
Dow's production of three 
grades of synthetic glycerine— 
synthetic (industrial), USP, USP 
99.5%—all of unexcelled pur- 
ity, from two different plants. 


CALCIUM CHLORIDE 


Dowflake® and Peladow™ con- 
trol dust around construction 
sites. Contractors discover cal- 
cium chloride products from Dow 
not only lay dust and melt ice, 
but speed setting and strengthen 
structural concrete. 


DOWICIDE 


Rot and mold are top enemies 
of many materials. Dowicide® 
preservatives (germicides and 
fungicides) safeguard every- 
thing from textiles to liquid 
starches in supermarkets. Four- 
teen specific products available. 
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Make sure you get all these features... Preituitn 


specity GENERAL ELECTRIC | === 


utilize existing drinking fountains 


for supplying drinking water. 
Combining compact size with 
fmm , : ™~ 


— F- large capacity, the unit supplies 
=: — 16 gph of cooled water, while oc- 
errr To ANTI-SPLASH BASIN cupying 1634 square inches of 


space. The manufacturer is Sun- 


Anata. : 
Prevents ~ roc Corp., Div., RPC, Glen Riddle, 
splashing, <> a 

selatting of NN Se | CS: 

= onaye ell hs, ee Write No. 19 on Inquiry Card—Page 32 





Stainless steel— 
easy to clean. 


yy Positioner Increases 
NI@ MC] ~1@) —) ae —) 3 By ta Weldment Production 


i8 a4q4ar 
Full width design 43 “oo. 
permits water j ae” 
control from any -, 
point in front . \ 4 
of cooler. Special -” « Se 
design prevents : ” 

‘ed shoes, : 
stubbed toes. > ~~ 


TEMPERATURE DIAL 


~ 


Just dial the water | a 
mnorewee ree = A welding positioner, with a 
sey settings le capacity of 100 lb, has been de- 
© wide = A # 

selection. = veloped for increasing small weld- 
ment production. It is adaptable 

to either manual or automatic 
PLUS welding. The turntable, provided 
with a manual tilt device, is 12” 
in diameter. It is carried on anti- 
® ADJUSTABLE BUBBLER friction bearings. Five speed 
@ HANDSOME STYLING ae ranges are available. The 0 to 
@ SPACE-SAVING DESIGN 1.41 is for manual welding of 


@ 5-YEAR PROTECTION PLAN steel or low-speed aluminum 
welding. Speed ranges from 0 to 


How many water coolers 10.5 are for high-speed automatic 
do you need and where should welding. For increased operator 


ffici , iti b 
they be located for best results? Seay, ee ee te 


equipped with auxiliary foot con- 
G-E Water Coolers are available in 14 differ- trol. Raco Engineering Service, 
‘ ae : 2116 Chestnut Ave., Alhambra, 
ent models with capacities from 2.85 to 21.5 Rat cepa y 
' Calif., is the manufacturer. 
gallons per hour. Call your local G-E W ater Write No. 20 on Inquiry Cord—Page 32 
Cooler dealer or write to General Electric Co., 


Air Conditioning Department, 5 Lawrence Three-Way Die Handler 
Street, Bloomfield, New Jersey. 


ASK ABOUT Hot ond 
Cold Combinations, 
pressure ond bottle 
types—also refrigercted 
compartment models. 


EWERAL @ ELectRIC 


Progress /s Our Most Important Product 


A device is now in production 
G = N 3 r A L F LE CT 4 | C that permits both end and side 
loading of 40,000 Ib dies. Hy- 

(Please turn to page 102) 





In Canada, Canadian General Electric Co., Ltd., Montreal 


For More information Write No. 210 on Inquiry Card—Page 32 
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ALONG THE WAY... OF TWA _ 








” ASSENIELY SEINICGE 


MO LTIPLIES SAVINGS ! 





{eed 
Den SEPARATE SHIPMENTS 
OF ELECTRONIC COMPONENTS 
BRINGS GREAT BULK-RATE SAVINGS 
7O RADIO CORPORATION OF AMERICA! 
THATS THRIFTY TWA AIR FREIGHT 
ASSEMBLY : SERVICE / 


MANY WEST COAST RCA SUPPLIERS 
DELIVER INDIVIDUAL CONSIGNMENTS 
TO TWA FOR AIR FREIGHT DELIVERY 
IN NEW JERSEY... SHIPMENTS 
RECEIVED ON THE WEST COAST 
DURING A SINGLE DAY ARE RATED 
AS ONE CONSIGNMENT! 





Worat WEIGHT MAKES ONE HIGHER -WEIGHT, LOWER-RATE UNIT... WITH 
ONE WAYBILL ... ONE DELIVERY TO KEEP RCA’S CAMDEN ASSEMBLY LINES 
ROLLING ON SCHEDULE / 


SHIP AT LOW SPECIFIC COMMODITY RATED ... 


SHIP TWA AIR FREIGHT! 


— 
A - 


COMPLETE DOOR-TO-DOOR SERVICE — 


SHIP YOUR AIR FREIGHT ON TWA JETSTREAM™ 


ANS SUPER CONSTELLATION FLIGHTS...FOR FAST, 
ON-SCHEDULE DELIVERY THROUGHOUT THE U.S. AND OVERSEAS / 


= @h YOUR NEAREST TWA OFFICE TODAY...OR WRITE TO: 





TWA AIR FREIGHT, 38O MADISON AVENUE, New YORK 17, N.Y. 


All TWA Flights carty Air Mail, 
Air Freight and — -/N THE THs UNITED <_ Air Express TWA 


sJetstream is @ service mark owned ¢ ively by TWA. Al treams equipped h rada d <hrophased propeller 
TRANS WORLD AIRLINES 
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facts to consider when you're buying 


WOVEN WIRE 
CONVEVOR BELTS 

‘ rey =; 

foto) mal Telelel-w -J-Lefot 1 -t-)] fe; 


DIRECT FACTORY REPRESENTATIVES Your Cambridge 
Sales Engineer is a specialist in woven wire belts—he can 
give you precise recommendations on belt or conveyor 
designs with a view toward providing you with the most 
economical belt consistent with long life and maintenance- 
free service. 


A WIDE RANGE OF BELTS-——9 basic weaves, any size or 
mesh. For processes involving high temperatures or acids, 
we'll furnish belts in any metal or alloy required. We’ll 
also supply raised edges and any standard or specially 
designed surface attachments. 


QUALITY MATERIALS AND WORKMANSHIP Materials 
purchased from dependable suppliers, skilled factory men 
and the latest in machinery and fabrication techniques 
assure you of a better belt that will give longer service 
with a minimum of maintenance. Every Cambridge belt 
has smooth, uniform welds, accurate mesh count, exact 
mesh size. 


SERVICE AND ENGINEERING LEADERSHIP — With the 
vast background of experience gained from years of 
service, our engineers and designers can design belt con- 
structions best suited for special or new applications 
as they arise. ; 


THE MOST COMPLETE REFERENCE MANUAL IN THE INDUSTRY—A 
partial list of contents includes: illustrations and descriptions of typical 
belt applications, flow sheets for automated processing, a complete 
section on metals and alloys, recommendations on selecting, installing 
and operating woven wire belts, illustrations, descriptions and metal- 
lurgical data on the various weaves, constructional features and examples 
of conveyor designs. For copy of this helpful book, simply write us direct. 


For full details on how Cambridge can help you cut costs, maintain high product uni- 
formity and increase production with ti pr ing on Cambridge Woven 
Wire Conveyor Belts, talk to your Cambridge FIELD) ENGINEER soon. He's listed in the 
phone book under “BELTING, MECHANICAL". 


The Cambridge Wire Cloth Co. 





Department AK 
Cambridge 7, 


Maryland 
PRINCIPAL INDUSTRIAL CITIES 


For More Information Write No. 212 on Inquiry Card-—Page 32 
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(Continued from page 100) 


draulically actuated hooks oper- 
ate 12” beyond end of the plat- 
form. They have 112” of travel 
altogether. By eliminating 
winches, hydraulic rams are now 
used to pull dies onto the truck’s 
bed. Use of rams with a travel 
speed of 8 to 10 fpm reduces 
loading time and length of truck. 
This enables it to maneuver in 
127” intersecting aisles. Bed of 
platform is 27” from floor. It can 
be raised to 62”. Manufacturer of 
die handler is Automatic Trans- 
portation Co., 149 W. 87th St., 
Chicago 20, IL 

Write No. 21 on Inquiry Card—Page 32 


Cold Forging Bolt 
Doubles Fatigue Life 


Large-diameter threaded fas- 
teners that have been completely 
cold forged are now available. 
Their tensile strength is 12% bet- 
ter than that of bolts made by 
conventional techniques. Their 
related static physical properties 
are also superior. Dimensions of 
the cold forged head cap screws 
and bolts are %” through 1%” 
diam and up to 10” long. In dy- 
namic fatigue tests, bolts made 
by this technique lasted 60,000 
cycles against 31,500 for hot- 
forged bolts and 32,000 for ma- 
chined bolts. The manufacturer 
is Cleveland Cap Screw Co., 4444 
Lee Rd., Cleveland 28, Ohio. 

Write No. 22 on Inquiry Card—Page 32 
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“A girl has to think about Magnet Wire 


and specifications and things....” 


** ..1 mean, really! Maybe you think that’s 
too deep for an average housewife like me. But 
let me ask you, who’s got the most to lose if 
magnet wire doesn’t have the proper dielectric 
strength? Yours truly, that’s who! Who suffers 
if the temperature and abrasion resistance isn’t 
up there? Who but us, with all our appliances? 

“T just wish we housewives could pick the 


magnet wire that g notors and coils 


of every one of these things. | mean, really! 
Because I'd pick Roebling Magnet Wire. It’s 
always way higher than the NEMA Specifications. 
And if you think that’s not important to a girl...!” 
Electrical Wire Division, John A. Roebling’s Sons 
Corporation, Trenton 2, N. J. 


ROEBLING é) 


Branch Offices in Principal Cities —”. 
Subsidiary of The Colorado Fuel and Iron Corporation CF] 





E HOPPER 
SHOE OUTLETS FOR arRSLIDES 


MAIN AIRSLIOE ALONG WHARF 





WRSLIDE T 
MECHANICAL ELEWATOR 


whHarr TOWER 











This drawing shows the ship-loading system employed by Alcan of Canada 
at Port Alfred. Alumina is delivered by hopper-bottom railroad cars at 
a siding that terminates in an unloading shed at the base of two storage 
silos. The contents of the cars are discharged into an underground hopper 
(A), the bottom of which consists of an open type Airslide, which connects 
with a 12-in. enclosed type Airslide. The material is then routed to a 
118-ft. Fuller-Kinyon Fluidized Air Lift (B), leading to a disengaging box 
(C) atop the Lift. Airslides deliver alumina to either silo. 


When a ship is readied for loading, alumina is drawn from the silos by 
open type Airslides and transported by means of 16-inch Airslides (D) 


a to a belt, which delivers to a surge hopper (E) feeding the 400-ft. long 
Here s how Airslide for conveying to the ship. Air for the operation of the Fuller- 


ALCAN red uces ship Kinyon Fluid Lift is supplied by a Fuller Rotary Compressor. 
loading time 50% 


»-. FULLER SYSTEM PAID FOR ITSELF IN WEEKS 











Expansion of The Aluminum Company of Canada’s pneu- These Airslides discharge the alumina directly into the hold 


+; 


c conveying system at Port Alfred, Quebec, has cut ship of the ship, eliminating the time-consuming shutdown during 


ading time of alumina by 50 percent. relocation of the bucket elevator and tower for delivery to 
Engineered and built by Fuller, this pneumatic conveying various holds. 


ystem has eliminated frequent interruptions in the loading J ’ : 
schedule and made possible big savings in handling cost. The This carefully planned system points out how Fuller’s more 
tial cost of the installation was absorbed within the first than 30 years of specialized experience in engineering and man- 
few weeks of operation! ufacturing pneumatic materials-handling equipment helped 
Additional equipment consists of two 35-ft. portable F-H another company save time and money. We would like to put 
\irslides® operating in tandem off of a main 19-in. Airslide our facilities to work for you, too. Write, giving us details of 
ling a distance of 400 feet along the roof of the wharf. your operations. 


FULLER COMPANY 
Fuller 100 Bridge St., Catasauqua, Pa. 


SUBSIDIARY OF GENERAL AMERICAN TRANSPORTATION CORPORATION 


- pioneers in harnessing AIR Birmingham e Chicago « Kansas City @ Los Angeles ¢ San Francisco @ Seattle 
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Wire Rope Combines 
Desirable Properties 


The herringbone construction 
of a wire rope adds the flexibility 
and abrasion-resistant properties 
of Lang lay rope to the structural 
stability of regular lay. The dual 
purpose effectiveness of the rope 
for a wide variety of jobs elimi- 
nates the expense of stocking two 
different types of rope. The tough 
and relatively large outer wires 
of Herringbone rope withstand 
friction resulting from continued 
contact with sheaves and other 
external objects. The smaller and 
highly flexible inner strands en- 
able the rope to withstand severe 
bending stresses. Herringbone 
rope is made by John A. 
Roebling’s Sons Corp., Trenton, 
N. J. 

Write No. 23 on Inquiry Card—Page 32 


Versatile Polyethylene 
Packaging Machine 


eT 


An automatic polyethylene 
packaging machine has been de- 
veloped to package almost any- 
thing within practical size limi- 
tations. For example, it packages 
with equal facility everything 
from shirts to shoes, automotive 
or electronic parts, meats, fruit 
and foods of all kinds and bulk 
or packaged chemicals. Operation 
is fully automatic. Weight of ma- 
terial to be packaged initiates the 
operating cycle that results in 
perfect hairline sealing. Its oper- 
ating speed results in low cost 
per package produced — cycling 
time can be as fast as 3,000 per 
hour. Machine was engineered by 
E. Z. Packaging Corp., 4850 W. 
Belmont Ave., Chicago 41, IIl. 


Write No. 24 on Inquiry Card—Page 32 
For More Information Write No. 214 

on Inquiry Card—Page 32 

Jury 7, 1958 








“OIONT OA ZOO GIVE YOUSE ORIVIN’ LESSONS ?” 


Our two friends are among the many who have dis- 
covered that Cyclone* Fence is virtually trespasser proof. 
For many years Cyclone Fence has been providing in- 
dustrial plants with superior protection against thieves 
and vandals. 

Cyclone Fence is strong, sturdy fence, with only the 
finest quality materials used in its construction. It is 
installed by Cyclone-trained experts who know just 
how to make sure that posts will stay straight, gates 
won’t drag and the fence will give years of trouble-free 


(iss) Cyclone Fence 


Cyclone Fence, American Stee! & Wire 
\our fenee Dept. 278, Rockefeller Bidg., Cleveland 13, Ohio 
«if 


Send free Cyclone Fence booklet. 


State 


Cyclone Fence Dept. 


American Steel & Wire United States Steel 
Division of errapewans 


For More Information Write No. 215 on Inquiry Card—Page 32 





this 


lens 
magnifies 
sales 


There's a mass 
oldie me ¢-)-Melemdaltmal, 
Realist 620 
Easy to see why: Realist 
a low-cost asphe 
Lancaster=for a brighte 
Want lower unit aioli 
eo) celelt les dam Mam @-laler-t3 4-1 amel 3 


glass and plast 


design flexibility in glass 


giass and plastics 


to brighten, your) product's future 


LANCASTER GLASS CORPORATION, 
Lancaster 4, Ohio 


For Moe Information Write No. 216 on Inquiry Card—Page 32 
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Reclosers Instantly Trip 
in Two Cycles 


Fast, low cost protection for 
subtransmission and higher volt- 
age distribution lines is provided 
by new 34.5 and 46 kv automatic 
reclosers. They feature 1% cycle 
clearing of 250 mva faults ard a 
400 amp continuous-current 
carrying capacity. Besides fast 
clearing, other merits of these 
reclosers include: (1) low rate 
of insulating oil deterioration; 
(2) long contact life; (3) high 
mechanical and electrical dura- 
bility. Operating speed is related 
to magnitude of fault current, 
because the recloser is a solenoid- 
tripped device. It was developed 
by I-T-E Circuit Breaker Co., R 
& IE Equipment Div., Greensburg, 
Pa. 

Write No. 25 on Inquiry Card—Page 32 


Air Circuit Breaker 


A metal-clad switchgear unit 
with a 13.8-kv magnetic air cir- 
cuit breaker of 1000-mva has just 
been placed on the market. It is 
designed primarily for protecting 
distribution circuits in large sub- 
stations in metropolitan areas. Al- 
though the unit has 35% greater 

(Please turn to page 110) 
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waiting to fill your orders... 


as soon as we receive them! 


You can consider this your stock of bolts, nuts and screws. 
Actually, of course, they're stocked at The Lamson & Sessions Co.; 
but they’re so readily available, and delivery’s so fast, you can get them just about as 
quickly as from your own warehouse. 
So phone, wire or write. Your fastener orders will be on their way 
immediately ... from the largest selection obtainable! 


The Lamson & Sessions Co. 
5000 Tiedeman Road, Cleveland 9, Ohio « Plants at Cleveland and Kent, Ohio « Chicago « Birmingham 


ONE OF FOUR 
LAMSON 
PLANTS. 


For More Information Write No. 217 on Inquiry Card—Page 32 
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“A bent shaft on an elevator motor 
might have caused a terrible accident 


... if Fusetron dual-element Fuses 
had not shut down the motor” 


PAUL M. BULL, Commercial, 
Industrial Representative 
Idaho Power Co., Twin Fails, idaho 
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Wr. Gull continues: 


Juty 7, 1958 


*‘“As a Commercial and Industrial 
Representative for the Idaho Power 
Co., I was asked to redesign the 
electrical work for the Feed & Sup- 
ply Center Inc., Twin Falls, Idaho. 
The installation was handled by 
Detweiler, an electrical contractor. 


“When the job was completed, 
Fusetron fuses kept blowing on a 15 
hp., motor that operates the elevator. 


“Larger size Fusetron fuses were 
tried and the result was almost 
disastrous. 


‘*‘When the motor started the whole 
elevator shaft shook as if it would 
tear apart. Everyone was afraid that 
at any second the motor and ap- 


paratus would come crashing down 
the shaft. 


“Fortunately, the Fusetron fuses 
opened and stopped the motor. 


“A thorough check revealed that 
the shaft of the motor was bent in 
transit. 


“Tf Fusetron fuses had failed to 
open to protect the motor, there 
might have been a terrible accident.” 


You foo, can benefit by the 10 point 
protection of Fusetron fuses. 


Fusetron dual-element fuses offer the 
safest, most complete electrical protec- 
tion possible. With rare exceptions on 
commercial and industrial installations 
—— ordinary fuses and circuit breakers 
protect only against short-circuits — 


but Fusetron dual-element fuses provide 
10 point protection. 


Why -Risk Losses! One burned out 
motor . .« . one needless shutdown 
- «. one destroyed switch or panel. . . 
one burned out solenoid ... may cost 
you far more than replacing every or- 
dinary fuse with Fusetron dual-element 
fuses. 





BUSS Hi-Cap Fuses—High Interrupting 
Capacity above 600 and up to 5000 
amperes 


BUSS Hi-Cap fuses offer 
unlimited interrupting capac- 
ity for circuits of 600 volts or 
less. Their high speed opera- 
tion on heavy shorts limits 
current to safe values. This 
minimizes damage to equipment and 
cuts down dangerous stresses on 
transformers. 


These fuses can be coordinated with 
Fusetron fuses to isolate fault to circuit 
of origin. 





BUSS Limitron Fuses — Limits 
Favit Current to Very Low 
Values 


BUSS Limitron fuses have 
extremely fast opening char- 
acteristics to prevent heavy 
short-circuit currents from 
building up under fault 
conditions, 


For more information write for — 
Bulletin FIS on Fusetron dual-element 
fuses. 
Bulletin HCS on BUSS Hi-Cap fuses. 
Bulletin HLS on BUSS Limitron fuses. 


Bussmann Mfg. Div. 
McGroaw-Edison Co. 
University at Jefferson, 
St. Lovis 7, Mo. 


Play Safe! install FUSETRON dual-element 


FUSES and BUSS Hi-Cap FUSES throughout 


entire Electrical System! 


For More Information Write No. 218 on Inquiry Card—Page 32 





TRUSTWORTHY MAMES IM 
ELECTRICAL PROTECTION 


a RCA 
a “SPECIAL RED” 
s= TUBES 


10,000 hours— 
minimum tube life 





ify a) 
i paecres 


NUN TUBE 


Recommended whenever un- 
interrupted service, unat- 
tended operation, and abso- 
lute reliability are demanded 
in industrial electronic equip- 
ment. Each tube is warranted 
for 10,000 hours, minimum 
life. Available at your RCA 
Industrial Tube Distributor. 


Electron Tube Division Harrison, N. J. 


i @ RADIO CORPORATION OF AMERICA 
® 


New characteristics booklet (RIT-104A) on RCA 
“Special Red” Electron Tubes—and other RCA Receiv- 
ing-Type Tubes for Industry and Communications. 
For your free copy, write RCA Commercial Engineer- 
ing, Section G-36-Z, Harrison, New Jersey. 
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(Continued from page 106) 


interrupting capacity than the 
next lower rating of its type, it 
has the same height and width. It 
is, however, four inches deeper. 
The De-ion principle of arc in- 
terruption is used. Ceramic arc 
chutes, used for the main inter- 
rupter elements, have high dielec- 
tric strength and high resistance 
to heat shock. The manufacturer 
is Westinghouse Electric Corp., 
P.O. Box 2099, Pittsburgh 30, Pa. 


Write No. 26 on Inquiry Card—Page 32 


Automatic Machine 
Gages, Sorts, Counts 


Handling of small parts is great- 
ly facilitated by a machine lately 
placed on the market. The ma- 
chine automatically gages, sorts 
and counts gears and non-gear 
parts into eight categories at rate 
of 1200 parts per hour. Using in- 
terchangeable tooling, a wide 
variety of gear and non-gear parts 
may be handled automatically at 
high production rates. Machine 
does not require specially trained 
personnel to operate. It is actu- 
ated by 110 v a-c, 200/250 watts 
and 70 psi air pressure. It is a 
product of Garrison Machine 
Works, Inc., 515 Bannock St., 
Dayton 4, Ohio. 


Write No. 27 on Inquiry Card—Page 32 


“‘Thermoshell” Electric 
Heating Elements 


A heating device that applies 
heat many hundred degrees 
higher than customarily encoun- 
tered in industrial operations is 
now available for specialized ap- 
plications. Briefly, the device em- 
ploys the principle of resistor 
wires embedded in a ceramic 
shell capable of withstanding ex- 


(Please turn to page 112) 
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Aloyco 20 in sulfuric acid 


‘—— 
| 


UNSATISFACTORY 
APPLICATION EXPERIENCE 


0 60 
T CONCENTRATION — BY WEIGHT 


A. Your Problem in handling corrosives is discussed with 
a specialist when you sit down with an Aloyco Sales En- 
gineer. He handles only one line, knows his business. 

B. Right Alloy for your application is based on 29 years of 
specialized experience in the field plus continuing research 
in Aloyco metallurgical labs. 


Cc. Valve Casting is made from Aloyco design in Aloyco 
foundry, only foundry ever built to produce pressure-tight 
Stainless Steel Valve castings, exclusively. 


D. Special Techniques in machining stainless steel, plus 
most modern equipment in Aloyco plant assure you precise 
tolerances, trouble-free performance. 


E. Aloyco Y Valve, shown here in various stages of produc- 
tion, is one of Aloyco’s complete line of valve types, alloys, 
sizes, pressures —including nuclear valves. 


BEHIND EVERY ALOYCO VALVE... 


specialization 
... to help you handle corrosives 


Valves often look alike—even stainless steel valves. But they 
won’t necessarily perform alike when you get them into the line, 


Here are some of the special skills and facilities that make 
the difference between Aloyco valves and others. Some of the 
“‘extras’”’ you get with Aloyco valves are staying power, 
minimum maintenance, trouble-free operation in severe as well 
as mild corrosive service. Doesn't it make sense that the 

one company specializing in the manufacture of Stainless Steel 
Valves exclusively is your 
best source of supply? 


Longer Laing 
_\ALOYCO 
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ALLOY STEEL PRODUCTS COMPANY 


1312 West Elizabeth Avenue, Linden, New Jersey 
For More Information Write No. 219 on Inquiry Card—Page 32 
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TO ERECT 


<¢ 


TO RE-ARRANGE 


faeter 


TO PAY FOR ITSELF 








faster because... the exclusive 
Deluxe patented boltless shelf 
bracket replaces 90% of time- 
consuming nuts and bolts, pro- 
viding quick installation and 
quick, easy shelf adjustment. 


Proof of this has been demon- 
strated again and again at trade 
shows where two men erected 
a complete section of Deluxe 
Shelving in less than 5 minutes. 
For any shelving storage prob- 
lem, use Deluxe—the finest-de- 
signed and sturdiest shelving 
made. Call your local Deluxe 
dealer for quick, efficient layout 
service. Or write for the new 
Deluxe Shelving Catalog *30. 


DELUXE METAL FURNITURE CO. 
Warren 10, Pa. 
A division of the Royal Metal Mfg. Co. 


| | |r| csc] 
For More Information Write No. 221 
on, Inquiry Card—Page 32 
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tremely high temperatures. When 
heating with this type device, the 
heat is uniformly distributed over 
the desired area. No “hot spots” 
develop to produce isolated points 
of intense heat. This is of par- 
ticular advantage when organic 
materials are being passed 
through a heated pipe. Units can 
be supplied by Cooley Electric 
Mfg. Corp., 58 S. Shelby St., 
Indianapolis, Ind. 

Write No. 28 on Inquiry Card—Page 32 


Tool Holder Minimizes 
Production Downtime 





A new throw-away-type carbide 
tool holder incorporates a spring- 
loaded pin which automatically 
lifts and holds a chip breaker 
against clamp when insert is in- 
dexed or changed. The solid car- 
bide chip breaker has three fixed 
positions which adapt it to light, 
medium or heavy cuts. It is ad- 
justed to suit cut by simply push- 
ing into position with end of 
wrench. Thu; one, triple-purpose 
chip breaker fits all normal cuts. 
Tool holder is made by Sandvik 
Steel, Inc., Sandvik Coromant 
Div., 1702 Nevins Rd., Fairlawn, 
N. J. 

Write No. 29 on Inquiry Card—Page 32 


Dumper Efficiently 
Handles Bulk Containers 


Just introduced on the market 
is a twin cylinder dumper de- 
signed for efficient handling of 
bulk containers in a wide variety 
of industrial applications, It ele- 
vates loads up to 4000 lb at 
heights up to 60’. Loads can be 
stopped and held at any point 


(Please turn to page 114) 








AGE: FENCE 


America’s “a y 





(Wire Fence—since 1883 


for double assurance of ete 


—Another Progressive Step by PAGE! 


e Top quality of materials has always 
been a distinguishing feature of PAGE 
Chain Link FENCE. This well-known 
value plus PAGE standards of work- 
manship in fence erecting by mem- 
bers of the Page Fence Association 
have given continuing assurance of 
reliable protection and good appear- 
ance. Now another forward step adds 
to value certainty. Each newly erected 
fence will be identified by a PAGE 
“REGISTERED” metal plate and a dated, 
numbered and signed Registration 


For More Information Write No. 


Certificate will be given to the owner. 
Registration of your new Page Fence 
and certification of its quality are 
assurance of long, dependable service 
and lasting satisfaction. 

PAGE will help you to choose the 
RIGHT fence for YOU from a wide va- 
riety of fence styles and four supe- 
rior fabric materials —including the 
new ACCO Aluminized Fabric. For in- 
formation and name of nearest Associ- 
ation member, write for Folder DH-26. 


Address: PAGE FENCE ASSOCIATION 


National Headquarters * Monessen, Pa. 


A PRODUCT OF PAGE STEEL & WIRE DIVISION, AMERICAN CHAIN & CABLE COMPANY, INC, 


220 on Inquiry Card—Page 32 
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Actual Size 


S WIT C H Precision Switches 


We've Miniaturized the Subminiature! 


WEIGHT: 7 gram... 28 switches to the ounce...over 430 to the pound. SIZE: .500” long, .200" wide, .350" high. 
CUBIC CONTENT: .035 cubic inches. ELECTRICAL RATING: 5 amps-250 vac, 30 vdc. SPDT. 


After a long period of laboratory devel- 
opment, MICRO SWITCH announces this 
new, highly miniaturized precision snap- 
action switch and a complementary line 
of actuators. 


, 


We call it the “Sub-subminiature!’ 


This new “SX”’ basic switch represents 
an entirely new set of answers to the 
space-weight problems in dependable 
precision switching. It combines new 
small size with more than ample capac- 
ity for wide usefulness, meeting the 
pressing demand for miniaturization 
combined with reliability. 


In its exacting development, many prob- 


The two-word name MICRO SWITCH 
is NOT a generic term. It is the 
name of a division of Honeywell. 


Jury 7, 1958 


lems of design, testing and quality con- 
trol presented themselves. However, 23 
years of experience proved of immense 
value. As a result, a new standard has 
thus been set by which all precision 
switches must be measured. 


This broad experience can prove of equal 
value to you. Send for more information 
about this new switch. Request Data 
Sheet No. 148. 


MICRO SWITCH...FREEPORT, ILL. 
A division of Honeywell 
In Canada: Honeywell Controls, Ltd., 
Toronto 17, Ontario 


? .500” 


be 
te “= 


.200” 


< 
Sh: . 


- 


H Honeywell 


MICRO SWITCH PRECISION SWITCHES 


For More Information Write No. 222 on Inquiry Card—Page 32 
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NOELTING 


‘aultless 


Casters 


Cut Costs 
oe) M@mt-laleliislemal-t- VAs 
Bulky Loads 


Faultless Casters in U tracks 
easily guide huge reuseable 
jet engine storage tanks 
through refinishing and re- 
furbishing operations. 


Faultless Handles the Tough Jobs! 


600 Series 
Medium-Heavy 
Duty Swivel 
Plate Caster. 


Note 2 complete 

rows of Ball 

Bearings for easy 

swiveling action. 

Special high tensile 

alloy construction as- 

sures extreme strength 

and high ductility, to 

withstand shocks. Easily 

handles loads up to 1500 

Ibs. per caster, Plaskite (hard tread) roller bearing 
wheel shown will not chip, is impervious to water, brine 
oil. Many other styles of cushion and hard tread wheels 
are available in this versatile Foultless Caster Series. 


By combining workstands and 
materials handling equipment 
as one Faultless Castered unit, 
costs are substantially 
lessened at Sherer Manufac- 
turing Co., Oklahoma City, 
Oklahoma. These workstand- 
dollies, equipped with four 
Faultless 600 Series Casters 
hold storage tanks through 
almost 90% of plant opera- 
tion. Faultless Casters can 
solve your tough materials 
handling problems with min- 
imum maintenance and man- 
power costs. 


Ask Your Distributor 


Your nearby Faultless Industrial 
Distributor maintains a substantial 
inventory of Faultless Casters for 
immediate delivery. He and one of 
the strategically located Faultless 
Sales Engineers are available to 
work with you on every handling 
problem in your plant. Both are 
listed in the Yellow Pages, under 
“Casters,” beneath the Faultless 
heading. 


WRITE FOR FREE CATALOG 


Faultless Caster Corporation 


EVANSVILLE 7, INDIANA 


Send copy of 20 page condensed Caster catalog 157G, no obligation 
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throughout the dumping cycle. 
The unit utilizes conventional 
power line as source of electricity. 
Some models can be made port- 
able. It is a product of Uhrden, 
Inc., P.O. Box 193, Dennison, 
Ohio. 

Write No. 30 on Inquiry Card—Page 32 


Production Control 
Monitor Saves 
Paperwork 


An electromechanical system 
links every piece of production 
equipment in the shop to a cen- 
tral dispatch room. Low voltage 
wires connect each machine to 
the dispatch room. In the dispatch 
area, each machine is represented 
on its display panel by two lights, 
identical to the machine light. 
Four electromechanical registers 
automatically indicate number of 
pieces produced by the machine. 
They also register total operating 
and downtime, as well as the 
pieces that go to complete any 
given production order. Paper- 
work is almost completely elimi- 
nated. Control Systems Co., Jack- 
son, Mich. developed the monitor. 
Write No. 31 on Inquiry Card—Page 32 


Finely Etched Glass 


Screens 


Automatically produced glass 
screens with as many as 562,500 
precisely etched holes per square 

(Please turn to page 118) 
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Best Buy in Bagclosers! 


Change your ideas about output and costs! 


Precision-engineering brings you new Bagcloser 171. 


New Bagcloser 
Model 171 


The most efficiency and versatility for your production dollar. 


Longest Conveyor. 9’9” Hy- 


bags. Caster-mounted, it works with 


ONLY 


$2690: 


COMPLETE WITH 9/9” 
SELF-LEVELING CONVEYOR, 
INSTALLATION and TRAINING 
FOR YOUR OPERATORS 


draulic “barber shop” height setting! 
Men stand erect. Plenty of elbow-room 
between fill spout and sewing head. 
Automatic Stitcher Head con- 
trolled by bag passage. No inefficient 
one-leg hop; no tiring stoop or bend. 
Fast—Up to 20 bags a minute with 
two men, 8 a minute with one, stead- 
ily, because it doesn’t tire workers. 

Most Economical and versatile 
machine for chemicals, feed, fertiliz- 
ers, and consumer units in SOM paper 


all weigh machines and adjusts to 
spout height. 


Handles All Bags 14%” to 30” 
Fast, easy changeover with self-ad- 
justing conveyor. 


Explosion-Safe and Trouble- 
Free-Pneumatic-clutch sewing head. 
Welded steel construction. Ball and 
roller bearings. Standard model wired 
to Nema 4 specs. Furnished to Nema 7 
or 9 specs. at 1/3 optional cost of 
other machines. 


INTERNATIONAL PAPER COMPANY 
220 East 42nd St., New York 17, N. Y. 
Room 1404K 


Please send full data on Bagcloser 171. 


INTERNATIONAL 
PAPER 


BAGPAK DIVISION, N. Y.17, N.Y. 


Name — 





Firm 





Address. 





For More Information Write No. 224 on Inquiry Card—Page 32 
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Problem-Solving Products from Republic 


MEET REQUIREMENTS FOR DEPENDABILITY, 
STRENGTH, ECONOMY, CLOSE TOLERANCE 


U.S. Axle shafts and connecting 
links made from Republic Alloy 

= Steel assure dependability in 
operation of Euclid TS-24 twin- 
power scrapers. 


: Ns aie 


REPUBLIC ALLOY STEELS ADD DEPENDABILITY, 
TOUGHNESS, STRENGTH, QUALITY TO A PRES- 
[IGE PRODUCT. Axle shafts and connecting links 
produced by The U.S. Axle Company, Inc., Pottstown, 
Pennsylvania, are known throughout the world for 
their extra stamina to withstand emergencies as well 
is everyday use. 

lo maintain their reputation for quality and depend- 
ibility, U.S. Axle specifies only the finest materials, 
including Republic 4300 series hot rolled Alloy Steels. 

These finest of steels provide the high strength, 
toughness, shock-resistance, and abrasion-resistance 
values needed to withstand the severe service to which 
the shafts and links are subjected. Alloy Steel’s uniform 
response to heat treatment gives these parts hard sur- 


0 


faces around tough cores, providing maximum resist- 
ance to abrasion, friction, and wear. 

In Republic Alloy Steels you will find the highest 
strength values—plus an exceptionally high strength- 
to-weight ratio that permits the design of thinner sec- 
tions to save weight and hold down size without any 
sacrifice of needed strength. 

Specify Republic Alloy Steels to insure safety, to 
extend equipment life, to cut maintenance and replace- 
ment costs. Specify Republic Alloy Steels where strength 
and toughness must resist heavy-duty roughness. We 
offer you the services of our experienced field metal- 
lurgists to help you get the most from these versatile 
steels at the lowest possible cost. The coupon is your 
invitation to their services. 


PURCHASING 





REPUBLIC DIE-FORM MEANS ECONOMY. This new 
fabricating process can save you | out of 3 tons 
of steel. The automotive transmission shoft, 
shown at left, proves the point. Using Die-Form, 
200 tons of cold finished blanks produced parts 
formerly requiring 300 tons. Die-Form is a new 
method of cold forming hot rolled carbon, alloy, 
or stainless steel bars into muiti-diameter blanks 
ready for final machining. It permits major sav- 
ings in time, material, and money in mass pro- 
duced, multi-diameter machine shafts. Since Die- 
Form closely approximates the final part, only 
finishing cuts and/or grinding are required for 
completion. Scrap loss is minimized — production 
rate increased. Send coupon for booklet 
describing the advantages of this new process. 


REPUBLIC ENDURO” STAINLESS STEEL BARS provide a machine finish that 
looks as good as a ground finish. That's the performance report from 
machine operators at Sealol Corporation, Providence, Rhode Island. The 
company uses Free-Machining ENDURO bars in manufacturing mechanical 
shaft seals for application on fuel tankers, and in the aircraft, petroleum, 
food and chemical industries. The Sealol machine operators also report that 
they like the machinability of ENDURO bars—the fine surface finish, the 
accuracy of section, the uniform soundness, the ability of ENDURO to hold 
close tolerances. Send coupon for complete facts on Free-Machining ENDURO 
Stainless Steel Bars. a 


REPUBLIC ELECTRUNITE’ MECHANICAL TUBING meets all close tolerance 
requirements for new automotive pump (above). The unusual ductility, uni- 
formity, and workability of ELECTRUNITE Mechanical Tubing also meets the 
performance requirements of this hydraulic power pump designed and 
assembled by Thompson Products, Inc., Cleveland, Ohio. Will-O-Hill Indus- 
tries, Inc., Willoughby, Ohio, subcontractor and specialist in close tolerance 
tubular stampings, cut %s-inch diameter ELECTRUNITE into units 2%, 
inches long. Each unit is rolled to form a slight groove in the center, and 
bent to an angle of exactly 150°. Both ends are subsequently bent ina die, 
held to a tolerance of + .0005 inches and finished to an O.D. to + .0003 
inches. Republic Engineers will work with you in solving precision problems 
and reducing costs with ELECTRUNITE Mechanical Tubing. Send coupon today. 


REPUBLIC STEEL CORPORATION 
DEPT. PH -5292 
1441 REPUBLIC BUILDING + CLEVELAND 1, OHIO 


Send more information on: 
0 Die-Form O ENDURO Stainless Steel Bars 


Wolds Widest, Ki O ELECTRUNITE Mechanical Tubing 
aKGE 0 Have an Alloy Metallurgist call. 
/ Sa J f Steels f Os 


ee 


Address_ itteant 
Stee j noduclg y —_ . =. = Mate 


For More Information Write No. 225 on Inquiry Card—Page 32 
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* AFE, SURE 
SHIPPING! 


Continental 
Steel Containers 


Positive protection 
Superior lithography 
Fast delivery 
Top quality 
Full line 
Re-usable 
®@ Famous Continental service 


Call Continental when you need steel 
containers. Get top quality plus 
outstanding Continental service. 
Engineering and research assistance 
available to help you solve any pack- 
aging problem. 





Flaring Pails Tight-Head Pails Lug Cover Pails 





PERMA-LINED TO 

PROTECT HARD-TO- 

HOLD PRODUCTS 
Airless hot sprayed 
enamel lining assures 
complete interior cov- 
eroge, gucrantees 
100% protection. 


CONTINENTAL E CAN COMPANY 


Eastern Division: 100 E. 42nd St., New York 17 
Centrat Division: 135 So. La Salle St. Chicago 3 
Pacific Division: Rugs Building, San Francisco 4 


For More Information Write No, 226 
on Inquiry Cord—Page 32 
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inch are now available. The 
screens have excellent dielectric 
properties. This makes them par- 
ticularly suitable for electric 
storage tubes and for targets in 


image orthicon tubes. For certain — 


sealing operations, the screens are 
available with metallized peri- 
meters. Screens are made of foto- 
form, a strong chemically-etchable 
photosensitive glass. It can be 
chemically machined in a screen 
pattern with submicroscopic holes, 
each less than half the diameter 
of a human hair. Corning Glass, 
Corning, N.Y. is the manufac- 
turer. 

Write No. 32 on Inquiry Card—Page 32 


Fluorescent Light Box 
Spots Pin Holes in 
Copper 


A new quality control tool is 
now available to the metalwork- 
ing industry. A fluorescent light 
box has been developed for faster 
and more accurate inspection of 
copper foil for pin holes, prior 
to assembly into copper clad lami- 
nates. The box, measuring 40” x 
50”, is similar to the light box 
used by photographers to exa- 
mine negatives. Both consists of 
a sheet of frosted glass with a 
light source behind it. The sheet 
to be examined is placed directly 
on the glass. Even the tiniest pin 
holes are detected. Taylor Fibre 
Co., Norristown, Pa., is the de- 
signer. 

Write No. 33 on Inquiry Card—Page 32 
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FOR LOW COST, 
TROUBLE -FREE 
SERVICE 


DARNELL 


CASTERS 


WITH 
PHENOLIC 


WHEELS 


No rusting or corroding 


Non-marking 
Quieter rolling 


Will stand temperatures up to 
200° F. 


High impact strength 
Resist oils, greases and most 
chemicals 


Wheels have beveled edges— 
protect floors better. 


ASK FoR NEW FREE MANUAL 


DARNELL CORPORATION 


For More Information Write No. 227 
on Inquiry Card—Page 32 
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An important message to every sulfuric user : 
interested in spent acid recovery... 


GENERAL CHEMICAL Plants 


are equipped to handle spent acid for you 


ANACORTES WORKS 

Anacortes, Washington 
BATON ROUGE WORKS 

Baton Rouge, Louisiana 
BAY POINT WORKS 

Port Chicago (San Francisco), California 
BUFFALO WORKS 

Buffalo, New York 
CALUMET WORKS 

Hegewisch (Chicago), Illinois 
DELAWARE WORKS 

North Claymont, Delaware 
DENVER WORKS 

Denver, Colorado 
DETROIT WORKS 

River Rouge, Michigan 
EAST ST. LOUIS WORKS 

East St. Louis, Ilingis 
ELIZABETH WORKS 

Eiizabeth, New Jersey 
EL SEGUNDO WORKS 

El Segundo (Los Angeles), California 


RICHMOND WORKS 
Richmond (San Francisco), California 


llied 
hemical 


General Chemical provides industry 
with sulfuric acid from 18 producing 
points, located in major centers of com- 
merce from coast to coast. Of these, 12 
are equipped to handle spent acid—pro- 
viding unmatched experience, service 
and facilities to customers interested in 
spent acid recovery. 

Relatively high strength, impure sul- 
furic presents many problems of han- 
dling and disposal. With General’s help 
you may be able to turn this costly 
nuisance into an economic asset. 

Whether we can help you or not de- 


pends on a number of factors: The acid 
strength ... The nature and amounts of 
contaminants . . . The tonnage avail- 
able . . . The distance of your location 
from our nearest plant. Generally, spent 
acids containing 70%-80% sulfuric 
acid, or higher, can be reclaimed if they 
do not contain impurities harmful to 
the equipment. 

Our experience in solving spent acid 
problems of every kind is at your serv- 
ice. For further information, write or 
call your nearest General Chemical 
office. 


GENERAL CHEMICAL DIVISION 


40 Rector Street, New York 6, N. Y. 


Offices: Albany * Atlanta ¢ Baltimore * Birmingham ¢ Boston « Bridgeport « Buffalo « Charlotte * Chicago 

Cleveland (Miss.) * Cleveland (Ohio) * Denver * Detroit * Houston ¢ Jacksonville * Kalamazoo « Los — 

Milwaukee * Minneapolis * New York ¢ Philadelphia ¢ Pittsburgh ¢ Portland (Ore.) * Prov ce 
San Francisco * St.Louis * Seattle * Kennewick, Vancouver and Yakima (Wash.) 


For More Information Write No. 228 on Inquiry Card—Page 32 
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Each of the two illustrated troughs can corry os much cable as oll of the paralleling conduit 


Cope cable trough 


saves steel by the ton! 


Problem. 100 miles of cable to be sup- 
ported in a New Jersey power gener- 
ting station. 


Solution. A careful cost analysis of 
:vailable methods and materials con- 
vinced plant engineers that Cope’s 
expanded-metal cable trough was the 
best choice. Why? Among other rea- 
sons, it meant a saving of more than a 
ton of steel for every 60 feet of trough 
installed, as compared to conduit .. . 
a total saving in excess of 250 tons of 
steel for the 15,000 ft. of trough re- 
quired for the completed job! 





Here’s How You Save. One 10 foot 
section of 24” width Cope trough sup- 
ports as many cables as 16 lengths of 
4” conduit and it only weighs 54 lbs., 
compared to 575 Ibs. for this same 
amount of conduit. This adds up to 
real economy regardless of the size of 
your installation. Cope’s expanded- 
metal cable trough simply uses less 


steel to do the job and obviously this 
can mean substantial savings for you! 


Cuts Labor and Maintenance Costs, 
Too. Design and construction features 
of lightweight Cope trough speed in- 
stallation of space saving systems— 
even in the most cramped quarters. 
Easy-to-get-at trough simplifies cable 
inspection and repair . . . provides 
ready re-routing and facilitates system 
additions. 

You save three ways when you spec- 
ify Cope cable supporting equip- 
ment . . . trough, ladder or channel. 


* LOWER FIRST COST 
* LOWER INSTALLATION COSTS 
¢ LOWER SYSTEM MAINTENANCE COSTS 


Discuss these advantages for your 
installation with a qualified Cope rep- 
resentative—or write to T. J. Cope 
Division, Rome Cable Corporation, 
Collegeville, Pa. 


T.J. COPE 22x 


ROME CABLE 


CORPORATION 


For More Information Write No. 229 on Inquiry Card—Page 32 
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Portable Aluminum 
Hoists 


; Cte, 
nc 
Corr! . 


Ques bEtd | 


weet teheeese 


A line of lightweight aluminum 
electric hoists brings heavy duty 
hoist performance and durability 
to the portable hoist field. Models 
of the coil chain units range from 
one-quarter ton to 2-ton capacity. 
They feature mechanically inter- 
locked push button controls. The 
aluminum housing is constructed 
in sections to permit easy access 
to all parts. It is a simple opera- 
tion to rechain hoist or adjust the 
limit switch. Hoists are built with 
sealed-in lifetime lubridation. 
They are made by Coffing Hoist 
Div., Duff Norton Co., Danville, 
Ill. 


Write No. 34 on Inquiry Card—Page 32 


Plug-In Limit Switch 
Is Flexible 


A limit switch which provides 
wide flexibility is now available 
to the electrical trade. Designed 
for easy installation, the base 
receptacle can be mounted and 
wired without disassembly. The 
plug-in switch mechanism is re- 
versible. It can therefore, be 
plugged in with roller arm at either 
top or bottom. Also the receptacle 
can be mounted on its base or on 
either side, with conduit opening 
at top or bottom. Thus, altogether, 
six different mounting arrange- 
ments are provided. Switch re- 
quires only 5° to operate. It pro- 
vides for 25° overtravel. Square 
D Co., 4041 N. Richards St., Mil- 
waukee 12, Wis., is the manufac- 
turer. 


Write No. 35 on Inquiry Card—Page 32 
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NEW GULF METALCOAT A protects 


against rust up to 10 times longer 


Now you've got a stronger ally than ever, in the 
war against rust and corrosion. New Gulf Metal- 
coat A... the revolutionary new aluminum pig- 
mented liquid coating ... protects metal surfaces 
up to 10 times longer—under the most severe ex- 


posures in industrial and marine atmospheres. 

Salt spray tests at Wrightsville Beach, N. C. 
proved that new Gulf Metalcoat A gives 7 to 10 
times greater protection than competitive prod- 
ucts. And before its introduction, nine years of 
intensive exposure tests proved its extraordinary 
rust preventive properties. 


Where and how to use New Gulf Metalcoat A 


Outdoor piping, vents, fences, transportation 
equipment, bridges, ships, metal roofs, stacks— 


practically any type of steel structure can be pro- 


For More Information Write No 
Jury 7, 1958 


tected longer with New Gulf Metalcoat A. Eco- 
nomically, too! 

Brush, dip or spray either smooth or rough 
metal surfaces. In cases where only temporary 
protection is desired, New Gulf Metalcoat A can 
be removed easily with a petroleum solvent. 

Your Gulf Sales Engineer can show you how 
much less it costs to get longer protection against 
rust and corrosion, with New Gulf Metalcoat A. 
Just call him, at the nearest Gulf office. 


GULF OIL CORPORATION 
Dept. DM, Gulf Building 
Pittsburgh 30, Pa. 


230 on Inquiry Card—Page 32 





Office Equipment and Supplies 





Direct Communication System 


\ CONSTANT check on short- 
es or trouble conditions that 
ight result in production sched- 

ile delays is now being main- 

tained for buyers at Northrop 

\ireraft, Inc., Hawthorne, Calif., 

by means of a new telescriber 

system. 

The system consists briefly of 
a series of electrically-operated 
instruments which are connected 
by wire in such a way that hand- 
written communications can be 
instantaneously transmitted from 
me point to another. Compared 
with other types of intra-plant 
communications systems, it has 
the advantage of being inexpen- 
sive and “foolproof.” 

For example, it permits the ac- 
curate transmission of numerous 
messages to stations where no- 
body is immediately available to 
them—and thus elimin- 
ates the sort of mistakes that are 
commonly made when busy per- 

ys are contacted by telephone 

intercom. 

Northrop’s telescriber system 

designed so that 60 trans- 


receive 


mitting and receiving machines 
can be operated at key points 
throughout the Hawthorne plant. 

Its basic purpose is to funnel 
information to a central control 
station, where personnel are avail- 
able to take any action that may 
be required to rectify production 
problems as soon as_ possible. 
Messages can be transmitted by 
central control to any of the other 
stations, whenever necessary, but 
the other stations cannot com- 
municate with one another di- 
rectly. 

Production information received 
by central control is transferred 
to a new-type visual shortage 
board known as “master records.” 
Here, post index wall holders and 
Kardex-type pockets are main- 
tained for both senders and re- 
ceivers of messages. 

Because identical messages are 
filed at transmitting and receiving 
stations in each instance, the pos- 
sibility of mistakes due to erro- 
neous communications is negli- 
gible. 

Shortage reports received by 


General view of central control station which is the heart 


of Northrop’s telescriber system. 


1979 
L hohe 


central control are immediately 
reconciled with plant inventory 
data in order to determine wheth- 
« shortages exist only within 
reporting departments or through- 
out the plant—after which ap- 
propriate procurement action can 
be taken. 

Corrective action is taken by 
coordinators and project men as- 
signed to the central control sta- 
tion, and each shortage item— 
from its point of origin until it 
ceases to contribute to a behind- 
schedule condition— is expedited 
by an individual specifically as- 
signed to the task. 

A daily shortage list, prepared 
by central control personnel, is 
distributed to each point in the 
telescriber system to facilitate the 
correction of any schedule infrac- 
tion. 

By literally solving many pro- 
duction problems before they 
occur, and by minimizing the pos- 
sibility of human mistakes, the 
telescriber system is expected to 
save Northrop $175,000 annually. 


Line shortage is reported on a 
shop-located telescriber unit. 
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LOUIS W. DAWSON, President, Mutual Of New 


“These papers must last 100 years”’ 


“Passed from generation to generation, our life a 


te papers of exceptional beauty, strength and 

insurance policies may have to last 100 years endurance. These are papers that perform as Sts oe = 
or more. Time is the ultimate test of pape handsomely as they look and feel . . . in busi- 

quality —and in these policies we use cotton ness and social stationery, onion skin, index, 
fiber papers exclusively.” ledger, drawing, tracing and blue print papers. 
For every important use . . . for impressiv: Make sure the papers you use are made with 
' cotton fiber —25% minimum up to 100% in 
cessful businessmen choose cotton fiber papers. _ the finest grades. Ask your printer or supplier 


Flexible, white fibers of purest cotton, crafted for more information. 


with expert care and precision equipment, cre- Cotton Fiber Paper Manufacturers 122E.42nd. NYC. Sas 


letterheads as well as lasting records suc- 


— 


BETTER PAPERS ARE MADE WITH COTTON FIBER 


LOOK FOR “COTTON” OR “RAG” IN THE WATERMARK OR LABEL 
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P-ominent Users of Strathmore Letterhead Papers: No. 135 of a Series 


The More 
o the (fountain 


The Motel on the Mountain 
offers the traveler a unique 
experience in motel living and 
the cuisine of one of America’s 
famed restaurateurs. 


The Quality viewpoint... 


A letterhead that demands respect naturally 
commands attention! The modern simplicity of design plus the 
obvious excellence of its Strathmore paper gives The Motel on the 
Mountain letterhead double effectiveness. Strathmore Letterhead 
Papers are renowned for their authority and their expressiveness. 
Correspondence on any one of these fine papers creates a mem- 
orable impression upon the recipient. Small wonder Strathmore’s 
list of prominent users is so long and distinguished. 


The Motel on the Mountain commands a splendid 
view of the New York State Thruway from its lofty site on the 
crest of a mountain at the Ramapo Pass, 27 miles from Man- 
hattan. Planned to resemble a Japanese country inn (the chief 
design adviser was Tokyo’s famous Junzo Yoshimura), the Motel’s 
many-leveled cluster of fourteen unusual buildings and its beau- 
tiful gardens have a distinctly oriental atmosphere and serenity. 


STRATHMORE LETTERHEAD PAPERS: STRATHMORE PARCHMENT. STRATHMORE SCRIPT 
THISTLEMARK BOND. ALEXANDRA BRILLIANT. BAY PATH BOND. STRATHMORE WRITING 
STRATHMORE BOND. ENVELOPES TO MATCH CONVERTED BY OLD COLONY ENVELOPE CO 


STRATHMORE THIN PAPERS: STRATHMORE PARCHMENT ONION SKIN. STRATHMORE BOND 
ONION SKIN. STRATHMORE BOND AIR MAIL. STRATHMORE BOND TRANSMASTER, REPLICA 


LG: 
TRATHMORE 


MAKERS OF FINE PAPERS 
STRATHMORE PAPER COMPANY, WEST SPRINGFIELD, MASSACHUSETTS 


SETTER 


BETTER PAPERS ARE MADE WITH COTTON FIBER 


PAPERS 
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i. .28 


Penco Metal Products Div., 
Alan Wood Steel Co., Oaks, 
Penna., announced a line of com- 
bination wardrobe-storage cabi- 
nets to meet the needs of small 
offices, small departments for eco- 
nomical steel storage equipment. 
These double-duty units provide 
room for both office supplies and 
hat and coat storage in a single 
cabinet. They can also be used 
to store many types of other 
equipment. Available in four 
models—two single-door and two 
double-door units, Penco combi- 
nation cabinets feature three- 
point security latching, chrome 
door handles, built-in ‘groove-key 
locks, cornice tops, no-sag doors 
and flush hinges. 


Write No. 36 on Inquiry Card—Page 32 








A heavy duty Hercules machine 
stand designed specifically to 
blend with the modern functional 
lines of accounting machines is 
now being produced by Meilink 
Steel Safe Company, Toledo, Ohio. 
It features steel tubing with elec- 
tric arc-welded construction, 
white laminated tops, black satin 
baked enamel finish. The design 
reduces vibration to a minimum 
assures safety for the machines, 
as well as comfort and efficiency 
for the operator. 


Write No. 37 on Inquiry Card—Page 32 
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BUSINESS FORMS 
WITHOUT CARBONS 


NCR PAPER DOES IT!...produces cleaner, clearer copies 


Business forms users everywhere are dis- 
covering that NCR Paper speeds up 
their work. Without using carbon paper 
or even any carbonization, this amazing 
paper makes perfect copies of invoices, 
premium notices, stock requisitions— 
any one of hundreds of applications 
where clean, clear copies are needed. 
Non-smearing NCR Paper, perfected 
by the research laboratories of The Na- 
tional Cash Register Company, elimi- 
nates smudging of copies or fingers and 


ANOTHER PRODUCT OF 


is easy to handle because it requires no 
carbon inserts. Up to five legible copies 
can be made with a standard typewriter, 
ballpoint pen or pencil and eight or more 
with a business machine or electric 
typewriter. 

NCR Paper is simple to use. Just put 
together several forms and insert them 
in a business machine or typewriter. 
Finished copies are always neat and 
clean, easy to read. 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


989 OFFICES 


For More Information Write No. 233 on Inquiry Card—Page 32 
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IN 94 COUNTRIES 


Have your forms printed on NCR Paper 
by your present forms supplier. You'll be 
amazed how easily it solves the problen 
of producing multiple copies. You'll get 
better, cleaner copies in less time! 


* TRADE MARK REG. U.S. PAT. OFF, 
» 
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WEBSTER MULTIKOPY DURAMETRIC 


Nothing saves expensive office paper, time and labor the way Webster MultiKopy 
Durametric does. It’s the only carbon paper with the scaled edge that assures well- 
spaced letters, reports and memos on the first typing. This edge is also uncoated for 
cleaner carbon handling, cleaner letters and cleaner fingers. Webster MultiKopy 
Durametric stays flat even in extreme temperatures and is made of the finest materials 
tu give superior performance and longer service. There are fourteen varieties of 
weights and finishes for every office need. 


WEBSTER SILK STAR TYPEWRITER RIBBON 


With Silk Star there are fewer ribbon changes, sharper impressions and longer service. 
Made of the finest silk so tightly woven that 18 yards fit the standard spool that holds 
only 12 yards of cotton. And it’s so strong, it withstands the severe cutting action of 
type better and is actually 3 times longer wearing. Try it along with Webster 
MultiKopy Durametric. 











Here’s the full line of 
Webster Quality Duplicating Products 
Check off all your needs here 
CARBON PAPERS in eight grades 


‘| Typewriter, pencil, pen, transfer, blueprint, billing in scores of 
weights and finishes. 


SPIRIT PAPERS AND MASTER UNITS 


for both spirit and hectograph duplicating processes. 


CARBON PAPER RIBBONS 


for correspondence, spirit duplicating, photo and offset work. 


OFFICE MACHINE RIBBONS 


for most types of adding, accounting, tabulating and addressing 
machines. 


TYPEWRITER RIBBONS 
for all Typewriter makes 


for correspondence, record, offset, hectograph, photo moa 


CARBON PAPER ROLLS 


for Teletype, Autographic Register, Elliott-Fisher, and adding 
machines. 


Plus 
ACCESSORIES 


Type Cleaner, Instrument Oil, 
Duplicating Fluid, Hand Cleaners. 


Make it clear you want 





Association News 


Educational Buyers Hold Annual Convention 


HE NATIONAL Association 
Education Buyers held their 
irty-seventh annual convention 

t the Hotel Leamington, Minne- 

polis, Minnesota. The three-day 

program provided the buyers 
vith some excellent information: 

“The Role of the Purchasing 
Agent in the Planning of New 
Building Construction” was the 
subject of a speech given by W. 
B. Rogers, manager of purchases, 
Cornell University. 

James F. Dunleavy, purchasing 
agent, Catholic University of 
America, spoke on “The Role of 
the Purchasing Agent in Planning 
New Furnishings for Office, Class- 

xom, and Laboratory.” 

William Stanton, business man- 
ager of Park College, Parkville, 
Mo., led a “Small College Prob- 
lems Clinic” at one of the work- 
hop sessions. 

“Vending Machines—to Own or 
Lease and Central Control or De- 
partmental Control” were two 
subjects discussed by Fred Eck- 
ford, manager of purchases, IIli- 
nois Institute of Technology. 

Ainsley G. Burks, purchasing 
agent, University of Michigan, 
led a workshop on the “Develop- 
ment of Sources and Vendor 
Lists 

J. F. Shear, assistant purchas- 
ng agent of the University of 
Michigan spoke on “Office Ma- 

hines — Impact of Foreign 


Viakes. 


> 


Bert Ahrens (second from left), 
executive secretary of NAEB, passes 
on a humorous story to (left to 
right): Matthew Borek, University 
of Miami; John A. Pond, University 
of Colorado and treasurer of NAEB; 
W. Robert Bokelman, Department of 
Health, Education and Welfare; W. 
B. Rogers, Cornell University, 
Ithaca, New York. 


YALTUNAL ASSOCIATION 
OF 
EDUCATIONAL BUYERS 


a 


— 








ofa) Laemingfon 


@ \ 


a 


Carl M. F. Peterson, director of physical plant, Massachusetts Institute of 
Technology speaks on “The Role of the Plant Administrator in New Con- 
struction.” Others on the dais are (left to right): James F. Dunleavy, 
Catholic University of America; Bruce J. Partridge, University of Delaware 
and vice president of NAEB; W. B. Rogers, Cornell University. 


a 
National officers smiling at the “birdie” are (left to right): Treasurer John 
A. Pond, University of Colorado; President George W. Warren, Jr., Balti- 
more Department of Education; Vice President Bruce J. Partridge, Uni- 
versity of Delaware; Vice President Carl A. Donaldson, University of Ne- 
braska; Executive Secretary Bert C. Ahrens; Vice President Elmer Jagow, 
Knox College. 
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These. Blaw-Knox steamchests show how (right) Trentweld tubes are inserted, (center). gas fusion welded to the tube sheet, 
and (left) welded and polished to well-rounded joints which leave no corners or crevices for bacteria or corrosion build-up 


4} 





high strength of 
TRENTWELD TUBING 


reduces a steamchest’s weight, increases its service lif 


sye’a « Aca ‘hora " h oh — olish the 4 S is eli * eteeeeeeeeeeeeeeeeeeeeeeeeeeeee 
Here’s a case where the high ind poiish the joints. This elim CONTOUR TRENTWELD TUBING is available 
n sizes ranging from Ye" t { D. and grades 
Hastelloy,* Zirconiu Zircaloy, Titan 
-DL —for applica 
*Trademark of Haynes Stellite Co 
eeeeeeeeaee eeeeeeeeeeeee 


| TRENT TUBE 
| COMPANY 


Subsidiary of Cruci 
ble Steel Company 
of America 


strengthof Trentweld® tubing reduced inates any chance of bacteria growth 
a steamchest’s over-all weight while luring processing and of crevice cor- t a query industry 


(1) increasing its service life, (2 rosion during clean-up. 
improving heat transfer, (3) elimi- Trent’s Technical 


Service Group 
nating possible sanitation problems, 


help you improve your product 
and (4) reducing clean-up work with Trentweld tubing, too. That’s 
These steamchests, made by Blav because Trent’s exclusive welding 
Knox Company for heating n fre- process virtually eliminates any beads 
quently contain 3,000 feet of stainless or undercuts, and because Trent cold 
steel tubing. Previously, Blaw-Knox works and anneals its tubing to make 
expanded heavy-wall tubes into the the weld as strong and corrosion 
tube sheet. Now, using welding tech- resistant as the parent metal. The 
niques developed bv Trent’s Technical result? Tubing that’s as strong and 
Service Group and Blaw-Knox weld- niform as tubing made by any othe 
ing supervisors, workers easily weld ethod. 
lighter gauge Trentweld tubes to th Mail coupon for catalog 


General Offices: East Troy, Wisconsin* 
Gentlemen: 
Please send me the free 48-page Trent 
tubing handbook. 


me 


Co 


« 


*Or write: Trent Tube Company, Fullerton, Calif 


eeeeeeeeeeeeeeeeeeeeeeeeeeeee 
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Seat More People in Less Space! 





Milwaukee PA’s Give 
Industrial Purchasing 
Fellowship 


“Lifetime” Cast Construction 


SECTIONAL TABLES 


For Industrial Dining Rooms, 
Schools, Hospitals, Institutions 


Seats swing out of the way, save space. ..save main- 
tenance - . . eliminate confusion of loose chairs. Rugged 


cast construction for lifetime service. New colorful tops in 
Formica, Stainless Steel, Cafolite, or Edge Grain Maple— 


GROU ND FLAT T O0L ST FFL cast iron bases in choice of colors. Seat 4 to 24 people 


is ready to process * TABLES 


ith t furth indi Bro. Leo V. Ryan (center), C.S.V., * STOOLS 

without further grinding Ph.D., director of evening division | ¢ SWING SEATS 

classes of Marquette, receiving the Write 

annual fellowship in industrial pur- Toda 

@ Guaranteed free from decarburi- chasing from Jack T. Clancy, presi- Y 

zation dent of the Milwaukee Association a - for 

of Purchasing Agents. Frank A. = Catalog Showing 

Messar, chairman of the fellowship em Installations 
-@ Oil hardening, non-deforming type selection committee looks on. é 

a AISI No. 01 Distributors in Principal Cities 


At a recent meeting of the Mil- THE CHICAGO HARDWARE FOUNDRY CO. 


© Wide hardening range from 1425 waukee Association of Purchas- a for Mane telemasnan Wa e 
to 1500 4 ie ing Agents, the first of a proposed on Inquiry Card—Page 32 


annual fellowship in industrial 
r purchasing was announced. The 
@ Ground to a surface finish of 25 mdeipient was Bro. Leo V. Ryan. 


micro inches C.S.V., Ph.D., director of the eve- S h | p p A if S 


ning division classes at Marquette 
@ Complete range of 18 and 36 University. 


lengths available from stock The objective of the fellowship is A a r A B ges 


to grant to professors, instructors 
or teachers in the field of purchas- ; 
ing an opportunity to acquire ac- | t S p eS | -f | 
tual experience in buying pro- ‘ 
cedures. In this way, it is hoped 
that instructors in purchasing 
(those in the ivory towers) will 
be brought closer to purchasing 
practice (those in the market 
place). 

Bro. Ryan responded with com- 
plete enthusiasm for the program. 
He told the association that he 
would like to appear on a later 
program to give his opinions on 
the practical side of industrial 
purchasing. 

















PACIFIC INTERMOUNTAIN EXPRESS 


FOR MORE INFORMATION TERMINALS AND OFFICES 
ON PRODUCTS IN IN PRINCIPAL CITIES 
THIS ISSUE GENERAL OFFICES: P-1-E BUILDING 


14th AND CLAY STREETS 
THE CAPEWELL MFG. CO. USE poo as P. 0. BOX 958 OAKLAND 4, CALI¢. 

















HARTFORD 2, CONN: 
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Extensively used in the rocket 
and missile industry- 


Here are precision products for a precision industry 
...Marsh products that are fully approved and widely 
used thoughout the aircraft and missile industry: 


PRESSURE GAUGES 


Accepted throughout industry as “the standard of accuracy,’ Marsh 
Gauges are the final solution to your most difficult and exacting problems. 
Recent Marsh developments are: Fusing of socket and bourdon tube into 
one-piece leak-proof unit by Marsh ‘““Conoweld” process; “‘Marshalloy” 
case, lighter, stronger, more corrosion resistant; finer movements, safety 
cases, and many other unduplicated features. All Marsh Gauges are avail- 
able with the Marsh “Recalibrator.”’ There is a Marsh Gauge for practi- 


The Marsh cally every conceivable purpose—pressure, vacuum, compound. 
“Mastergauge™ 


NEEDLE THROTTLING VALVES 


In the Marsh Needle Valve you have the answer to your need for a valve 
giving micrometer throttling and positive shut-off at high pressures—any 
pressure up to 10,000 psi—with equally precise regulation at any lower 
pressure. Today they are available in 416 stainless steel throughout with 
“Teflon” packing which is unimpaired by the most powerful solvents, 
acids and alkalies, even at temperatures up to 500° F. Suitable for oxygen, 
helium and high pressure air. Available in panel mounted pattern. 


DIAL THERMOMETERS 


The most versatile and accurate type of bourdon tube thermometer has 
been brought to its highest development in the broad, highly adaptable 
Marsh line. Accurate readings, even when the dial is located far from the 
point of measurement, is assured by the vapor tension principle. The 
Marsh line is a complete line—wide temperature ranges; many dial sizes; 
case patterns; finishes. All have the famous Marsh “Recalibrator”’— 
handiest and best way to keep an instrument accurate. 

Up to the minute facts on all Marsh products are yours for the asking. 


Distant 


eer All Marsh products available with AND threads 


Me” ae THERMOMETERS e© GAUGES e VALVES 


MARSH INSTRUMENT CO. Soles Affiliate of Jos. P. Marsh Corp., Dept. G, Skokie, ill. 
Marsh Instrument & Valve Co., (Canada) Ltd., 8407 103rd St., Edmonton, Alberta, Can. 
Houston Branch Plant: 1121 Rothwell St., Sect. 15, Houston, Texas 
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COST REDUCTION REPORT 


DAYTON COG-BELTS* 
Withstand 3-Year Punishment 
from Abrasive Dust and Grit 


“Our Dayton Cog-Belts have been running 10 hours a day, 5144 days a week for over 
three years.” — D. L. Howard, Plant Superintendent, Valley Quarries, Chambersburg, Pa. 


“This set of eight Dayton Cog-Belts on our gy- 
ratory breaker is still in good condition even 
though every belt has taken constant punishment 
from abrasive grit and dust. 


“Experience with other V-Belts taught us how 
destructive rock dust can be. It was one headache 
after another . .. with abrasive particles cutting 
the reinforcing cords or building up in the sheave 
grooves until the belts were forced off the sheave. 
All these troubles disappeared after we switched 
to Dayton Cog-Belts. 


“We've found that clinkers or iron grit that 
would chew up a fabric-covered belt become im- 





For more information and help in solving 
your power transmission problems, see 
B°LTING in the Yellow Pages for the 
na. c and phone number of your nearest 
Dayton Distributor. Or write The Dayton 
Rubber Company, Industrial Replacement 
Division, Dayton 1, Ohio. 


bedded in the Cog-Belt’s raw-edge sides and have 
no harmful effect whatever. 

“On all our other V-Belt drives, too — crushers, 
pulsators, conveyors — downtime has been ex- 
tremely rare. 

“Although V-Belts are only a small part of our 
investment here, they’re very important to steady, 
efficient plant operation. That’s why every one 
of the 134 V-Belts we use are now Daytons. And 
to top it all off, our Dayton supplier, the Indus- 
trial Motor Supply Company in Harrisburg, gives 
us one-hour service.” 


“You can see how rock dust collects around the aver- 
age drive. Yet, this 3-year-old set of Dayton Cog- 
Belts is still almost as good as new.” D. L. Howard is 
looking on while Ralph Peters, of Industrial Motor 
Supply, examines a Cog-Belt held by John Morgan, 
the Dayton Representative. 


PuRCHASING 





“Examine a Dayton Cog-Belt and you'll 
4 see why abrasives don’t bother it. The 
space between each Cog picks up dust 
before it settles in the sheave and carries 
it out before trouble develops. The dust 
problem solved, there’s nothing to cause 
distortion of the belt or force it out of 
the groove. We’ve noted, too, that the 
Cog-Belts seem to kick out stones that 
cause belts to flip over in the groove.” 


*T.M. © D.R. 1957 


Daytem AL wig ld ar World’s Largest Manufacturer of V-Belts 


DAYTON RUBBER COMPANY, INDUSTRIAL REPLACEMENT DIVISION, DAYTON 1, OHIO 
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There’s a BIG difference in floor absorbents 


MAKE THIS DISCOVERY! 


RIGHT IN YOUR OWN OFFICE you can test the difference of 
Eagle-Picher Industrial Floor-Dry with whatever oil absor- 
bent you’re now using. You'll discover it actually absorbs 
as much as 100% or more liquid per pound than other floor 
drying materials. 


YOU'LL ALSO PROVE that Eagle-Picher Floor-Dry retains 
its skid-proof granular mineral form even when saturated. 
It doesn’t mud or pack. Light in weight, it spreads easier 
and covers a larger area. Non-combustible, it has no chem- 
ical reaction. And possessing unusual reflective power, Floor- 
Dry makes working conditions bright and pleasant, as well 
as safe! 


Since 1843 2 a 


PICHER 


WRITE TODAY. Our Eagle-Picher rep- 
resentative will bring the portable 
laboratory to your office where 
you may make this test yourself. 
The Eagle-Picher Company, 
Cincinnati 1, Ohio. 
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British Columbia Ass’n 
Attends Purchasing 
Conference 


Forty one members of the 
Purchasing Agents of British 
Columbia attended the twenty- 
first annual Pacific Northwest 
Purchasing Agents Conference 
held in Portland. The Canadian 
delegation was headed by Geof- 
frey L. Haszard, president of the 
Canadian Association of Purchas- 
ing Agents and Arthur S. Nursey, 
president of the Purchasing 
Agents Association of British 
Columbia. Other Canadians tak- 
ing an active part in the program 
were C. D. Elkington, W. R. 
Norrie and William M. Penny. 

An earlier meeting of the Pur- 
chasing Agents Association of 
British Columbia featured a docu- 
mentary entitled “The Deas Is- 
land Tunnel.” It was presented by 
Charlie Broadbridge. 

Mr. Broadbridge brought out 
several interesting points about 
the tunnel. The tunnel is the first 
of its kind on this continent. In 
floating the 20,000 ton tunnel sec- 
tions into place, there was only 
2” of freeboard allowed. 

Bill Sayles of the Vancouver 
Mounties was also a guest speaker 
on the program. He gave the 
members an indication of the 
possible line-up of players on the 
1958 team. He invited all pur- 
chasing agents to be guests at the 
ball game in June. 

A sad note was injected into 
the meeting as the members 
stood and observed a period of 
silence in remembrance of Mr. 
Eric Wain, late president of the 
Canadian Association of Purchas- 
ing Agents who died recently of a 
heart attack. 


NAPA Fourth District 


Conference in September 

The fall conference for the 
Fourth District of the National 
Association of Purchasing Agents 
will be held at the Severin Hotel, 
Indianapolis, September 18 and 
19, 1958. C. W. Wolfe, Insley Man- 
ufacturing Corp., is the general 
chairman. 
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BIG EXTRUSIONS 


...from Harvey Aluminum 


improve design BIG QUALITY EXTRUSIONS — 3 feet wide and wider, as 


long as 80 feet — are being made by Harvey Aluminum. For 
information on BIG aluminum extrusions, and smaller shapes, 
too, write direct to Harvey Aluminum, Torrance, Calif., or 
contact the nearest Harvey Aluminum factory branch listed 


lower assembly costs under “Aluminum” in your classified directory. 


reduce weight 


A major independent producer of quality aluminum in all alloys and sizes: Pig, ingot, billet, 
rod and bar, pipe, tube, hollow sections, press forgings, Jorging stock, hand forgings, im- 
pact extrusions, electrical bus bar, structurals, special shapes, light and heavy press extru- 
sions, screw machine and other aluminum products. Similar products in titanium, zirconium, 


= 
and steel. HARVEY ALUMINUM SALES, INC., Torrance, California. luminum 
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Whatever Point-of-Sale 


NAMEPLATES 


You Have in Mind 


<6 ss ° 4 
KLEEN-STIK 
Moistureless, Self-Sticking Adhesive, 


heips you make them’ 


BETTER...FASTER.... 
MORE ECONOMICALLY! 


Satisfying sales and cost require- * 
ments is easily done when you 

say: “Print it on KLEEN-STIK”! 
This modern, super-efficient 

adhesive gives you displays that 

get up and stay up... labels 

that stick tight on practically any- . 
thing . . . nameplates that go 

on without riveting, welding, etc., 

—at half the cost of metal or plastic.” | 


KLEEN-STIK’s easy peel-and-press 
application needs no water, tacks, 
glue, or tape. Available in a 

wide range of stocks including 
rubber-saturated outdoor, F 
fluorescents, metallic foils, etc. * 


Aok Your Printer 


to show you the Kleen-Stik 
: “Idea Kit’ — or write today for - 
full information and samples. ~ 


WE DO NO PRINTING— 
we merely furnish Kleen-Stik /_ 
pre-processed stock to your 
regular printer or lithographer. * 


KLEEN-STIK 


Pioneers in Pressure 
for Advertising and Labs 


7300 W. Wilson Ave. ® Ch 


For More Information Write No. 243 
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Haszard Addresses 
British Columbia P.A.’s 


G. L. Haszard, president of the 
Canadian Association of Purchas- 
ing Agents, and W. A. Small, 
executive secretary treasurer, 
Canadian Association of Purchas- 
ing Agents, were special guests 
at a general meeting of the Pur- 
chasing Agents Association of 
British Columbia. 

C.A.P.A. Director, W. O. Brom- 
ley, introduced both speakers. Mr. 
Small outlined the work being 
done by the C.A.P.A. office in 
Toronto. A five per cent increase 
in membership was accomplished 
in 1957. Mr. Small stated a very 
complete index of manufacturers 
and materials was maintained in 
Toronto, and this information was 
available to any member upon 
request. Mr. Small said C.A.P.A. 
ultimately hoped to form part of 
an International Federation of 
Purchasing Agents comprised of 
members from Britain, United 
States and Canada. 

“The Challenge of Procurement 
Policy in Today’s Market” was 
the title of the address given by 
C.A.P.A. President, G. L. Has- 
zard. The purchasing agent plays 
a key role in Canada’s economy 
today but cannot afford to buy 
Canadian to subsidize Canadian 
manufacturers stated Mr. Hazard. 
World competition forces Pur- 


chasing Agents to buy off shore in: 


many instances because of tre- 
mendous difference in price and 
quality. Mr. Haszard concluded 
with the suggestion that a pur- 
chasing agent should: first, buy 
local; second, buy Canadian; 
third, buy off shore. 

The first woman member of the 
B.C. Association, Doris E. Francis, 
was introduced. Other new mem- 
bers included: Albert Arsenault, 
Watson Jack-Hopkins Ltd. and J. 
F. Rankin, B.C. Forest Products 
Ltd. 

Members of the C.A.P.A. Cor- 
respondence Course who were 
not members of the association 
were also guests at this meeting. 

The 67 members and guests 
who attended the monthly plant 

(Please turn to page 138) 





For lowest cost 
per unit processed 
they’re both 


{ adanon 


Write for complete catalog of wire 
brushes, with detailed selection and 
operation data. 


aileron 


ANDERSON CORPORATION 


1046 Southbridge Street 
Worcester, Mass. 
For More Information Write No. 244 
on Inquiry Card—Page 32 
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Stainless—without care! Modern hollow ware of 


fabricated of Superior Stainless Steel has the sheen of precious 
metal without penalty of upkeep . . . strength to 
resist dents and scratches in service . . . and 
“willingness” in fabrication that permits free 


e 
range in design and manufacturing methods. For 
full details on Superior Stainless grades, sizes 
and tempers fitting your applications, address our 
Sales Department. 


STAINLESS STRIP STEELS ’ 
@ we Superior Steel 





by INTERNATIONAL Silver Company 
Meriden, Connecticut 





STRATA design 
by SHEFFIELD Silver Company CARNEGIE, PENNSYLVANIA 
New York, New York 








These boxes do everything 
but balk... 


H &D corrugated boxes for 

shipping Sohio wax start 

through this machine knocked down. 
They're set up, packed and sealed— 
automatically. Would precision 
packaging speed up your operations? 
Better see H&D. 


a ~ HINDE & DAUCH 


™Oy “MY = Division of West Virginia Pulp and Paper Company 
\ 
a \\ AUTHORITY ON PACKAGING * SANDUSKY, OHIO 
15 FACTORIES ¢ 42 SALES OFFICES 


PLP PPE OS SE OE A LL LL Le Be LO LL _— 
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visit, at the B.C. Sugar Refining 
Co. Ltd., all agree that the proc- 
essing of raw sugar into the vari- 
ous grades is a most interesting 
industry. 

A new refinery wharf, which 
can handle a 10,000 ton deep sea 
freighter, new bulk handling 
equipment from wharf to plant, 
and new packaging equipment 
were some of the highlights. 

Bulk raw sugar is unloaded by 
two cranes, each equipped with 
five ton clam-shell type buckets 
which drop the sugar on to a 
conveyor belt for transport to the 
raw sugar storage bins—one of 
which has a cap city of 40,000,- 
000 lbs., the other ‘th a capacity 
of 12,000,000 lbs. 

The complete purification proc- 
ess was shown and explained in 
detail, including the centrifugal 
machines, the filter house and the 
processing of cube and _ icing 
sugars. 

The latest in packaging ma- 
chines and carton sealing methods 
were also shown. 

The final stop was at the com- 
pany cafeteria, where a group of 
foot weary people eagerly par- 
took of some much needed re- 
freshments. 

The Educational Meeting held 
at the Georgia Hotel proved to be 
an outstanding success. The topic 
was “Are Jobbers Necessary?” 
Mr. Jack Fox, supply manager, 
Northern Electric Co. Ltd., and 
Mr. Jim Alexander, general man- 
ager, Alcock, Downing & Wright, 
spoke in favor of the Jobbers. 
After a very lively discussion 
period it was generally agreed 
that it was more advantageous to 
deal with the local jobber because 
he was able to offer on the spot 
personal service. 
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PUROLATOR FILTERS 
FOR THE PROTECTION 
OF HYDRAULIC CIRCUITS 


G-200M Aircraft Restrictor 
Filter two-way for hydraulic 
oil systems metal element 


PR 301 
hydraulic 


element 


PR 312 12 GPM line type fil 
ter Micronic element 


PR 412-86 12 GPM 
filter Military approval 
Effective filtration is essential for optimum perform- 
ance in hydraulic circuits. To keep a system clean 
and functioning properly, it is important that the 
filter be designed specifically to meet the require- 
ments of the job. 

Purolator’s complete line of filters for hydraulic 
systems includes models for every set of operating 
conditions likely to be encountered. A few are 


shown here; there are many more standard models 
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PR 362 3 CFM in-line vent 
type Micronic element 


G 200 series in-line two-way 
restrictor filter Metal ele- 
ment, internal connections 


G-187 3 GPM in-line hydrau- 
lic oil filter Metal element 


P 32-26 Low pressure, high 
flow hydraulic oil filter 


trom which to choose. If your application requires 
a special filter, Purolator will design and build ir. 
Let Purolator work on your toughest filtration 
problem. 


Filtration For Every Known Fluid 


PUROLATOR 


PRODUCTS, INC. 
Rahway, New Jersey and Toronto, Ontario, Canada 
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Recipe for 
low cost cleaning 








1. Use the right material 


Oakite has over 100 specialized cleaning and metal- 
treating materials. There’s one designed specially for 
your job. 


2. Use it right 


Your local Oakite man considers it his responsibility 
that you get most cleaning per ounce of material ... by 
using the most efficient concentration, temperature and 
method of application. 


3. Mechanize where possible 


Oakite has a complete line of mechanized cleaning units 
— powered by steam, hot water or air pressure. There’s 
a unit small enough to hold in the palm of your hand ... 
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Purchasing Editor 
Addresses Twin City P.A.s 


C. D. Francisco, mid-western 
editor, PuRCHASING Magazine, was 
the guest speaker at a recent 
meeting of the Twin City Associa- 
tion of Purchasing Agents. Ap- 
proximately 150 members attend- 
ed the meeting, held at the Town 
and Country Club. 

In his talk, Francisco defined 
purchasing as a sense of the im- 
portance of values, and the search 
for values. There are, he said, 
four basic values: (1) use value; 
(2) cost value; (3) esteem value; 
and (4) exchange value. 

The creative mind conceives 
ideas, the judicial mind analyzes 
and chooses, the speaker said. 
Purchasing is a combination of 
both, which he termed “imagin- 
eering.” Imagination is what 
brought mankind to its present 
state, yet only recently has the 
value of imagination been recog- 
nized in America. Now we're call- 
ing on all our creative effort to 
preserve and advance the U S. 
and the world. 

The search for value is of ma- 
jor importance to the purchas- 
ing function, he said. Value is 
related to function, not to price; 
function is what makes a product 


work and makes a product sell. 
Our habits take us to where we 
were yesterday, and our attitudes 
keep us there. We must use im- 
agineering to create the new ideas 
that get us out. 


and one big enough to clean the interior of an oil barge! 


4. Add Oakite know-how 


This isthe ingredient that savestime and money on every 
cleaning operation...the experience of hundreds of Oakite 
Technical Service men, covering almost half a century 
of industrial cleaning experience. 


NAPA Announcements 

Frank J. Spaeder, Erie Forge 
& Steel Corp., Erie, Pa., has been 
appointed to the national commit- 
tee on fuel oil. He will work 
under Regional Chairman C. G. 
Allen. 

The N.A-P.A. executive com- 
mittee approved formation of a 
Food Industries Buyer’s Group. 
The purpose of the group is to 
promote active interest by N.A.- 
P.A. members with mutual prob- 
lems peculiar to the food process- 
ing industry. 

E. E. Van Stee, Madison Divi- 
sion, Dow Chemical Co., has been 
appointed to the national commit- 
tee on nonferrous metals. 


Easiest way to use this recipe for low-cost cleaning is to get in 
touch with your local Oakite man. Call him now, or write to Oakite 
Products, Inc., 54 Rector Street, New York 6, N.Y. 


07.0.6 i if 2 
ee 


Export Division Cable Address: Ookite 





Technical Service Representatives in Principal Cities of U. S. ond Conado 
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‘Kk Actual Size 
%. Square Finish 
(Waffle Pattern on Reverse Side) 
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SK this is one of several distinctive embossed patterns providing Write today for 
new eye-appeal, added rigidity and a permanent finish that con- the pamphlet— 
stantly resists damage during fabrication in your plant, and for years 
to come in the hands of satisfied users. The finish is a part of the “Fairmont 
aluminum and can’t wear off, crack or chip. Embossed 

In applications for television sets, appliance parts and trim, Aluminum 
furniture parts, housewares, and others too numerous to mention, Finishes” 
Fairmont embossed pattern aluminum is receiving widest acclaim. 

Other Fairmont 1100, 3003, 5005, 5050 and 5052 wrought alum- 
inum sheets, coils and circles, recognized for highest quality and 
uniformity, are available for delivery to meet rigid manufacturing 
schedules. 

Sales offices in principal cities 


FAI R II O N T oacuminum COMPANY 


SUBSIDIARY OF CERRO DE Pasco CorporATION 
Dept. U-3 * FAIRMONT, WEST VIRGINIA 
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If you're serious 
about economizing, 
start here 














@ This company eliminated the typical 
messy condition at left and saved 
$4,000 annually on maintenance by 
switching from powdered soap to 
SBS-60 Cream Deodorant soap. 
(Above photos both taken immedi- 
ately after shift change.) 


Waste soap is not the only needless expense in washrooms. Waste 
maintenance is even more costly. The company in the picture at 
right above saved some $4,000 a year in maintenance men’s time 
by switching to SBS-60, the cream-type cleanser. How did SBS-60 
accomplish this? Easy! One SBS-60 dispenser replaces six or 
more conventional powdered-soap dispensers. And the SBS-60 
dispenser need be filled as little as once every three days, opposed to 
as often as three times daily for powders. In addition to all this 
maintenance time saved, of course, there is the tremendous saving 
in soap itself, for SBS-60 is almost impossible to waste. If you 
really want to cut costs, start by investigating this new concept in 
cleansing economy: SBS-60 Cream Deodorant soap! Write for 
details to dept. 58-G 5. 


the washword of indusbuy 


a 3 


SAGINAW, MICH. © Los Angeles, Calif. * Newark, N. J. 
CANADA: Chemical By-Products, Ltd., Rexdale, Ontario 
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Purchasing Editor Speaks 
To S.E. Mass. Group 


A regular meeting of the Pur- 
chasing Agents Association of 
Southeastern Massachusetts was 
held on May 21 at the Wamsutta 
Club in New Bedford. Guest 
speaker was Paul V. Farrell, edi- 
tor of PurcHAstnc Magazine. He 
was introduced by Walter Martin, 
Morse Twist Drill, vice-president. 

William J. Roemer, Acushnet 
Process Co., founder and retiring 
president of the group was pre- 
sented with special gifts in recog- 
nition of his efforts on behalf of 
the association. 

Robert Crabbe, Aerovox Corp., 
who succeeds Mr. Roemer, pre- 
sided. 


Tulsa PA’s Award 
Purchasing Students 


. 


Robert E. Brown, Texas Natural 
Gasoline Corp., left, presents cash 
prizes to purchasing students from 
the University of Tulsa who sub- 
mitted the winning essays on pur- 
chasing subjects. Winners (left to 
right) are: Aldon V. Thompson, 
first prize of $75.00; Weister Smith, 
second prize of $50.00; and Philip 
R. Wood, third prize of $25.00. 


The Purchasing Agents Associa- 
tion of Tulsa presented cash prizes 
to purchasing students from the 
University of Tulsa who submit- 
ted essays on purchasing subjects. 
Robert E. Brown, chairman of 
the association’s college and uni- 
versities subcommittee of the edu- 
cation committee, passed out the 
prizes. The first prize of $75.00 
went to Aldon V. Thompson; the 
second, $50.00, to Weister Smith; 
and third, $25.00, to Philip R. 
Wood. 

Also awarded at the meeting 

(Please turn to page 144) 
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Bethcon sheets improve raintight enclosure 


Selecting the right material for the enclosure of an outdoor 
. § 


electric switch involves several important factors, according 
to engineers of Federal Pacific Electric Company, Newark, 
N. J. Among these are formability, corrosion-resistance, and 
low cost. 

Federal found that Bethcon galvanized steel sheet best 
answered their requirements for raintight switch enclosures 
“Formability without flaking is the thing,” sums up a 
Federal production official. ““These enclosures have to be 
formed under fairly severe conditions, and we can’t have 
any cracking or peeling of the zinc where corrosion could 
get a toehold. Bethcon is the only material we’ve found that 
will give us the results we want, «nd meet our other re- 
quirements.” That calls for truly superior galvanizing. 


The reason for Bethcon’s superior zinc coating is the 
fact that Bethcon is galvanized by Bethlehem’s continuous 
process. Years of research have shown that this process 
produces a tighter, more uniform coating that won't crack 
even when the sheet is doubled back on itself. Spangles are 
brighter, too. 

Where you need the strength of steel, coated for 
corrosion-resistance, you're likely to find Bethcon a new 
answer to your problem. Why not discuss its possibilities 


with a Bethlehem representative? Just call us for a date. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by 
Bethlehem Pacific Coast Steel Corporation 
Export Distributor: Bethlehem Steel Export Corporation 


BETHLEHEM STEEL 
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FIR PLYWOOD 


Insist on DFPA 

Grade-Trademarks 
DFPA grade-trademarks attest qual- 
ity, performance and value. They ap- 
pear only on plywood manufactured, 
inspected and laboratory-tested under 
the DF PA quality control program to 


assure conformance to U.S. Commer- 
cial Standard quality requirements. 


/PURCHASING GUIDE 


Z| Choose the right grade tor each job 


DF PA quality-tested fir plywood 
comes in two types: 1. Exterior 
(waterproof glue for permanent out- 
door exposure) ; 2. Interior (moisture- 
resistant glue) for use indoors, tem- 
porary outdoor uses and sheathing. 


TYPICAL USE 


EXTERIOR-TYPE 
(Waterproof glue) 


Within each type are appearance 
grades to meet the exact needs of any 
given job. Most popular grades are 
shown below: (other grades including 
panels made of other western soft- 
woods, also available) 


INTERIOR-TYPE 
(Moisture-resistant glue) 








Where appearance of both 





sides i rtant. Cabinet 
doors, single thickness 
walls, ete. 


ol EXT-DFPA-A-A | 


ol /NTERIOR -A- A-DFPA 





Where only one side will 
be seen. Siding, paneling, 
signs, fixtures. 


PlyShield® ot 
(A-C) 


PlyPanel® 
(A-D) 





Special concrete form 
oat. Both faces sound, 
solid, ° 


ots > 
y 


Ext. PlyForm® fod 
(B-B) «rari 


Maximum Re-use 


Int. PlyForm® 


(B-B) 
Multiple Re-use 





Unsanded structural and 
maintenance panel. 
Sheathing, crating, temp- 
orary screening. 








PlyScord” 


Exterior Glue = 


(C-D) 


PlyScord® 
(C-D) 











SIZES: Standard fir plywood thicknesses are from 44” through %”; standard size is 
4’ wide, 8’ long. Other thicknesses and sizes are also available, including “king-size 


scarfed panels up to 30’ and 50’ long. 


TEXTURED FIR PLYWOOD — Fir plywood 
comes in several smart a all panels 
for special Sane epee yn such 
as siding, eling, displays a: tures. 
These ede Texture One-Eleven Ex- 
terior plywood (deep parallel grove 
pattern, shiplapped es) and panels 
with attractive brushed, striated, or em- 
bossed surfaces. 


OVERLAID FIR PLYWOOD —is Exterior 
fir plywood with resin-fiber overlay per- 
manently fused to one or both sides of 
panel. High density is hard, glossy, abra- 
sion-resistant (use for long-lasting si 

shelving, concrete forms); Medium io 
sity overlaid plywood is smooth, with 
texture similar to drawing paper (ideal 
paint base for signs, fixtures, siding). 








one for ev 





FREE WALL HANGERS — Handsome 18”x33” wall hanger. 
Handy fir plywood grade-use-specification guide. Order 
d ‘one in your firm who specifies fir plywood. 
Also available, specification portfolio. Includes detailed 
description all grades, sizes, specialty panels, Commer- 
cial Standards requirements. Offer good USA only. 
Douglas Fir Plywood Assoc W 


.. Tacoma 2, 


ash., Dept. 185. 
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was the $500.00 Harold M. Cos- 
grove Memorial Scholarship. This 
went to Aldon V. Thompson. 

Bob Brown is an alumnus of 
the University of Tulsa. It was 
while taking a purchasing course 
at T.U. that he developed the 
interest in purchasing which has 
led him to his present post of 
buyer at Texas Natural Gasoline 
Corp. 


Reading P.A.’s Hear 
Management Talk 


Charles E. Rice, executive vice 
president of Jessop Steel Com- 
pany, spoke at a recent meeting 
of the Reading Purchasing Agents 
Association. His presentation was 
entitled “Management Looks at 
Its Purchasing Department.” 

Mr. Rice stressed the impor- 
tance of purchasing to the over- 
all profit picture of a company. 
He said there is a need for con- 
stant improvement in purchasing 
practices to meet the require- 
ments of a new era. The speaker 
also serves as president and direc- 
tor of Jessop Steel of Canada, 
Ltd., and vice president and direc- 
tor of Jessop Steel International. 


Purchasing Conference 
Held by Central Iowa 
P.A.’s 


The Purchasing Agents As- 
sociation of Central Iowa held its 
fourth annual purchasing con- 
ference at Drake University. Four 
top-flight speakers covered sub- 
jects quite pertinent to the in- 
creasingly-important field of pur- 
chasing. The speakers were: 
Heinz Ludeke, editor of Journal 
of Commerce, “Another Look at 
1958”; Nels Gibbons, Motor Wheel 
Corp., “Public Relations as the 
Working Tool of a Purchasing 
Agent”; Kenneth Block, A. T. 
Kerny Co., “Profit Improvement 
through Purchasing”; Dr. James 
Gates, dean of the College of 
Business Administration, Uni- 
versity of Georgia, “How to Act 
Like an Executive.” 
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ROLLWAY THRUST BEARINGS... 


3 


6” e . e . 
Design + precision + quality that 


do the job in the one best way... 


Size in Rollway Thrust Bearings—big or little—is a 
mere matter of operating “geometry” and of the ma- 
chinery to produce it. But design, precision and quality 
are dimensionless quantities that vary widely according 
to loads, speeds, temperatures . . . yet in the end sum 
up to a single constant: “To do the job required in the 
one best way.” 


Of course, we're proud of this 24% ton bearing with 
its thrust load capacity of 4,630,000 Ib., its diameter of 


ROLLWAY 


BEARINGS 





almost 3’-0” and its 3 roll assemblies with 6 precision 
thrust plates matched to equalize load and deflections 
for each stage. But we're equally proud of the little 2 
incher in Design Engineer Grigson’s hand. Despite the 
great difference in size, each has been carefully worked 
out “to do the job required in the one best way.” 


Whether you want a bearing for an oil rig, an ex- 
truder, a pulp mill jordan, a crane hook, a heavy duty 
lathe and countless other uses, Rollway has one that 
will do the job “in the one best way.” 


5 Standard Types: 
® Single aligning 
® Double aligning 
® Tandem 


® Single acting 
® Double acting 
© Special-purpose types to your order 


See us at Booth No. 673 
Design Engineering Show—Chicago 


ENGINEERING OFFICES: Syrocuse * Boston * Chicago * Detroit * Toronto * Pittsburgh * Cleveland * Milwaukee * Seattle * Houston * Philadelphia * Los Angeles * San Froncisce 
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TESTS 


Only a specialty mill in phosphor 
bronze could produce a product 
like Flexograin —a uniform, fine- 
grain phosphor bronze with sub- 
stantially better fatigue life. Tests 
prove that Flexograin withstands 
stress and strain that would cause 
failure in ordinary, coarse-grain 
phosphor bronze. Even after tor- 
turous forming operations, 
Flexograin, with its higher duc- 
tility, maintains its smooth, 
bright surface finish. 


Photomicrograph 
shows comparative 
grain structure of 
ordinary phosphor 
bronze (ieft) and 
finer, more uniform 
Flexograin 


PROVE BETTER FATIGUE LIFE 
with Flexograin phosphor bronze 


Riverside-Alloy technical experts 
don’t just accommodate phos- 
phor bronze inquiries —they 
concentrate on them. Chances 
are, they can suggest new uses 
for Flexograin that will save you 
money. Wire, write, or call for 
complete details. And for free 
technical bulletin, T-4, which 
describes the properties and uses 
of Flexograin, write today to— 
Riverside-Alloy Metal Division, 
H. K. Porter Company, Inc., 
Riverside, N. J. 


H.K. PORTER COMPANY, INC. 


RIVERSIDE-ALLOY METAL DIVISION 
For More Information Write No. 254 on Inquiry Card—Page 32 
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Purchasing Editor 
Addresses Western 
Michigan Ass’n. 


Featured speaker at the April 
15 meeting of the Purchasing 
Agents Association of Western 
Michigan was Dean Ammer, ex- 
ecutive editor of PuRCHASING 
Magazine. Mr. Ammer’s topic, 
“The P. A. As Company Econ- 
omist,” was particularly appro- 
priate. On hand for the meeting 
were the men who can make the 
P. A. a company economist— 
namely, the P. A.’s bosses. It was 
“Executive Night.” 

Mr. Ammer described the uni- 
quely strategic position of the 
purchasing agent when it comes 
to economic forecasting. “No one 
else in the organization,” Ammer 
declared, “has more contacts with 
r.ore industries and has poten- 
tially the best feel for the ‘pulse 
of business’ than the purchasing 
executive.” All the P. A. must 
do is get acquainted with some 
of the business statistics that are 
available to him and apply them 
to his own business. 

Mr. Ammer then went on to use 
exactly the same statistics that 
are available to the P. A. in mak- 
ing a business forecast for 1958- 
59. Mr. Ammer’s conclusion: the 
present recession had pretty 
much run out of steam. But he 
did not believe there’d be much 
of an upturn before early 1959. 
A spirited discussion followed Mr. 
Ammer’s talk. 

At the April meeting, the As- 
sociation nominated officers for 
the 1958-59 year. To be voted on 
at the May meeting as president 
is Ed Tapek of Centrifugal Foun- 
dry Co. Stepping up to the na- 
tional director’s post is Gregg 
Maxfield of Brunswick-Balke- 
Collender. 





You need only one card 
to request additional in- 
formation on any item in 
this issue. Use the reader 
service page 32. 
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NEW 3-TUBE 


cutting attachments 


Airco Model 3700 


Airco Model 3800 


Triangular stack design 
4 —— , ble 


Finest quality machined brass thr 
tainless steel tubes M 

High rigidity parts and construction—pr 
te aga t flashback 

Excellent balance with no weight increases 


keeps or atigu 


Tip mixing of pr 


New high efficiency O, valve 


esign. N ga eakage. N 


Tapered gas seal rings f 
Ma jal tightening. Ne 


Smoothly bored t 


The finest available . . . Airco’s 3-tube cutting attachments 
are fully adaptable to the widely used Airco welding torches. 
Both attachments take practically all Airco %4” seat tips. 

Before buying your next cutting attachment send to Airco 
for literature on these rugged new precision tools. Or, look 
in the yellow pages of the phone book under “Welding 
Equipment” for the Airco office or Airco Authorized Dealer 
nearest you. 


No. 3700 fits Airco No. 700 welding 
torch—cuts up to 4” steel, 
and Airco No. 750 welding 
torch—cuts up to 6” steel. 


No. 3800 fits Airco No. 800 welding 
torch. Cuts up to 8” steel. 


On the west coast — 
Air Reduction Pacific Company 


r Internationally — 
Airco Company International 
AiR REDUCTION SALES COMPANY mn Cube - 
Cuban Air Products Corporation 
in Canada — 
© A division of Air Reduction Company, Incorporated Air Reduction Canada Limited 
150 East 42nd Street, New York 17, N. Y. All divisions or subsidiaries 
Offices and dealers in of Air Reduction Company, inc. 
most principal cities 
AT THE FRONTIERS OF PROGRESS YOU'LL FIND AN AIR REDUCTION PRODUCT @ Pr 
goses, welding and cutting equipment, viny! acetate monomer, viny! stearate, meth methyl pentynol, ond other acetylenic chemicals © PURECO — carbon dioxide = 
goseous, welding grode COx:, liquid, solid ("DRY © OHIO — med ond hospite! equipment ¢ NATIONAL CARBIDE — pipeline acetylene ond calcium carbide 
*® COLTON — polyviny! ocetate, alcohols, ond other synthetic resins 


For More Information Write No. 255 on Inquiry Card—Page 32 


the divisions of Air Reduction C y, Incorporated, include, AIRCO — Industriel 


JuLty 7, 1958 


147 





There’s a Thermoid Hose 
; for every job 


Cut costs with 
Thermoid Conveyor Belting ... 


and Thermoid Multi-V Belts 


i 
\ | 


er 


i 





And for your job, too! 


You’ll find Thermoid has a hose 
that wears better, lasts longer, 
stays ‘“‘on the job’’ to save you 
time and money. Each Thermoid 
Hose is built to do a specific job 
best. The same is true of Thermoid 
Conveyor Belting, Multi-V Belts 
and Friction Materials. Call your 
local Thermoid Distributor today. 


hermol 


Thermoid Company 
Trenton, New Jersey 
Nephi, Utah 
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Casimer W. Wojack has been 
promoted to manager of contract 
hardware sales of Stanley Hard- 


Casimer W. Wojack 


ware, divisiom of The Stanley 
Works, New Britain, Connecticut. 
He has been in special sales and 
commercial research since he 
joined the company in 1956. Pre- 
viously he had been New York 
City district manager for P. & F. 
Corbin for five years. 


The Garlock Packing Company, 
Palmyra, New York, has named 
Thomas L. Denney general sales 


Thomas L. Dermey 


manager. Mr. Denney has been 
special assistant to the vice presi- 
dent of marketing. He will be 
charged with the administration, 
direction and control of field sales 
efforts, supervision of district 
managers and the coordination of 
sales activities between branch of- 
fices. Mr. Denney joined the com- 
pany as a sales representative in 
the Pittsburgh territory. 
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Microsize Fiextoc locknuts save space, reduce weight in miniaturized assemblies; 


eliminate need for auxiliary locking devices; help increase overall product reliability. 


Microsize FLEXLOC Locknuts Help Reduce Costs 
of Fastening Small Assemblies, Simplify Inventory 





Hex Across 


Microsize FLextoc self-locking nuts are designed to save space 

Across Flats Height Corners Height : : - Nie ; J 
SIZE MAX. MIN. REE MIN. REF and reduce weight in mechanical and electronic cap yarn — 
0.00 M38. 111.107 046 1121 ors ments, servomechanisms, and other small devices in whic weight 
64NC-3B  .127. .123 140 .090 and bulk are important design considerations. These tiny precision 
72 NF-3B .127 .123 140 090 nuts have exceptional strength and locking power; increase fasten- 


S6NC-3B .158 = .153 .067 .176 = .105 ing reliability in all types of miniaturized assemblies. 
64 NF-3B .158 .153 .067 .176 .105 


48NC-3B .190 .383 .071 .210 .120 Microsize FLEXLOCs have the same advantages as larger FLEXLOCs. 
56 NF-3B .190 .183 .071 .210 .120 


One-piece, all-metal construction . . . nothing to put together, come 
40NC-3B .190 .183 .071 .210 .120 - ' 
apart or get lost...no wiring, jam nuts or cotter pins...no 
-48 NF-3B 190 .183 .071 .210 .120 Nt Me rer g J so 
nonmetallic inserts to come out or deteriorate. They facilitate 
design, save assembly time, simplify inventory, help cut fastening 
costs wherever they are used. 








a & WWNHNHN oe = 
. 2 yee oe eee 











Specifications. Available in alloy steel (plain 

or cadmium plated) for temperatures up to 550°F; 

in 18-8 stainless steel (silver plated) for temperatures 
to 750°F: and in brass (plain or cadmium plated) , : 

ot sada ee ee You can use FLEXLOcs as locknuts or stop nuts. They lock at 

and aluminum (plain or chemically treated) for ? 


temperatures up to 250°F. whatever point wrenching stops and will not shake loose. They are 
impervious to moisture, dryness, oil or grease. They can be reused 
many times without loss of locking action. See your authorized 
SPS distributor for more information on microsize FLEXLOc lock- 





: At SPS we apply a dy ; : = : : : 
hi ‘a namic standard of qual nuts (and microsize FLEXxLoc self-locking clinch nuts). Or write 


High Reliability Rin ity—continually _ refined us for literature and samples. STANDARD PRESSED STEEL Co., 
—so that our fasteners rm 

will always have the high reliability factor Jenkintown 31, Pa. 

required by today’s faster speeds, higher ten 
peratures, and greater dynamic stresses. By 
using SPS fasteners in your assemblies, you / 
increase overall reliability—the certainty of / 
predictable performance under actual service 


conditions. Jenkintown «- Pennsylvania 


For more information on the full meaning of Standard Pressed Stee! Co. © The Cleveland Cap Screw Co. e 
reliability, write for a copy of the new SPS Columbia Steel Equipment Co. @ National Machine Products Co 
booklet “High Reliability.” e WNutt-Shel Co. @ SPS Western @ Standco Canada ltd. e@ 
Unbrako Socket Screw Co., ltd 
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We also manufacture precision titanium fasteners / 
write for free booklet 




















trom the very start 
of its installation 


BORROUGHS 
STEEL 
SHELVING 


cuts your 


shelving costs 
NOBODY...NOWHERE 


offers a greater shelving value! 


Most simple — most adjustable — 


most rapidly assembled steel shelv- 
ing on the market. Except for the 
top shelf (2 bolts and 2 nuts), no 
other bolts or nuts are required for 
shelves. You need no special tools 
for assembly. Each individual unit 
is complete in itself . . . no part 
depends on unit next to it... 
any unit or shelf can be moved in- 
dependently. You cannot afford to 
overlook this big buy. 


send for catalog 


B o R R @ U G a s MANUFACTURING COMPANY 


OF KALAMAZOO 


A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 


3014 NORTH BURDICK ST. ali. KALAMAZOO, MICHIGAN 


Insert shelf support Tilt shelf into support 
bracket .. no fumbling bracket . . and shelf is 
with studs, bolts, nuts or ready for loading. 

lock washers. 
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The transfer of W. F. Senkus 
from the Chicago district sales 
office of De Laval Steam Turbine 
Company to the headquarters 
turbine sales department in Tren- 
ton, New Jersey, has been an- 
nounced. Mr. Senkus, a veteran 
in turbine and turbo-generator 
sales, will assist field sales offices 
in the promotion and sales of tur- 
bines and generators. He served 
with the Elliott Company before 
joining De Laval in 1949. 


Ernest Mortensen has been 
named branch manager of the re- 
gional sales headquarters in Dal- 


Ernest Mortensen 


las, Texas, by Packard-Bell Elec- 
tronics Corporation, Los Angeles, 
California. Mr. Mortensen has 
most recently been manager of 
the company’s Albuquerque, New 
Mexico office. 


Federal Pacific Electric Com- 
pany, Newark, New Jersey, has 
promoted four regional sales 
executives in the South and 
Southwest. Those advanced were 
W. L. Sullivan, former South- 
western district manager, to 
Southeast regional manager; 
Glenn Ellis, previously Dallas 
branch manager, to Dallas dis- 
trict manager; Ted Beyert, for- 
mer Houston branch manager, to 
Houston district manager; and 
Felix W. Truss, Jr., previously a 
field engineer with the com- 
pany’s Oklahoma City sales of- 
fice, to Kansas City district 
manager. 
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The case 


It was a dandy day for dedicating 
a bridge. Which was all to the 
good since Hizzoner — Mayor 
Philip E. Bodkin—was about to 
officially open the Philip E. Bodkin 
Lift Bridge— 5 million bucks worth 
of steel, concrete, electrical cables 
and motors. 

As Hizzoner’s assistant, I had 
whipped up a little ceremony com- 
plete with speeches, music and 
ribbon-snipping. As a smasheroo 
finale, the big electric motors 
would ease the lift section down 
into place and a motorcade, with 
Hizzoner at the helm, was to roll 


of the balking bridge 


over the bridge 
Well, the 
plendidly. 


into Smedley. 
speeches came off 
S Hizzoner’s niece 
hi acked the ribbon apart. And as 
the Firehouse Band blatted out a 
fanfare, everyone gazed expect- 
antly at the lift section, waiting 
for it to descend in glory. 

But it didn’t descend. In glory 
or anything else. Even though 
Hizzoner huffed and puffed, 
stormed and hollered, it didn’t 
come down until two days later 
when some defective electric cable 
had been replaced. But by that 
time, Hizzoner wanted to forget 


the whole thing. Specially when | 
reminded him that the guilty 
power cable had been a bargain 
special supplied by his Cousin Al 
over the objections of the engi- 
neers, who had specified Okonite. 

Next day, however, Cousin Al 
was back working at the filling 
station and the whole darn elec- 
trical system of the Philip E. 

3odkin Bridge was being rewired 
with Okonite Cable. 

And, for some reason, Hizzoner 
keeps about three inches of heavy- 
duty Okonite Cable on his desk 
for a paperweight. 


where there’s electrical power... there’s OKONITE CABLE 
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R Pr 


TWIN-WELD HOSE 
CAN’T KINK 
eo} men ti lis 


There’s no wrestling with snarled hose lines when this Hewitt- 
tobins welding hose is on the job. It can’t kink or curl because 
it’s molded in straight sections by the exclusive H-R platen press 
process. Both oxygen and acetylene lines in a single integrated 
unit, yet each clearly color marked, means easier handling and 
moving, increased safety, longer wear, and time and money saved. 

The patented construction of Twin-Weld hose increases flexi- 
bility, gives life-time adhesion between the two lines, eliminates 
coil set, and prevents any chance of leaks or ruptures between tube 
and cover. In-process inspection during all stages of manufacture 
results in the highest quality welding hose on today’s market. To 


find out how H-R products and services can help you, consult: 


your classified telephone directory for the nearest H-R representa- 
tive, or contact Hewitt-Robins, Stamford, Connecticut. 


CONVEYOR BELTING AND IDLERS...POWER TRANSMISSION DRIVES 
INDUSTRIAL HOSE...VIBRATING CONVEYORS, SCREENS & SHAKEOUTS 
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Scovill Manufacturing Com- 
pany, Waterbury, Connecticut, 
has announced the appointment 
of S. O. Drivdahl to the position 
of general sales manager of con- 
tract manufactured products of 
the General Manufacturing Divi- 
sion. Mr. Drivdahl will be respon- 
sible for all sales, sales promo- 
tion and market research activi- 
ties related to contract sales and 
production. Mr. Drivdahl’s most 
recent assignment for Scovill has 
been as regional sales manager 
for the General Manufacturing 
and the Forging and Screw Ma- 
chine Divisions, covering the Ro- 
chester, Philadelphia, Pittsburgh, 
Cleveland and Cincinnati districts. 
He joined Scovill in 1945, was 
appointed salesman in the Pitts- 
burgh office in 1946, sales man- 
ager of the Rochester office in 
1952 and promoted to his latest 
position in May of last year. Be- 
fore coming to Scovill, Mr. Driv- 
dahl was associated with the 
Standard Oil Company of New 
Jersey. 


United States Rubber Com- 
pany, New York City, has es- 
tablished a new automotive sales 
department, with headquarters in 
Detroit. It will coordinate sales 
to the automotive industry of the 
various products manufactured 
by all of its operating divisions. 
Walter D. Baldwin has been ap- 
pointed vice president in charge 
of the newly formed department. 
He was formerly assistant gen- 
eral manager of the company’s 
tire division. 


The new location of Wolverine 
Tube’s Mill Depot in Evanston 
was recently announced. For- 
merly located at Midland Ware- 
house, 1500 S. Western Avenue, 
Chicago, Illinois, the new and 
more convenient quarters are 
now located in Evanston, IIli- 
nois, in order to better serve the 
Chicago Metropolitan area. G. E. 
Reade and E. K. Schutz will 
handle all wholesaler requests 
for copper water tube, refrigera- 
tion service tube, automotive 
tube and aluminum Versatube, 
the new utility tube, through 
these new facilities. 
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This is a typical application of 
Taylor Laminated Plastics. Your de- 
sign engineers may be working on a 
product that has similar require- 
ments. Why not pass this advertise- 
ment along to them. 


Uniformity of Taylor Rolled Copper-Clad Laminates 
helps prevent shorts in printed electronic circuits 


Taylor Rolled Copper-Clad Laminates help prevent both 
shorts and open circuits: shorts because the copper is free 
of lead inclusions; open circuits because the metal is free 
of pits and pinholes. They have such high uniformity that 
even lines only 0.002 in. wide, and spaced only 0.004 in. 
apart, can be produced. These features also help prevent 
resistance buildup and other faults that cause failures in 
radios, television sets, and other electronic devices found 
in the home and industry. 

Production control at Taylor Fibre Co. is responsible for 
this highly uniform printed circuit material. Taylor has 
devised a unique method of bonding high-purity rolled 


Actual size of printed circuit 
on Taylor Copper-Clad Lami- 
nate. The lines are only 0.002 
in. wide and 0.004 in. apart. 


copper to the base laminate—and keeping it securely bonded 
even under severe conditions of temperature, humidity and 
mechanical stresses. From this results the production of 
printed circuits of consistently high quality 

This is only one of the many Taylor Fibre Co. products 
that are meeting industry’s demands for improved materials 
with superior performance characteristics. If your products 
require laminated plastics—in basic form or fabricated 
parts—contact Taylor Fibre Co., Norristown 36, Pa. Our 
plants at Norristown, Pa., and La Verne, Calif., are both 
fully equipped to give you engineering assistance as well as 
quick delivery on the laminated plastics you may need. 


ylor 


ULCANIZED FIBRE 


LAMINATED PLASTICS 
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that’s what business 


‘// MORSE 





NOT 
UTS 


needs Right Now! 


This is to reassure you that your Morse-Franchised Dis- 
tributor is in business just as solidly and strongly as ever. 





For, regardless of conditions, Morse is continuing to sup- 
port him 100% in deliveries, sales engineering and sales 
promotion. 

There will be no cutbacks from Morse in any way. 

So you can continue to depend on your Morse-Franchised 
Distributor for the same 100% service he has always given 
you. Call him in today! 


MORSE TWIST DRILL & MACHINE CO. 
NEW BEDFORD, MASS. 
A Division of VAN NORMAN INDUSTRIES, INC. 
Warehouses in New York, Chicago, Detroit, Dallas, San Francisco 
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ganization staff of the De Laval 


yy ie} place Four changes in the sales or- 


Steam Turbine Company, Tren- 
alijaz iels ton, N.J., have been announced. 
C. E. Cromwell has been ap- 
pointed manager of commercial 
[~¥-Yerelale best sales, with responsibility for 
sales activities of commercial 
products including pumps, cen- 
trifugal compressors, turbines, 
and commercial gears. In addi- 
tion to his new position, Mr. 
Cromwell will continue as Field 
Sales Manager. He has been with 
the company for 21 years, was 
Detroit district manager from 
1946 to 1957. A. L. Foltz, Jr., 
Manager of the Detroit district 
office since 1953, has been ap- 
pointed manager of the Chicago 
district office. J. F. Donovan, a 
De Laval sales engineer for the 
past nine years, with tours of 
duty in the Detroit and Kansas 
City Offices, has been appointed 
manager of the Detroit cistrict 
office. The appointment of W. H. 
Mouquin, former manager of the 
Chicago district office for the past 
two and a half years, as mana- 
ger of the newly established New 
York district office was an- 
nounced recently. 


Gordon H. Platt has been ap- 
pointed a sales engineer by Tay- 
lor Fibre Co., Norristown, Pa., 
and assigned to the firm’s New 
England Office at West Hartford, 
Conn. He will be responsible for 
ks application and sales of Taylor 
Steel rings are important components of missiles, ra vuleanized fibre and laminated 
rockets, aircraft and engines—and here only the : ~~ plastic _ products —_ throughout 
best are acceptable. “Seconds” won't do! , Connecticut and Vermont and in 


western Massachusetts. 
Edgewater prides itself on the dependable high 


quality of its rings. Weldless rings are rolled from ' eee th) We on 

solid blocks of steel by a process which produces ll i Di npidoegtiie 4 joined 
fine-grain, uniform metal texture. Simple or com- i ig ea — een, 
plex ring sections are formed to close tolerances, ‘ Inc., Clifton, New Jersey, as as- 
thus reducing machining and scrap-loss. Ring ¥ Zz ys sistant division manager for in- 
diameters are 5 to 145 inches. . oT. dustrial sales = the firm's In- 
dustrial and Military Equipment 
Division. In the newly created 
post, Mr. Boyle, former sales 
manager for RCA’s Mobile Com- 
munications Equipment, will as- 


sist in coordinating the division’s 
Edgewater Steel Company overall industrial sales activities 
with individual product mana- 


P. O. Box 478 ¢ Pittsburgh 30, Penna. gers. 
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We will be glad to send you our descriptive 
bulletin. 
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NEW INVENTORY SYSTEM 
SPEEDS RIVET DELIVERIES 


Judson L. Thomson 
now keeps 500 million rivets 
in stock to meet 


your everyday needs 


This new system keeps our inventory high so you can keep 
yours low. It’s based on the 800 most-used standard rivets. 
It’s backed up by productive capacity exceeding 20 million 
rivets a day. When your order comes in, semi-finished rivets 
are quickly finished to your specifications . . . and delivery 
is geared to your production schedules. 


Next time you need rivets, order from Thomson because .. . 
TWENTY MILLION A DAY — SPEEDS RIVETS YOUR WAY. 


JUDSON L. THOMSON MFG. CO., WALTHAM 54, MASS. 
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AFTER... 
parts of bolts” 
and nuts eliminate — 
problems, speed 
assembly hoarse 
at lower cost. = 


" 


Save Mone 


by simplifying fastener design 


Here is a simple application of a basic bolt making 
principle which is affecting substantial savings 
for a number of manufacturers. 


These savings, resulting from simplified design, 
are realized in every step of the operation 
from lower first cost of the fasteners 

through inventory to final assembly. Totalled, 
they are well worth while. 


There are many other basic principles .. . often 
overlooked in designing and specifying 
fasteners, which are of importance cost-wise. 


You'll find them in our new booklet, “How 
to specify fasteners ,..and save”. 
Filled with drawings and charts, it makes a 
handy guide in designing or buying any 

headed parts. 
If you can use a copy, write to North 
Tonawanda or ask a Field 

Representative. 


BUFFALO BOLT COMPANY 
Division of Buffalo-Eclipse Corporation 
North Tonawanda, N.Y. ¢ Princeton, Illinois 
MAKING BOTH FASTENERS AND FRIENDS FOR 100 YEARS 
@ 3 convenient service centers 
eae * = OFFICE EASTERN OFFICE CENTRAL OFFICE 


jicogo New York City North Tonawanda 
HArrison 7-2178 REctor 2-1888 JAckson 2400 (Buffalo) 
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The Giant Grip Mfg. Co., Osh- 
kosh, Wisconsin has purchased the 
business of Prevost Forged Prod- 
ucts, Detroit, Michigan. The busi- 
ness will continue as the Prevost 
Division of Giant Mfg. Co. This 
change will result in being able 
to offer a wider range of forging 
facilities to produce forgings up 
to 60#. 


Norton Company, Worcester, 
Mass., has begun production in 
its new $1.5 million special re- 
fractories plant recently. This 
plant has been designed for the 
straightline production of a wide 
variety of refractory products. It 
is of two-story construction with 
80,000 square feet of manufactur- 
ing space. It is located in Worces- 
ter adjacent to existing tunnel 
kilns which have been used to 
fire the products of the existing 
refractory plant, located about a 
quarter of a mile away. Handling 
time and labor will be substantial- 
ly reduced. 


The opening of a new ware- 
house in Chicago; Illinois has been 
announced by Campbell Chain 
Comparry. York, Pennsylvania. 
The warehouse will be located at 
559 West Fulton Street, Chicago 6, 
Tllinois. 


The Mesta Machine Company, 
Pittsburgh, Pennsylvania, has 
been awarded contracts covering 
the design and manufacture of 
additional production and han- 
dling facilities for the structural 
mill at the Indiana Harbor Works 
of the Inland Steel Company, Chi- 
cago. The new installations will 
expand the capacity of the mill to 
roll greater tonnages of wide 
flange beams. 


The Ingraham Paper Company, 
Los Angeles, California, has an- 
nounced plans for a 50 per cent 
expansion of its warehouse facil- 
ities. The present building com- 
pleted in 1954 will be expanded to 
the south nearer to the Santa Ana 
Freeway. Estimated cost of the 
45,000 square foot addition is 
$300,000. 
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Celanese Corporation of Amer- 
ica has announced that it has com- 
pleted construction of a new man- 
ufacturing unit at its Belvidere, 
N. J., plant to produce polyvinyl 
acetate emulsions. Annual capa- 
city of the installation is in ex- 
cess of 20 million pounds. 


The Polymer Corporation, 
Reading, Pennsylvania, hes pur- 
chased the entire outstanding cap- 
ital stock of Halex Corp., Detroit, 
Michigan. Halex has been active 
for a number of years in the 
development of pressed and sin- 
tered parts made from Nylasint, 
specially processed nylon powders 
developed by The Polymer Cor- 
poration. Polymer owns patents 
which cover the processing and 
pressing and sintering of nylon 
powders. 


Texas Eastern Transmission 
Corporation, Cincinnati, Ohio, has 
started construction of an under- 
ground storage cavern for lique- 
fied petroleum gas at Lebanon, 
Ohio. Located on an 89 acre tract, 
the cavern will be known:as the 
Todhunter Terminal. When com- 
pleted the terminal will be used to 
store and distribute LPGas by 
truck and rail transport over a 
wide range of states from Mich- 
igan to New England. 


Production of Epiphen modi- 
fied novolac epoxy resins in a 
recently-completed plant at Bain- 
bridge, N.Y., has been announced 
by the Borden Chemical Com- 
panty, New York City. Six resins 
currently are in production at 
Bainbridge and all are available 
in commercial quantities. They 
range in viscosity from 2,000 cps 
to semi-solids. 


Chemetron Corporation has 
completed negotiations to acquire 
all of the common stock of the 
Allbright-Nell Company, Inc., 
manufacturer of meat packing 
machinery and equipment. Head- 
quarters of both firms are in 
Chicago. Allbright-Nell Company 
will be operated as a subsidiary 
of Chemetron Corporation and 
will coordinate its production 
and sales activities with the 
firm’s Girdler Process Equip- 
ment Division of Louisville, Ky. 
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(({ | 7 pIPE, COPPER, HUSSE? 


ROD, COPPER, HUSSE! 


BARS, COPPER HUSSE? 


ppeR, HUSSE' 





coPP 


Ss 
IN MANY FORMS AND SIZE 


Ready for Delo 


Convenient Warehouses 
Direct Mill Shipments 


ice i mplete—coppe! 
Copper service is COMP 
ragey ei and sizes—readily — 
rs day-to-day quantities from Hussey 


houses or in production lots a ron 4 wWUSA 
the mill. Be sure it's Hussey COPPer OD° i vas 


be sure! 


7 CONVENIENT WAREHOUSES : 
PITTSBURGH (19) 2850 Second Ave. 
Cc. G. HUSSEY & CO. CLEVELAND (3) 5318 St. Clair Ave. 
(Division of Copper Range Co.) CINCINNATI (37) 1045 Meta Drive 
ROLLING MILLS AND CHICAGO (18) 3900 N, Elston Ave. 
GENERAL OFFICES: $T. LOUIS (1) Central Terminal Bldg. 


PHILADELPHIA (30) 1632 Fairmount Ave. 
PITTSBURGH I 9, PENNA. NEW YORK, LONG ISLAND CITY (6) 34-39 Thirty-first St. 
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He proved 
at 1 wheel 
could 


Se 


Jim Frederick’s eleven years of experience 
as an abrasive engineer have covered most of 
the problems in the book. That’s why he so often 
finds practical solutions when he runs into 
problems that are not in the book. 
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Steelcraft operator John Kulpa checks performance of new Bay State wheel on high 


speed steel form tool job. 


outperform 3 at Steelcraft Tool Co. 


Steeleraft Tool Co., of Detroit, used to use three different grinding 
wheels to rough and finish the angles on straight high speed steel form 
tools ... one specification for roughing, two for finishing. Then Bay State 
came into the picture through distributor Jim Frederick of Detroit’s 
Industrial Abrasives Co. He showed them how a single Bay State wheel 


specification would cut fast for roughing and fine for finishing. 


Result: Costly wheel changes were cut way down and both Roland 
Belardnelli, co-owner of Steelcraft, and John Kulpa, chief operator, 


rate the new wheel A-plus for speed and precision, too. 


Purchasing Agents, as well as operators and proprietors, find Jim 
Frederick helpful because he frequently comes up with ideas that not 
only improve grinding efficiency but cut costs, too. The same applies 
to your Bay State distributor. Better grinding at lower cost —that is 


his business. 


t= BAY STATE 


— ABRASIVES 


Bay State Abrasive Products Co., Westboro, Massachusetts. 
In Canada: Bay State Abrasive Products Co., Brantford, Ontario. 
Branch Offices: Bristol, Conn., Chicago, Cleveland, Detroit, Pittsburgh. Distributors: All principal cities, 
For More Information Write No. 267 on Inquiry Card—Page 32 
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PLASTIC PLUGS AND CAPS 


FULL PROTECTION 
EASY TO REMOVE 
EASY TO INSTALL 
WILL NOT SHRED 


S.S.WuHitE Plugs and Caps give full 
protection, plus many other important 
Bete i Ketone advantages. They'll never shred, leav- 
Bre seuetr ing debris in your product. Your cus- 
= tomers will appreciate their simple ease 

of removal. Installation takes only sec- 
onds of production line time! 


Tue Qua.ity Line—of Rigid Acetate— 
is tough, non-brittle, impervious to 
petroleum-base oils and greases, and 
withstands impact. 


THE Economy Line—of Flexible Elas- 
toplastic Vinylite has a “non-slip grip” 
for easy installation or removal, a stay- 
put fit, and gives sure protection 
against damage in handling, storing or 
shipping. 

S.S.WHITE Plastic Plugs and Caps will 
give your product sure protection, 
worth thousands of dollars, at a cost 
of only pennies! Ask for samples and 
for Bulletin P5708. (Dept. PP) 


PLASTICS DIVISION 


10 East 40th Street, New York 16, New York 
Western Office: 1839 West Pico Bivd., 
Los Angeles 6, Calif. 


: 
; 
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A new plant expansion that 
will provide a fourteen percent 
increase in floor space for manu- 
facturing filters for aircraft, 
missiles, industrial and ground 
support equipment has been an- 
nounced by Bendix Filter Di- 
vision of Bendix Aviation Cor- 
poration. The expansion, for 
which ground has been broken 
will be made at the company’s 
main plant at 434 W. 12 Mile 
Rd., Madison Heights, Michigan. 


The Carpenter Steel Co., Read- 
ing, Pa., has opened a new corro- 
sion research laboratory that in- 
troduces important new means of 
accurately determining the cor- 
rosion rate on all metals. The 
new facility enables the com- 
pany to prejict more precisely 
the area of usefulness of stain- 
less and other corrosion resist- 
ing steels. In addition, it permits 
thorough examination of tita- 
nium, zircalloy, zirconium and 
nickel base alloys. Studies con- 
ducted in the new lab are ex- 
pected to contribute a great deal 
to the knowledge and develop- 
ment of metals for critical ap- 
plications in the atomic energy, 
guided missile and aircraft fields 
This work, in addition, will re- 
veal new facts about corrosion 
of metals in the chemical, petro- 
leum, pulp and paper, power 
metalworking, and food fields, 
among others. 


The Molded Fiber Glass Body 
Company, Ashtabula, Ohio, has 
purchased from Inland Container 
Foundation, Inc., a 60,900 square 
foot plant at 3714 Ann Avenue, 
Ashtabula. It was formerly oc- 
cupied by Inland Container Cor- 
poration. This is the third major 
expansion for the company since 
1953, when it was formed. The 
new buildings will house as- 
sembly operations, a model and 
tool shop, and sales and engi- 
neering departments. Renovation 
and installation of equipment in 
the new buildings will begin im- 
mediately, the plant should be 
ready for production by early 


fall. 
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EXCELLENT BASE 
FOR PROFITS 


This ninety-six pound casting was made for the National Cash Register Co. 
of Nodulite®, Hamilton Foundry’s ductile iron. The casting forms the base 
for the new Post-Tronic Accounting Machine. It measures 3742" by 2342" 
with sections varying from 44” to 142”. Ductile iron was chosen for this part 
because of its ductility, dimensional stability, rigidity, and machinability. 

Sharp pencil buyers know that the ultimate cost of a casting rather than 
the purchase price is most important to the cost of the end product. Dimen- 
sional accuracy, uniform machinability, fine surface finish, low rejects and 
delivery of orders on schedule result in castings at lowest ultimate cost and 
insure your reputation for product quality. 

When new and unusual design problems arise in the selection of metal 
and the casting of parts, you will find that the skill and integrity of your 
foundry is your best insurance that specifications—and delivery schedules 
—will be met. 


GRAY IRON + ALLOYED IRON » MEEHANITE @ * DUCTILE (NODULAR) IRON © NI-RESIST * DUCTILE NI-RESIST + NI-HARD 


The Hamilton Foundry & Machine Co., 1551 Lincoln Ave., Hamilton, Ohio * TW 5-7491 
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FOR LASTING 

GOOD LOOKS...USE 
ALCOA ALUMINUM 
FASTENERS 


Build lasting good looks—sparkling 
sales appeal—into your aluminum pi 
ucts with Alcoa® Aluminum Fasteners. 
Get perfect color match, avoid dis- 
coloring and weakening corrosion. 
Avoid ugly stains with bright, carefree 
Alcoa Aluminum Fasteners. 

With Alcoa Aluminum Fasteners 
you are protected against galvanic and 
atmospheric corrosion, And they are 
readily available in all standard types 
and sizes at your local Alcoa distributor; 
or call your nearest Alcoa sales office. 
Look in the Yellow Pages of your tele- 
phone directory. 


j ALCOA ALCOA THEATRE 
a“ ALUMINUM | Exciting Adventure 
FaStemees | Alternate 
sommsacinsinimaietree Monday Evenings 


Your Guide to the Best in Aluminum Value 
FACTS. SAMP 














Aluminum Company of America 

2248-G Alcoa Bidg., Pittsburgh 19, Po 
Gentlemen: Please send complete specification data 
ond samples of Alcoa Aluminum Fasteners. 


Nome - 


Title —_ 


Compony— 


Address— 


ben ee om ae 
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A million dollar expansion of 
production facilities at Geodrich- 
Gulf Chemicals, Inc., man-made 
rubber plant in Institute, West 
Virginia, has been announced. It 
will increase the plant’s produc- 
tion of crumb rubber, a product 
that has won general acceptance 
among manufacturers of cements, 
mastics and adhesives. An ex- 
truder dryer for production of 
high quality extrusion - dried 
electrical grade rubbers and 
other special polymers will also 
be installed. Construction is 
scheduled for completion by 
September. 


Work was started recently in 
Los Angeles on Latrobe Steel’s 
West Coast warehouse and of- 
fice. The installation when com- 
pleted, will represent an invest- 
ment of approximately $250,000. 
The warehouse will incorporate 
the most efficient equipment for 
handling Latrobe’s products: high 
speed steels, tool and the die 
steels, stainless and_ specialty 
steels for the manufacture of air- 
craft components and missiles. 
Warehouse and office will be lo- 
cated at 2919 Tanager Avenue. 


Illinois Tool Works, Chicago, 
has established a gear services de- 
partment. It will function in co- 
operation with the Machine and 
Instrument Division, which manu- 
factures and distributes the com- 
pany’s line of precision gear check- 
ing and measuring instruments. 
Four types of services will be in- 
cluded in its program: 1—proto- 
type gear and product manufac- 
turing, 2—gear inspection and an- 
alysis, 3—design and product en- 
gineering service and 4—a gear 
training program. 


Construction of a headquarters 
building for the Maytag Com- 
pany got underway in Newton, 
Iowa recently. When completed 
in about 18 months the 132,000- 
square-foot building will be four 
times the size of the present 
Maytag main office, which is to 
be incorporated into the new 
structure, making a single, in- 
tegrated building. 





KLEINS 


> 


Quality pliers for 
industrial use «i 
¥ 
*Pat. applied for . 
On production lines . . . in the hands 
of electricians ... wherever pliers are 
used, you are assured of the best when 
they carry the Klein trade-mark 
—standard of quality “since 1857.” 


The Klein line is complete—with 
the right size and style for every job, 
each designed to do that job better 
and to give lasting service. 

No matter what your needs, be 
sure to check your supplier and make 


sure the pliers you buy carry the 
Klein trade-mark. 


Klein Pocket Tool Guide 


If you do not have your free 
copy of the Klein Pocket Tool 
Guide, write for it today. 


ASK YOUR SUPPLIER 


Foreign Distributor: 
International Standard 
Electric Corp. 
New York 


coo KMELEIN & co 
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NATIONAL OIL SEAL LOGBOOK 


Unique triple-lip National 
Syntech seals bearings 
“underground” in rugged 
disc harrow application 





Low cost, easily installed 
Excludes dirt, mud and water 
Ideal for permanently lubricated bearings 
Effective after 4,000 test hours 


The Triple-Lip Syntech seal, pioneered by National, provides a 
new standard of bearing protection for equipment operating in severe 
dust, dirt, mud and water conditions. 


The seal is rugged and extremely simple in design. It consists of three 
identical synthetic rubber sealing members bonded to metal washers and 
enclosed in a rigid steel outer case. Use of the “straight” Syntech 

sections keeps torque low, simplifies flush lubrication, and permits the 
seal to accept a high degree of runout and misalignment where needed. 


For complete information, call your National Applications Engineer 
or write direct 


NATIONAL SEAL 
Division, Federal-Mogul-Bower Bearings, Inc. 
General Offices: Redwood City, California 

» Plants: Van Wert, Ohio, Redwood City 
and Downey, California 
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by B. FRANK HANTZ, Vice President 


AMERICAN INSULATOR CORPORATION 
i The Men Behind The Man From Aico 


\ico’s enviable position in the field of molded plastics has been attained 
largely through customer satisfaction and service. Since 1916, Aico has 
been a major supplier of molded plastics to many of America’s pace- 
setting industries. Each molding job presented its own unique problems 

problems which were successfully solved by the integrated facilities 
and coordinated skill of expert craftsmen within the Aico organization. 
Perhaps the best proof of Aico’s efficient service . . . and satisfaction 
delivered ...is the record of new assignments we receive from cus- 
tomers we've served in the past.” 


MOLDED NYLON PUMP IMPELLERS 
ANOTHER NEW USE OF AICO PLASTICS 


é ylon pump impellers are typical 
amples of how better products result 
m the use of Aico Molded Plastics. 
ded to extremely close tolerances, pro- 
ling precision accuracy without machin- 
the nylon impellers reduce assembly 
while increasing pump efficiency. 





FREE 

Plastics 

Designer’s 
1 Handbook 


Shows how good design controls unit cost of 


| ecutives 


| Wooden Pallets.” 


| tomatic 


r light weight conserves driving energy. 
chemical, corrosion and wear resistant 
lities of the nylon material promises 
er impeller life and less pump main- 
nce F on Molded Plastics can give 
luets new, impelling sales advan- 
Discuss them with Aico now. 


molded plastics. Molded plastic parts with a 
low unit cost can be achieved only when the 
practical limitations of die-making are given 
full consideration when the part is being de- 
signed. Aico hos prepared a Plastics De- 
signer's Handbook thot tells and illustrates 
how costly design errors can be avoided. A 


FREE copy is yours on request . . . use covu- 
pon below. 











A completely integrated plastics 
molding service with unmatched 
experience and coordinated 
facilities for Engineering, Mold 
Building, Compression, Transfer, 
Plunger, injection and Cold Molding 
plus the molding of Reinforced 
Fibergios 


AICO’S Nook of 
Plastics Knowledge 


Anerican Insutator Corporar'On 
New Freedom, Pa. 

Please send me a FREE copy of Aico’s 
PLASTICS DESIGNER'S HANDBOOK. 


INSERTS may be used in plastic ports 
fasteners, to support loads, simplify 
jling or facilitate assembly. (They 

nay serve functional purposes or may 
sed purely for decoration.) Smooth 

i inserts (see sample above) may be 
ecurely anchored by bending, splitting, 
tching, swaging or knurling. Other 
es of inserts are fully covered in 

s booklet “Good Plastics Design 


Makes Cents.’ Coupon will bring your 
FREE copy 


Name 














News 


Conference Will Focus 
On Pallet Purchasing 


A special all-day program for 
purchasing agents and other ex- 
interested in procure- 
ment and use of wooden pallets 
will be held at Syracuse Uni- 


| versity on September 10. 


The program will be part of 


| the Second Annual Wooden Pal- 


let Manufacturers Association. 

One of the major topics to be 
discussed is “Problems Associ- 
ated With the Procurement of 
Aim of the 
meeting is to show how maximum 
value can be obtained from the 
use of pallets and to create better 
understanding among buyers and 
suppliers. 


Further information is avail- 


| able from Wooden Pallet Con- 
| ference, State University College 
| of Forestry, Syracuse University, 


Syracuse 10, N.Y. 


Comprehensive Handbook 


On Swiss Automatics 


A new book, titled “The Swiss 
Automatic” contains 285 pages of 
information on all aspects of au- 
machining. Numerous 
photographs and diagrams illus- 
trate all related procedures and 
operations. Instructive sketches 
point out important do’s and 
don’t of Swiss Automatic opera- 
tion. The book is designed to be 
used as a guide to more success- 
ful automatic machining of high 
precision parts, using the Bech- 
ler methods of cam design and 
production. Individual copies can 
be obtained from Bechler Service 
Corp., 28 Harbor Street, Stam- 


| ford, Conn., at 12¢ each. 
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To a purchasing man too busy 
for romance in a pine forest 


It’s always a temptation for paper guys to expect customers to enjoy 
a sentimental journey through the majesty of their pulp source. 


We do love our vast pine forests—but could you care less? Here’s our 
story stripped to fit your interest. A few words and no music. 


Crossett Paper Mills makes kraft wrapping papers in a full line of 
grades, weights and sizes. It’s darn good kraft and it’s prominently 
branded with our name “‘Leatherneck.”’ It’s sold only through the 
authorized paper merchants listed at the right. Not only its consistent 
quality, but the policy under which it is sold sets it apart from 

kraft from other mills. 


As a customer of this independent mill producing raw kraft stock only, 

the merchant who sells you is assured of his supply in all markets 

through the Crossett policy of reserved machine time. This assurance 

of steady supply to meet regular needs is passed on to you. 

That’s the story. What it lacks in excitement it makes up in good 
sound buying sense. Order from the merchant near you 
and specify Crossett Leatherneck Kraft. 


CROSSETT 
PAPER MILLS 


A Division of The Crossett Company, Crossett, Arkansas 


hoe a DISTRIBUTORS 


APPLETON, WISC. 
ATLANTA, GA. 


AUSTIN, TEX.. . ...... bone Star Paper Co. 
BALTIMORE, MD.. Hubbs & Corning Co. 
BATON ROUGE, LA........... Bancroft Paper Co. 
Louisiana Paper Co. 

BIRMINGHAM, ALA....... Dillard Paper Co. 
E. F. Osment Paper Co. 

BUFFALO, N. Y..... Hubbs & Howe Co. 
TTANOOGA, TENN..... jaiatoher Pap Paper = 


CHA 
CHICAGO, ILL. 
Berkshire c Papers, ine 
Bermingham & Prosser Co. 
Chicago Paper oe 
a ~ ey a Paper Co. 
aft Pape 


CINCINNATI, O 


Seinsheimer Paper Corp. 
CLEVELAND, 0.............. Alling & 


’ Gascom 
The Union Paper & 
COLUMBUS, 0....... i 


g 
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pared aa * oun Cewek : 
carton oe MICH. 
Butler 
Union or 4 


pagan tng IND... ; . Capi 
FT. WORTH, TEx haad eee 


GRAND RAPIDS, MICH. Grand Rapi 
HAMMOND, IND. -Inlander-S 
HIGH POINT. N 
HOUSTON, TEX. 


INDIANAPOLIS, IND. 


JACKSON, MISS. ownsend Paper Co. 
KALAMAZOO, Mic. “Germinghom & Prosser 
KANSAS CITY, MO... Bermingham & Prosser Co. 

tandard Paper Co. 
LANSING, MICH. 


LITTLE ROCK, ARK, 


LOUISVILLE, KY... . Louisville Paper & Mfg. Co. 
Southeastern Paper Co. 

MEMPHIS, TENN........ Mayer Myers Paper Co. 
Wurzburg Brothers, Inc. 

MILWAUKEE, we. W. H. Kranz Co. 
Wisconsin Paper & Products Co. 

MINNEAPOLIS, MINN... . John Leslie Paper Co. 
Minnesota Paper & Cordage Co. 

Bancroft Paper Co. 

Louisiana Paper Co. 

Schwartz Paper Co. 

Steindler Paper Co. 

le Paper Co. 

Bancroft Paper Co. 

wisc. * Sawyer Paper Co. 

NEW ORLEANS, LA. ee Band os Co. 
OKLAHOMA at. OKLA... Carpenter Paper Co. 
Okiahoma Paper Co. 

OMAHA, NEB... ¥ Nogg Bros. Paper Co. 
PARIS, TEX. Guest Paper Co. 
PHILADELPHIA, PA...W. 8. Kilihour & Sons, Inc. 
Terminal Paper Co. 

PITTSBURGH, PA. . Balter Paper Co. 
Chatfield & Woods Co. of Penna. 

interstate Cordage & Paper Co. 

RACINE, WISC. W. H. Kranz Co. 
SAN ANTONIO, TEX. ..... Carpenter Paper Co. 
SHREVEPORT, LA. ; Ban-roft Paper Co. 
Louisiana Paper Co. 

SPRINGFIELD, ILL. Capital City Paper Co. 
GFIELD, MO. Springfield Paper Co. 
Sheridan-Cilayton Paper Co. 

ST. LOUIS, MO. . American Commission Co. 
Atias Paper Co. 

Rosenthal Paper Co. 

Royal Papers, inc. 

Shaughnessy-Kniep-Hawe Paper-Co. 

ST. PAUL, MINN..............Anchor Paper Co. 
; Louisiana Paper Co. 

Central Ohio Paper Co. 

Tulsa Paper Co. 

om Paper Co. 

Lind Co 


WACO, TEX. Paper Co. 
WALTHAM MASS: - Waltham Bag & Paper Co. 
WASHINGTON. D. C.....R. P. Andrews Paper Ce 

ITA, KA ... Southwest Paper Co. 
WichiTA Pause Tex. ; Empire Paper Co. 
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THERMOSTATIC BIMETAL 


ACTUATES ANOTHER PRECISION PRODUCT 


THE 
DICTOGRAPH 


Fire Detective 


A Product of Fire Detective 
Inc., Subsidiary of The 
ee ag erie 
Nework, 


The Dictograph Fire Detective System is aimed at eliminating 
delay in the discovery of fire. This precision thermal detection unit 
is the heart of an automatic system which often makes it possible 
to put out fires with a hand extinguisher before there is sufficient 
heat to open sprinklers. The electronic system detects, notifies 
personnel on the premises, pinpoints location and sounds outside 
alarm. In reporting on the Thermal Detection Unit, The Under- 
writers’ Laboratories, Inc. stated, ‘The device is positive in action 
and adequately sensitive. No failures were encountered in any 
of the tests in which the device was subjected to heating and the 
action was prompt and positive.’ The units are pre-set at either 
135°F. or 185°F. 


It's good to know that where life and property are at stake, 
Chace Thermostatic Bimetal is specified as the actuating element 
in the Fire Detective System. But the confidence of manufacturers 
such as The Dictograph Corporation is not accepted casually. 
Precision thermostatic bimetal has been our exclusive business 
for over a third of a century and the development and processing 
of a better bimetal continues to be our sole objective. Our manu- 
facturing and inspection methods are rigidly controlled to assure 
our customers of a superior bimetal —and Chace will produce 
nothing else so long as there exists a demand for quality. 


So remember Chace when you, too, design for protection of life, 
valuable equipment or for temperature actuation or indication. 
Dependable Chace Thermostatic Bimetal is available in over 30 
types, in strip, coil or completely fabricated and assembled ele- 
ments to your design. Send for our new 1958 booklet, “Successful 
Applications of Chace Thermostatic Bimetal,” containing many 
pages of design data. 


W. M. CHACE CO. | 
Thevnowstalic Bimeltal 
1685 BEARD AVE., DETROIT 9, MICH. 
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News 


Rules of Sale Issued 
For Narrow Fabrics 


A set of Recommended Rules 
of Sale for narrow fabrics has 
been approved by the Narre« 
Fabrics Institute for use by pur- 
chasing agents. 

The rules cover practices like 
replacement of defective ma- 
terials, discounting, contract ter- 
mination, returns, rejects and 
cancellations. They were devel- 
oped by the Institute to eliminate 
waste in the cost of distribution 
and to improve trade relations. 

Among the markets for narrow 
fabrics are the manufacturing, 
building construction and mining 
industries. Automotive and elec- 
trical manufacturers are especial- 
ly large users of these fabrics. 

The rules are available from 
the Institute at 11 West 42nd 
Street, New York 36, N.Y. 








GET MORE OUT OF 
PURCHASING 


Put your own name on the 
mailing label that delivers 
PURCHASING Magazine... 
and see how much more 
you'll get out of the con- 
tents. 


See how much you'll gain by 
having time to really digest 
the material written just for 


you. 


A personal copy would always 
be handy for easy reference 
—ready to help when you 
need it. 


Order a personal subscrip- 
tion now—$4. a year. Write 
to PURCHASING Magazine, 
205 E. 42nd Street, New 
York 17, N.Y. 
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NOSCO “CAN DO” KNOWS NYLON MOLDING 


Don’t be 
molder can mold nylon 


that 


It’s an art and requires much 


misled by assuming just any injection 
skill and experience. Apply this 5-point test to qualify 


your potential nylon molders: 


1. Do you know how to design molds to compensate for 
temperamental nylon shrinkage? 


2. Does your gating control the behavior of nylon—for 
uniform fill, for optimum physical properties, for mini- 
mum waste of this costly material 


Don’t play the puppet about nylon parts 





3. Do you have specialized machinery for molding nylon? 
Non-drool nozzles? 

4. Do your heating cylinders provide sufficient stages for 
complete plasticizing without scorching? 


5. Do you normalize after molding? 


Ihe one molder who can answer all of these questions 
with an emphatic “yes” is NOSCO 
12 years of “‘can do” nylon molding experience. 

It will pay you to have Nosco “Can Do” quote on your 
molded nylon parts. Why not write? 


with more than 


NOSCO plastics, inc. + erie 1, pa. World's largest injection molding plant 


For More 


Information Write No 


277 on Inquiry Card—Page 32 











GRANITEX 


TOUGHENS, DUSTPROOFS 


CONCRETE FLOORS 


Granitex Penetrates Into Pores 
of Concrete, Figuratively 
“Vulcanizing” The Surface 


¥\ 
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Your concrete floors can be tougher, dustproof ...and oil proof. One 
product, Granitex, does all three jobs at once, by penetrating the con- 
crete surface and sealing it against wear 
and tear! Granitex owes its toughness to 
Devran (epoxy resin), the miracle ingred- 
ient that has made other Truscon products 
outstanding in performance under severe 
exposures! 

GRANITEX PROTECTS YOUR PRODUCTS 
It prevents “grit and dust damage’”’ to your 
products by thorough “surface binding” 
your concrete floors. Thus, Granitex cuts 
production and processing costs .. . in- 
creases your profits. Clean, sanitary con- 
crete floors are morale builders, too. 
Employees just naturally appreciate dust 
free, attractive floors. 


TRUSCO 


Industrial Maintenance 


Devoe & Raynolds Co., Inc 


A ball of pure Devran is more 
resilient than a golf ball. . . will 
bounce higher when dropped on a 
concrete floor. It's Devran that 
enables Granitex to “bounce back” 
after being subjected to harsh 
treatment, both physical and 
chemical. 


Resists the 


TRUSCON 
aboraMgrtes 
TRUSCON LABORATORIES 
1700 Caniff, Dept.N-11,Detroit 11, Mich. 


[) Send sales representative for demonstration 
(.) Send literature on Granitex 


Division of 








Address 
City Zone State 
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Book Reviews 





Sales and Engineering 
Representation 


by Leo O. Thayer 
McGraw-Hill $6.00 


Purchasing men have two rea- 
sons to be interested in this book. 
First, they may possibly be in- 
terested in going into sales and 
engineering at some time in the 
future. A purchasing background 
is ideal for this type of work, and 
many of top sales and engineer- 
ing representatives are ex-pur- 
chasing men. The second reason 
why purchasing men will be in- 
terested in this book is that 
they’re fundamentally interested 
in sales and engineering people. 
They see them daily; why not 
read about them? The book treats 
the activities, problems, and con- 
tributions to the economy of the 
sales - engineering representative. 
It’s interesting reading and should 
be a useful addition to the litera- 
ture of both the sales and the 
purchasing professions. 


Production Planning and 
Inventory Control 


by John F. Magee 
McGraw-Hill Book Co. $7.50 


Now, more than ever before, 
when management is demanding 
that purchasing adopt a “ma- 
terials management” point-of- 
view, the purchasing executive 
ean profitably apply his knowl- 
edge of scientific inventory tech- 
niques. Mr. Magee’s book is a 
thorough explanation of the latest 
ideas on this subject. The author 
translates technical and mathe- 
matical terms into sound busi- 
ness English. The result is a book 
that can both be profitably read 
and understood by the newcomer 
to purchasing as well as the 
veteran purchasing executive. Be- 
sides basic principles, the author 
discusses such new ideas as the 
use of servo theory concepts to 
control production fluctuations, 
new scheduling devices, and 
methods for very short-run fore- 
casting. A must for the P. A.’s 

i bookshelf. 
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Here it is! 
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U. S. Steel Supply 


“Grade Mark Service” 
for alloy steels... 


gives you fast, accurate identification of stock! 


“Grade Mark Service” is a bonus to alloy steel buyers. It means faster identi- 
fication, speedier handling and better stock control of alloy steels purchased 
from U.S. Steel Supply. 

Every alloy steel order shipped will have a seal which clearly identifies the 
grade of that particular bundle, thereby making it easier for your receiving 
department to check and stock incoming shipments. We believe it is especially 
important that high-grade steel be quality-controlled—all the way. 

These bundles are steel-strapped, too—firmly and securely bound with USS 
Gerrard* Steel Strapping. 








This adds up to: 1. Instant and positive identification of material on your 
receiving floor. 2. Safe and easy-to-handile bundles. 


Technical Data 


A test report and a heat-treatment guide are mailed to you with each lot of 
alloy steel you purchase. The test report gives you the actual chemistry, mechani- 
cal properties, or the hardenability together with the guaranteed minimum 
hardenability. The heat-treatment guide gives the recommended heat-treating 
and working temperatures. 





Our “Grade Mark Service’”’ for alloy steels includes: USS* Carilloy alloy steels 
—hot-rolled rounds, cold-finished rounds, squares, hexagons, “FC” (Free-Cutting 
rounds; USS Carilloy* Aircraft Quality hot-rolled rounds and flats and cold- 
finished rounds, squares, hexagons, flats. 

Here is an improved method of bundling and marking shipments of alloy steels. 
Why not see how you can benefit from ‘“‘Grade Mark Service’’? Call your local 
U.S. Steel Supply warehouse the next time you need alloy steel. 


U.S. Steel Suppl 
vi , United States Steel 


*TRADEMARK 


Stee! Service Centers, Coast to Coast - Mailing Address: P. O. Box 1099, Dept. S7, Chicago 90, Ill. - General Offices: 208 So. La Salle St., Chicago 4, Il. 
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e 
differences 

in chain link 

fence are spelled out 

by Continental's 14 distinct 

features, such as stronger, more 

rust resistant KONIK steel, and heavier 

H-section line posts. These features add up to extra 
protection because of extra strength, and lower per-year 
cost because of longer fence life without maintenance. 


. | a 
c » Complete 
Fence Manual, 
PLANNED PROTECTION 


shows 10 styles, 25 uses. 


Write for free copy today CORPORATION . KOKOMO, INDIANA 


Dept. G-50 
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CLASSIFIED DEPARTMENT 


Contract Work e Used Equipment For Sale e Business Opportunities 





Send orders to: CLASSIFIED DEPARTMENT ° PURCHASING 


205 East 42nd Street, New York 17, New York 








Manufacturers Agent—calling on users of 
RATES Industrial Ceramic Cements and adhesives 
for assembling, acid proofing, etc. Millions 
of paets Ss daily use. Specified by lead- 
" > ‘ ing manufacturers and engineers. Write 
Undisplayed ‘set solid) . for samples and literature. Commission. 


Sauereisen Cements Co. 
Displayed $8.50 inch Since 1899 
Pittsburgh 15, Penna. 




















WE'RE LOOKING TO Buy!!! 
* INVENTORIES °* 


OF DISCONTINUED OR OFF SEASON LINES 


“MACHINERY 


PRODUCTION & SPECIAL BUILT 


* RAW MATERIALS — EQUIPMENT — PACKAGING SUPPLIES © 
USED IN ALL INDUSTRIES 

NOTE: — Our buying range is so varied that it is impossible to describe the 

oy Se we av — we will make you a worth while offer for ANYTHING 

you have for sal 


NATIONAL TRADING CO., 202 CAMDEN ST., NEWARK 3, N. J. 

















Book Reviews 





Business Law 


by John W. Wyatt and Madie B. 
Wyatt 
adiewial Hill $7.50 


Someone once said “the pur- 
chasing agent is a fellow who 
knows a little bit about selling, 
engineering, accounting, and hu- 
man relation who’s in the busi- 
ness of making and amending 
contracts for goods and services 
from outside suppliers.” The con- 
tract phase, as every P.A. knows, 
is important. This book is de- 
signed as practical and stimulat- 
ing text on the most common 
business transactions. Covered 
are such important phases of law 
as contracts, agency, negotiable 
instruments, bailments, _ sales, 
partnerships, corporations, se- 
curity, real and personal property, 
wills and estates, etc. Cases are 
used to illustrate points of law. 
Business Law is a worthwhile 
addition to the purchasing agent's 
bookshelf. 


World Geography 


by Otis Freeman and John W. Morris 
McGraw-Hill $10.75 


World geography may seem a 
topic that’s far removed from the 
work-a-day world of the purchas- 
ing executive. That may have 
been true in years past; but to- 
day the situation is different. 
More and more purchasing men 
are taking advantage of the spe- 
cialized manufacturing and raw 
materials producing skills found 
in other countries. Naturally, 
they’ve an interest in such coun- 
tries and that’s why World Geog- 
raphy is a worthwhile addition to 
their bookshelves. The emphasis 
in this book is on people as well 
as physical and environmental 
features. Human activities are 
related to topography, climate, 
and natural resources. For today’s 
internationally-minded buyer, the 
book makes an excellent refer- 
ence. 
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How can a directory 


this size... 


2A" 
be COMPLETE? 


all consumer items are rigidly 
excluded — designed for 
industrial use only. 


cross indexing means no dupli- 
cation of product headings. 


company size indicated by 
average employment — an accu- 
rate and current measure. 


chemicals listed separately 
with space-saving “key” 
method. 


Next time you use a di- 
rectory check C-MPD. You 
will find it complete, accu- 
rate, and easy to use. 


(eu RBmdORrOn 


C 
O 
N 
O 
V 
: > 
R 
M 
A 
S 
T 


Conover-Mast 


AU TUUSL =§=6PURCHASING DIRECTORY 
DIRECTORY 205 EAST 42ND ST., NEW YORK 17, 





TOUGHER ROOFS... 
SOOLER BUILDINGS 


with asphalt-aluminum 
roof paint or coating 


You add years to the life of your 
plant roofs, reduce costly mainte- 
nance, when you coat them with an 
asphalt-aluminum roof paint or 
coating. Put on a tough, weather re- 
sistant aluminum shield that blocks 
damaging moisture, reflects the 
sun’s heat. 


A bright aluminum coating on the 
roof can keep a building as much 
as 15° cooler in the summer. 


Guard your roof against weather, 
cut roof upkeep and air condition- 
ing costs with an asphalt-aluminum 
paint or coating made with Reynolds 
Aluminum Pigment. Look for the 
Warranty Seal—it means at least two 
pounds of pure aluminum pigment 
per gallon, and an approved vehicle. 


If you employ a contractor be sure 
he’s reliable, and ask him to use 
aluminum roof paint or coating with 
Warranty Seal assurance. 


Guard Against Rust, Corrosion 
with Aluminum Paint — 


Metals and masonry last longer, look better 
with less maintenance when coated with alu- 
minum paint made with Reynolds Aluminum 
Pigment. Even one coat protects against rust 
and corrosion. Use it to give your plant the 
modern look of aluminum—inside and out. 








By the makers of Reynolds Wrap 
Watch Reynolds All-Family Television Program ‘‘DISNEYLAND"’, ABC-TV. 


| The Finest Paints 
Made with Aluminum : 


Reynolds Metals Company 
P. O. Box 2346-PP, Richmond 18, Virginia 
Please send me details on 

(© Aluminum Roof Coatings 


(€ Aluminum Paints 








REYNOLDS E> ALUMINUM 





Zone. State. 
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Book Reviews 





Economics 


by Paul A. Samuelson 
McGraw-Hill $6.75 


The 4th edition of this book 
brings up-to-date what is prob- 
ably the most widely used text 
book in America. All phases of 
economics are covered; particu- 
larly interesting for purchasing 
men is the author’s explanation 
of national income economics. 
Unlike many of his fellow econo- 
mists, the author is able to write 
in a relaxed easy-to-read style 
that makes it possible for a reader 
who’s ambitious enough to give 
himself a course in economics by 
home study without the benefit 
of classroom experience. 


Business Cycles and Economic 
Growth 


by James S. Duesenberry 
McGraw-Hill $6.50 


A knowledge of business cycles 
is essential to the purchasing ex- 
ecutive who would attempt to 
plan and project inventories over 
a period of time. Basic to such 
knowledge is an understanding of 
investment and consumption, and 
they are discussed in detail. Well 
explained are the influences of 
such phenomena as corporate fi-- 
nancing, housing cycles, etc. The 
present problem ‘of wage-price 
spirals is also explained. 


“It’s called inventory control — a 
glance tells me when to re-order an 
item.” 
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Whatever you need in silver you can find at the 


HANDY & HARMAN SILVER SUPERMARKET 


: Siler 


S GPtOrmMar Gah 


Special today—and every day— 
silver in every form and grade 
you can name. By the ounce, inch, 
foot, and every other measure 
known to man. 


All are of the consistent quality 
that has made—and kept— Handy 
& Harman first in the manufac- 
ture and development of silver 
and silver alloys for industry. 


At the right are some of the 
general forms of silver made by 
Handy & Harman (what you don’t 
see, ask for): 


Your NO. 


, 

te 
t 

t 
r - + 
~ 


ve 
~ 
*,; 
*e; 


Fine Silver (wire, strip and foil) 
Silver Anodes and Grain for plating 
Silver Contact Alloys 

Silver Powders 


Silver Flake and Paint 


+ Silver Brazing Alloys 

+ Silver Electronic Solders 

+ Silver Sintered Metals 

« Solder-Flushed Silver Alloys 
+ Silver Chloride and Oxide 

+ Coin Silver (wire and strip) 
« Silver Bi-Metals 


+ Gold, Platinum and other precious 


metals also available in every form 
you need 


VISIT OUR BOOK 
DEPARTMENT 
We have five Technical Bulletins giv- 
ing engineering data on the properties 
and forms of Handy & Harman Silver 
Alloys. We would like you to have 
any or all of those that particularly 
interest you. Your request, by num- 


ber, will receive prompt attention. 


Fine Silver Bulletin A- 


Silver-Copper Alloys . Bulletin A-i 
Silver-Magnesium-Nickel Bulletin A- 
Silver Conductive Coatings Bulletin A- 


Silver Powder and Flake Bulletin A-5 


Source of Supply and Authority on Precious Metal Alloys 


OFFICES AND PLANTS 


ATLANTA, Ga 


cwicaso, LL 


we HANDY & HARMAN 2:2:°° 


General Offices: 82 Fulton St., Mew York 38,M.Y.  iinon mice 
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S MACHINE 


ete 


It pays. (fge|| _ SPECIAL 
in pee ways... Wag || MACHINE 


t Poa 
ai ra. BUILDING 
WICKWIRE : ie We have large, medium and small machine 


Ba tools available for machine work and the 
FORMED WIRES 9) 7 || _ vuitaine of special machinery. 


Next time you need any formed wires We will be pleased to receive your inquiries. 


—fast—call on CFal-Wickwire. 


Almost Infinite Variety—we have ‘ “a 
the facilities to make almost all kinds a. 
of formed wires—and we'll make them ee 


from your blueprint, sketch or sample. ~ BUILDING & DRYDOCK COMPANY 
CHESTER, PA. 








Design Service Available—to de- 
velop new forms especially adapted 
to your product. 
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Single Source of Supply, Fast De- 


efficiently and promptly. 


livery—you get these bonuses when ace he 

you order from CFal-Wickwire. Skilled ae iS 9 

craftsmen and large facilities enable ‘ ’ THE LITTLE 
us to meet your formed wire needs, ; a 


You'll find it pays to fill your formed ; 
wire needs at CFal-Wickwire and, at i — THINGS THAT COUNT 
the same time, we can meet all your it , 

requirements for springs, too. Call our 

nearest sales office for complete details. 


13] WICKWIRE SPRINGS 


AND FORMED WIRES 


PRODUCT OF WICKWIRE SPENCER STEEL DIVISION 
THE COLORADO FUEL AND IRON CORPORATION 
THE COLORADO FUEL AND IRON CORPORATION— 
Denver and Ocklaond + WICKWIRE SPENCER STEEL 
DIVISION—Atlanta + Boston * Buffalo * Chicago 


Detroit + New Orleans * New York * Philadelphia 
CFa&l OFFICES IN CANADA: Montreal * Toronto 


Our quantity production of standard-size, precision, stainless-steel 
pins is now expanded to miniature pins. Tolerances are held to 
.0002 on dia. Sizes run as small as .020 dia. x 1/16”. Both 
straight and taper styles are produced, with taper pins ranging 
down to 9/0. We specialize on stainless-steel, instrument-type pins. 


Send for Price List 
THE PEASLEE METAL PRODUCTS CO. 


472 Tolland Street « East Hartford 8, Conn. 























Information Write No. 284 on Inquiry Card—Page 32 For More Information Write No. 286 on Inquiry Card—Page 32 
PURCHASING 





HIGH-RELIABILITY RELAYS 


Brand new, Type HR solenoid relays are Result-Engi- 
neered to function as the “heart” of any control system 
The Type HR is designed as a multi-pole relay for pilot- 
ing machine and process control components where 
ultra-long life and hi-speed operation are mandatory 

Wiping action contacts insure high electrical reliabil- 
ity; nylon movable contact carriers and armature guides 
minimize operating friction. 

Simple, fast, easy installation speeds assembly into 
your equipment, saves time, cuts cost. Accessible front 
connected coil and contact terminals equipped with 
no lead lugging needed! 

Four basic models, up to eight wnitized poles, con- 
vertible N.O. Or N.C. contacts, completely enclosed, 
make the HR an unusually versatile relay line. 

Write for Ward Leonard Bulletin 4470. Ward Leonard 
Electric Co.,50 South Street, Mount Vernon, New York. 
(In Canada: Ward Leonard of Canada Ltd., Toronto.) 


ENGINEERING DATA 
CONTACT RATINGS: A.C.—10 amps., 600 V. mox.; D.C.—6 amps 
115 V., 1 amp., 230 V 


COILS: a.c. 110, 208-220, 440, or 550 V., 50-60 cps 
230 V. Others on special order 
POLES: 2 to 8, in all combinations 


vertible from N.O. to N.C. and vice versa 


DIMENSIONS: Moximum, 4 pole — 358"W, 5°4"H 3%) D. 8 pole 
5¥6W, 5%4H, 334,'’D. Mounting centers for all models identical 


LIVE BETTER... E/ectrica//y 


pressure connectors... 


of N.O. and N.C. Contacts con 


WARD LEONARD ELECTRIC CO. 
Re&- — Contiols Since (892 


RELAYS 
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CONTINENTAL Ceuttiea aed 


oMOOTH 


MORE HOLES 
PER DRILL 


Today’s drilling problems on both 
standard and new metals require 
twist drills with something extra built 
into them. That’s why Continental 
drills are so acceptable to leading 
cost conscious production plants. 

Ask your industrial jobber. 








MAJOR PRODUCTION PLANTS PROVE lET 
CONTINENTAL DRILLS LAST LONGER! oon NT MOREHOLES 
OW YOU HOW 
70 cur COSTS 











Bones 














F. 


- 


ORDINARY 








ORILL 
PRODUCTION 











CONTINENTAL DORMLS | 
—— 





WAREHOUSES: 


NEW YORK LOS ANGELES TACOMA, WASH 
50 Church Street 6551 Whittier Blvd 2006 Center Street 
co7 RA 3-1287 MA 7.3434 


CONTINENTAL 


Cee DRILL corporation 
555 W. Adams St., Chicago 6, Hlinois 
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POWERFUL NEW PLUNGER CLEARS 








Clear messy, stuffed toilets 
Cut maintenance costs with 


TOILAFLEX 


Toilet [xi «| Plunger 


Ordinary plungers don't seat 
properly. They permit com- 
pressed air and water to splash 
back. Thus you not only have 
~ a mess, but you lose the very 
pressure you need to clear the 
obstruction 

With “TOILAFLEX”, ex- 
pressly designed for toilets, no 
air or water can escape. The 
full pressure plows through the 
clogging mass and swishes it 

j down. Can't miss! 
Get a “TONMAFLEX” for your home too. 
4. Positive insurance against stuffed toilet. 


Double-size cup, double-pressure Fully 
Tapered tail gives air-tight fit $265 Guaranteed 
Order from your Supplier of 


Designed to flex af any angle 
Centers itself, can't skid around Hardware or Janitor Supplies 


THE STEVENS-BURT CO., NEW BRUNSWICK, N. J. 
A Division of The Water Master Company 
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Employment Service 





Experience: Eleven years in cost ac- 
counting department of the largest 
steel corporation. One year as execu- 
tive secretary, assisting the plant man- 
ager of one of the largest automobile 
manufacturers, followed by seven years 
experience as buyer for the same cor- 
poration. 

Education: Two years college study in 
business and industrial accounting. 
Will relocate. 

Write: Box 118. 


Experience: Anxious to obtain a trainee 
position in purchasing. Experience in 
retail buying, but no industrial buying 
experience. Anxious to learn the pur- 
chasing profession, and am willing to 
continue education at night school. 
Emphasis in college was in production 
management, and elective courses were 
chosen which relate to purchasing. 
Education: BS in business administra- 
tion. 

Will relocate. 

Write: Box 131. 


Experience: Twenty-five years as buy- 
er and purchasing agent of industrial 
products, such as, automatic screw ma- 
chine parts, mechanical rubber goods, 
automotive body dies, jigs, fixtures, tool 
steels, cold rolled bar stock, brass and 
aluminum bar stock, stampings, cold 
headed hinge pins, springs, sheet and 
strip steel. 
Education: 
School. 

Write: Box 121. 


Two years of Business 


Experience: Industrial and institutional 
purchasing agent—eleven years experi- 
ence both in buying and heading up 
department. Capable of establishing the 
purchasing function and fully familiar 
with related stores operation. 
Education: College (2 years). 

Will relocate in any New England 
State. 

Write: Box 123. 


Experience: Six years experience as 
senior buyer of durable goods. One 
year as material control supervisor, 
five years as contract administrator. 
Three years as department manager in 
charge of Sales, and one year on-the- 
job-training in industrial engineering. 
Have negotiated and have procurement 
administrative responsibility for $85,- 
000,000 in sub-contracts. 

Education: Bachelor of Science in 
Commerce, Purchasing Course 
at UCLA. Law study—Two years 
correspondence. 

Will relocate. 

Write: Box 130. 
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Experience: One and one-half years in- 
dustrial buying, 2 years purchasing ex- 
pediting, 8 years U.S. Marine Corps 
(Logistical Background). Speak Span- 
ish. Age 30; Married, 3 children. Avail- 
able for employment after August 1. 
Education: B.S.—Political Science and 
Economics. Evening College; Purchas- 
ing Course. 

Will relocate. 

Write: Box 134 


Experience: Purchasing agent, six years 
for large jobbing shop. Experienced 
buying castings, forgings, fabrications, 
plate and bar stock, shop items plus all 
other commercial items for OEM. 
equipment. Subletting machine work 
and estimating cost of materials. 
Education: Two years college and en- 
gineering school. 

Will relocate. 

Write: Box 120. 


Experience: One and one-half yrs. 
chemical-pharmaceutical laboratory ex- 
perience. Six yrs. assistant purchasing 
agent—chemical pharmaceutical com- 
pany. Resume upon request. Young— 
Desire position as purchasing agent— 
salary $9000. 

Education: B.'S.—Chemistry; MB.A.— 
Management. . 

Will relocate. 

Write: Box 133. 


Experienced: Five yrs. in purchasing 
field, as assistant buyer & purchasing 
agent. Three and one-half yrs. in 
chemical industry. One and one-half 
in building trade. Can handle all phases 
of procurement. 

Education: Completed 2 years of col- 
lege. 

Will relocate. 

Write: Box 122. 





Listings in this department 
are offered without charge. 
Both purchasing department 
personnel interested in chang- 
ing jobs and employers in 
search of replacements or ad- 
ditions to their departments 
may take advantage of this 
service. When writing, specify 
whether you want the ap- 
plicant’s form or the em- 
ployer’s form. Address all 
correspondence to Employ- 
ment Service Department, 
PURCHASING Magazine, 205 
East 42nd Street, New York 
17, New York. 











Experience: Eleven years diversified 
purchasing experience in graphic art, 
textile & glass industries. Buying 
chemicals, raw materials, castings, steel, 
sheet metal & machine shop work, 
packaging, printing, paper, office equip- 
ment & supplies, maintenance equip- 
ment & supplies & capital equipment. 
Thorough knowledge of expediting, 
value analysis, and material control. 
Education: B.S. degree. 

Will relocate. 

Write: Box 132. 


Experience: Assistant purchasing agent, 
adm. ass’t. to ass’t. general manager of 
leading mfr. of shock & vibration 
equipt. Purchased stampings, tooling, 
mill supplies, raw material, etc. Set up 
revised purchasing and expediting sys- 
tems—resulting in a huge savings of 
expense and time. 

Education: Two years Business Admin- 
istration Evenings at Columbia Uni- 
versity—plan to obtain degree. 

Will relocate. 

Write: Box 119. 


Experience: Buyer—6 yrs. with heavy 
machining and assembling capital goods 
manufacturer. Responsible for procure- 
ment of machined parts, castings, ball 
and roller bearings, valves, and sub- 
contract work. Three of these years in- 
volved experimental purchasing activ- 
ities including research and develop- 
ment, design, and facility procurement 
negotiations. 

Education: M.B.A. degree. Course in 
purchasing Principles and Practices. 
Will relocate. 

Write: Box 117. 


Experience: Director of purchases for 


rials for company including structural 
steels, raw materials, finished goods, 
office equipment and maintenance 
items. Total purchases: $1 million a 
year. Also responsible for expediting, 
inventory control and approving in- 
voices for payment. 

Education: Three and one-half years 
studies completed toward marketing 
— Attending evening school for 
BS. 

Chicago area. 

Write: Box 135. 


Experience: Four years purchasing 
materials for major construction proj- 
ects, also experienced in office manag- 
ing and accounting. 

Education: B.A. Business administra- 
tion. 

Will relocate. 

Write: Box 138. 





here’s how 


Crucible Fatigue-Resistant Springs 





are made stronger to last longer 


Crucible fatigue-resistant springs outlast conven- 
tional heavy-duty coil springs many times. That’s 
because they are shot peened. 

Shot peening actually makes the springs stronger 
by imposing a compressive stress on the surface 
of the spring that offsets some of the working 
stresses set up in service. Further, shot peening con- 
ditions the surface. The high intensity peening elim- 
inates stress concentration points that could lead to 
failure of a conventional spring. 

Moreover, when you buy Crucible springs, you 
employ all of Crucible’s many years of experience 
and metallurgical know-how in fine steelmaking - 








CRUCIBLE | HEAVY- 








Jury 7, 1958 


from ore to finished spring. Good springs demand the 
best in specialty steels. During manufacture, quality 
checks are made continuously. And a final magnetic 
test may be given if desired. 

When you have a requirement for a spring that 
must endure rugged operating conditions, secure the 
built-in advantages of Crucible fatigue-resistant 
springs. And for technical assistance in designing 
or selecting heavy-duty springs, don’t hesitate to 
consult with Crucible’s spring specialists. For a free 
copy of a handbook on “Coil Spring Design,” write to 
Spring Division, Crucible Steel Company of America, 
McCandless Avenue, Pittsburgh 1, Pa. 


DUTY COIL SPRINGS 
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How to USE wire cloth at lower cost 


Today many companies are able to make wire cloth 
components, like these shown here, at lower cost than 
ever. The answer lies in new services, new developments 
worked out by the Reynolds Wire Division of National- 
Standard . . . ideas aimed at the more effective, less 
wasteful use of industrial wire cloth. For example... 


5S SUGGESTIONS: 


1. Check on wire cloth rolls 2 to 8 times normal length 
. . . for 2 to 8 times as much production in a single run. 
Fewer shutdowns. Less handling. 


2. Consider pre-slit widths, plain or with woven-in rein- 


NATIONAL 


DIVISIONS: NATIONAL - STANDARD, Niles, Mioh.; fire wire. sfainiess. music 


WAGNER LITHO MACHINERY, Secavous, NM. J 


forcement, as narrow as 1 inch or less, to meet your 
requirements exactly with minimum handling and waste. 


3. Evaluate Reynolds’ new palletized packaging. Less 
chance of damage. Faster, easier handling on arrival, in 
and out of storage and right to production operations. 


4. Look into the many different weaves, meshes, metals, 
finishes and coatings . . . some unique with Reynolds... 
to make sure of the optimum specification for your 
requirement. 


5. By all means take advantage of Reynolds’ engineer- 
ing and analytical service nation-wide and 
unmatched in the industry. Time and time again it 
contributes to a better finished product at lower cost. 


STANDARD 


+ WORCESTER WIRE WORKS, Worcester, Mase.; music spring. stainless and plated wires. * 


ATHENIA STEEL. Clifton, N. J.; fel high carbon spring sieels + REVNOLDS WIRE, Dizon, t.; 





Economical 


-«- big quality money saver 
-.- good-will builder in the washroom 





Fort Howard Paper Company 


America’s most compiete line of paper towels, tissues and napkins —tF-(ej)-<— 


© Fort Howard Paper Company 





to finished products. 


Anaconda pre-formed mull products cut time and cost in 


finishing and machining- reduce scrap losses. 








Linde Company’s “Purox” 
produced more easily and momicall th these ond 
products. 1, 2, 3. Die-pressed forgings, with these advantages 
twice-wrought metal has d gas leaks 
and strength to star 1 


to cut machinin 


1 
toughness up to al 
I 


din nsional accuracy 


Cost-cutting possibilitic s are almost unlimited when 
imagination is applied to designing with pre-formed 
Anaconda mill products. Simplify costly built-up 
assemblies with die-pressed forgings. Cut machin- 
ing and scrap with tubes and solid special shapes 
adapted to your needs. For imaginative and prac- 
tical technical help, write: The American Brass 
Co., Waterbury 20, Conn. In Canada: Anaconda 
American Brass Ltd., New Toronto, Ont. 
For More Information Write No 
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duced to bright dip. 4, 5. Thick-wall tubes of Ambrac-850 
lloy to dissipate heat rapidly, prevent overheating and 
Hashback”: alloy has high strength for rough service, vet 
has sufficient machinability. 6. Special-shape brass tube wit} 
fluting pre-formed is furnished in long lengths ready for 


fast, economical screw machine operation 


DIE-PRESSED FORGINGS e SPECIAL-SHAPE TUBES 
EXTRUSIONS e FABRICATED METAL GOODS 


ANACONDA 


products made by 
THE AMERICAN BRASS COMPANY 
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Polishing radii of steel] machinist hammers with 3” x 120” new 
91 Coat RESINALL METALITE Cloth Belts jumped productio:: 


Vi: Holdin Newe for the tough jobs 


—91 Coat Resinall Metalite Belts! 


It’s the hardest working, fast cutting abrasive in the metalworking industry. 
You can actually see the difference ...91 Coat is so outstanding, so much 
rougher and sharper. For more production, more mileage per belt... 

try 91 coat abrasives on your toughest jobs. Write for a demonstration 

in your plant or at your nearest Abrasive Tech Methods Room. 


BEHR-MANNING CoO. 


TROY, N.Y. 
A DIVISION OF NORTON COMPAN YQNORTON] 


ABRASIVES 


PRODUCTS: Coated Abrasives « Sharpening Stones « Pressure-Sensitive Tapes 
NORTON PRODUCTS: Abrasives « Grinding Wheels « Grinding Machines BEHR-MANNING 
«i Canada: Behr-Manning (Canada) Ltd., Brantford For Export: Norton Behr-Manning Overseas Inc., Troy, N.Y., U.S.A ® 


BEHR-MANNING 


¢ Refractories 





